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NOW ONE HACK SAW 
BLADE for CUTTING ALL 
THICKNESSES OF METAL 


Cuts your inventory 
Increases your sales 
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Cuts your inventory 
Increases your sales 


© NEW DOUBLE EDGE BLADE 
© NEW SUPER SELL DISPLAY 
© EACH BLADE CARDED 


This is something really NEW for Hand 
Hack Saw Blades. One double edge blade 
that handles all thicknesses of metal 
cutting. 18 teeth on one edge for gen- 
eral heavy cutting...bolts, pipe and 
rod; 24 teeth on the other edge for 
cutting thin sections...sheet metal, 
light tubing, thin wall conduit, etc. 
HEAVY cutting and LIGHT cutting 


all on one blade. 


And these new double edge blades 
are individually carded and pack- 
aged in a real SELL display. This 
will give you impulse sales on 
what is often an accommoda- 
tion item. 


50 carded blades to the dis- 
play. Ask your jobber for 
this really NEW Hack Saw 
Blade. 
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fuikset 


SECURE-ALL 
SAFE 


Means bonus business for you 


Builders want it as an added 
low-cost sales feature...home 
owners want it for the convenient 
protection it affords...the 

new Kwikset SECURE-ALL 

SAFE. This sturdily constructed, 
completely insulated wall safe 

is fire, water and theft 

resistant to provide a safe 

place for home valuables. 


Display this easily installed 
home improvement and 
advertise its low, low price. 
You'll find the Kwikset 
SECURE-ALL SAFE means extra 
business and extra profits to you. 
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rolling door hardware! 
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WITH “PLASTER GROUND” 


OR “BUILT-IN VALANCE” 
by “Washington” 


latinas coheed 
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PLASTER GROUND TRACK* 


for By-Passing Doors 


Cut labor costs with a new track that can be 
installed and made an integral part of the door 
frame by simply plastering right up to the bead on 
the track. Sheetrock may be used in place of the 
plaster, if desired. This track comes in two sizes 
and will handle doors from %” to 1%” thick. 

The new “Washington” double-wheeled hangers 
have pivoted cross arms to distribute the weight load 
evenly, and have a “whispering wheel” 

with sealed-in ball bearings. 





BUILT-IN VALANCE TRACK 


Like the plaster ground track, this “valance” 
track also becomes a part of the door frame and 
saves a great percentage of time and labor 

costs. The valance eliminates need for wood trim, 
and gan be painted or left plain—as the track 

; is etched for beauty and durability. 

All “Washington” side-mount hangers are 
interchangeable on aluminum track. 





Track and hangers available in bulk or 
complete packaged sets. 


*Pat. applied for 





WASHINGTON, LINE 


WASHINGTON STEEL PRODUCTS, INC., TACOMA 2, WASH, 


To: Washington Steel Products, inc. 
Dept. AL-11, 1940 East I Ith Street, Tacoma 2, Washington 
Gentiemen: 


For more information, see 

your jobber, or fill out coupon Please send complete Rolling Door Hardware catalog on aluminum and stee! track 
and mail to manufacturer 
for a free catalog. 


. ZONE STATE.... 
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Since 1873 a Pioneer in Practical 


NOVEMBER 14, 1955 


Merchandising for Building Material Dealers 


FEATURES 

Trend Toward Extra Store Hours 
Surveys show 8% of dealers are open nights, 6% 
Sundays. 


A Challenge to Industry Leadership! 


Make the most of Home Improvement Market. 
There's Money in Farm Buildings 
Wisconsin dealer builds and sel 


Converts Old Lumber Shed 
Illinois firm adds years of life to 44-year-old shed. 


s about 100 yearly. 


Buyers Go For New Home Package 


New York dealer sells the quality in Lu-Re-Co, 
Automatic Calculator Speeds Cost Control 

Tennessee dealer says it does work of several clerks. 
Roofing and Siding Unit 

AL fixture displays siding, roofing side-by-side 
Dealer Pointer Roundup 
Tips for increasing sales and efficiency of operation. 
Billion-Dollar Church Construction Boom 

A market for thousands of dollars in added sales. 
Show Window Stops Motorists 

Seattle dealer's display is visible from street. 
Selling Color. Helps Sell Paint 

Ohio retailer. promotes color conditioning.. «3 
Adds Frosting to the Home Package i 

Wisconsin dealer has homeowners’ decorating center. 
Mr. Fitts Goes to Town 

Erie firm boosts volume $500,000 in !0 years. 
12 Manufacturers Score in Model Store 

AL units featured in outstanding displays 


Do-It-Yourself Show Pays Dividends 


| 


Eastern dealer regains lost customers, finds new ones, 
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Behr-Manning products on the mot 


Wrap-up added sales 
with Behr-cat’ 
Strap tape 


Your customers will find this a really 
handy tape to have around the home and 
workshop. It sticks at a touch, is super- 
strong due to glass-fibre reinforcement, 
and assures taping jobs that will bring 
customers back asking for more. Call 
your jobber for full details, or write to 
Behr-Manning, Troy, N. Y., Dept. AL-11. 


in Canada. Behr-Manning (Canada) Ltd Brantford 
For Export, Norton Behr-Manning Overseas inc, New Rochelle N.Y. U.S.A 


The JT-8 stone is a favorite for sharpening New Sandpaper Rack makes it easier for This colorful display will prove a real 
home and garden tools. your customers to serve themselves. shopper-stopper on your counter. 


eH R-MANNING 


® vinta of NORTON Company 
A COATED ABRASIVES A SHARPENING STONES A PRESSURE-SENSITIVE TAPES 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Builders will stress quality. 


With a tightened mortgage market, builders will emphasize quality in their 
homes instead of mortgage terms. This means concentrating on prospects who have 
the money for required down payments and income to meet monthly financing 
charges. Not all builders can make this transition, but alert ones are looking 
for built-ins and other ideas to lend quality to a home and upgrading the sale 
accordingly. 

































Retailers' stake in Wage-Hour Act. 


Labor unions are planning to push legislation to extend coverage of the 
Wage-Hour Act to all retail establishments. Under the proposed changes, small 
retailers, previously exempt, will not only have to pay the minimum wage but 
also revise working hours to conform with the law. This means more bookkeeping 
on hours worked, wages paid and possible inspection of employment records by the 
Labor department. 

The President, secretary of labor and several congressmen propose to extend 
this coverage in the next session of congress. At the last session, congress 
increased the minimum wage to $1 an hour but deferred action on the more exten- 
Sive coverage till the upcoming session. 























Nevada rules sales tax applies to prefabs. 


The Nevada state's attorney general ruled that prefabricated houses are 
Subject to the state's 2% sales tax. The ruling states prefabs are personal 
not real property. 











Here's why gypsum board is in short supply. 


In its national advertising, — éypsum board manufacturer explains why 
there's a shortage: Houses are bigger; Wallboard is thicker; and building is 
booming. The average '55 house has one to two more rooms than a house built a 
decade ago. It takes longer to produce half-inch board than the previously 
standard three-eights. Gypsum makers are expanding production facilities and 


developing new deposits to keep pace with demanc, 











Plastics roar on to new records. 


The plastics industry which predicts '55 as a banner year expects plastics 
use to roar on unabated next year. A new product--a low-pressure, laminated 
resin--can be applied to low-density structural boards. It also can be used to 
furnish a transparent covering over decorative wood finishes. Still in the ex- 
perimental Stage, this plastic will fill a long-felt need in the board 
industries. 













Major firms gird for stiffened competition. 
With stiffer competition ahead, many national firms are planning higher 


advertising budgets next year. Every major industry is looking ahead to a year 
of hard selling and ad budgets have been fattened from 7% to 20%--with 10% as an 
average. During the past decade advertising expenditures have grown from $2.9 


billion to a whopping $8.5 billion anticipated for 1955. 

























Chile enters world lumber market. 


A Santiago, Chile, trading company announces it plans to export lumber to 
build the nation's foreign currency reserves. The firm quotes pine in 3.60 
meter lengths--about 12 feet--at $145 a thousand F.0.B. a Chilean port. 





(continued on next page) 
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SPECIFIED 
LENGTHS 


ELIMINATES 
CAT AND DOG 
INVENTORY ITEMS 


RECAPTURES 
LOST SALES 


MAKES MONEY 


BUY QUICK “TURNOVER” 
LENGTHS & WIDTHS OF 
WEST COAST DOUGLAS 
FIR FROM AIR-KING... 
THAT INSURES REPEAT 

BUSINESS 


QUALITY assurep 


Air-King's strict standards with 
WCLB grade stamp assures uni- 
formity and customer satisfaction. 


SPEED in DELiverY 


by a mill designed for quality and 
fast production, Let us demonstrate. 


AIR EKING 
MFG. CORP. 
Tigard, Oregon * MErcury 9-1141 
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NEWS 


American Lumberman’‘s Model Store 
Will Visit Six Dealer Conventions 


If you missed the NRLDA expo- 
sition in Cleveland last month and 
the much-discussed Showroom Idea 
Center developed by American Lum- 
berman you'll have another chance 
to see the model building materials 
showroom of the future. 

In response to inquiries from 
dealers who didn’t get to the ex- 
position and wanted to see the 
model store, American Lumberman, 
in cooperation with 15 manufactur- 
ers and retail lumbermen’s associ- 
ations, will duplicate the model 
store at six regional conventions 
next year. 

An estimated 14,500 dealers will 
have an opportunity to see the dis- 
play fixtures especially designed for 
the building materials showroom. 
(Photographs of some of these fix- 
tures are shown on page 118) 

The result of much research by 
American Lumberman and manu- 
facturers, these fixtures incorporate 
the latest ideas on how to effective- 
ly display building materials at the 
point of sale. In the model store, 
the fixtures are fully stocked with 


merchandise. Items stocked include 
hardware, roofing, hand and pow- 
er tools, plastic tiles, hardboards 
and other products normally 
handled by a building material deal- 
er. 
Several concrete suggestions 
from dealers who visited the model 
showroom at Cleveland have been 
incorporated in the improved Show- 
room Idea Center which starts its 
six-city itinerary in January. 
The model store will be on display 
at the following conventions during 
the 1956 season: 
Jan. 23-25, Northeastern, New 
York City, Statler Hotel 

Feb. 1-3, Middle Atlantic, At- 
lantic City, Chalfonte-Haddon 
Hotel 

Feb. 7-9, Illinois, Chicago, Sher- 

man Hotel 

Feb. 22-24, Nebraska, Omaha, 

Auditorium 

Feb. 28-March 1, Indiana, In- 

dianapolis, Murat Temple 

Mar. 6-8, Iowa, Des Moines, Au- 

ditorium 





Building Research Institute 
Adds 27 New Officers 


Twenty-seven officers of 22 tech- 
nical, research and trade associa- 
tions with an active interest in 
the advancement of building tech- 
nology have been accepted as mem- 
bers of the Building Research In- 
stitute. The new members have 
been accepted under a new classi- 
fication provided for association 
executives. 

Under a associations executives 
membership, the individyal, but not 
bis association, beccmes a member 
of the BRI. The new members an- 
nounced by W. H. Scheick, insti- 
tute executive director are: 

L. A. Barron, manager, technical 
service, Vermiculite Institute; L. V. 
Bodine, executive vice-president, Na- 
tional Lumber Manufacturers Asso- 
ciation; J. 8S. Bryant, managing direc- 
tor, Asphalt Roofing Industry Bureau; 
A. M. Burpee, director, American 
Wood Preservers Institute; P. 
Farnsworth, general manager, Insti- 
tute of Boiler and Radiator manufac- 
turers. 

F. J. Hanrahan, executive vice-pres- 
ident, American Institute of Timber 
Construction; A. I. Heim, research en- 
gineer, Copper and Brass Research 
Association; J. P. Jannson, field man- 
ager and architect, Aluminum Window 
Manufacturers Association; G. S. 


November 14, 1955, 


Jones, Jr., managing director, Air 
Conditioning and Refrigeration In- 
stitute; O. C. Lance, secretary-manag- 
er, National Woodwork Manufactur- 
ers Association; J. W. Maher, Wash- 
ington representative, National Oak 
Flooring Manufacturers Association; 
Harold Massey, assistant managing 
director, Gas Appliance Manufactur- 
ers Association. 

W. H. O’Brien, chief, technical div., 
Southern Pine Association; J. 
O’Heir, technical secretary, Perlite 
Institute; F. E. Parsons, industry en- 
gineer, National Mineral Wool Associ- 
ation; L. A. Post, executive vice-presi- 
dent, American Institute of Steel Con- 
struction; W. E. Pratt, director, tech- 
nical div., California Redwood Associ- 
ation; L. D. Price, manager, engineer- 
ing and safety regulations dept., Na- 
tional Electric Manufacturers Associ- 
ation; F. H. Sides, secretary, Nation- 
al Mineral Wool Association; J. C. 
Spence, engineer, Vermiculite Insti- 
tute; 

T. E. Velfort, manager, Copper and 
Prass Research Association; D. R. 
Wadle, managing director, Metal Lath 
Manufacturers Asscviation; Wallace 
Waterfall, executive secretary and 
treasurer, Acoustical Materials Asso- 
ciation; H. H. Willins, executive vice- 
president, National Oak Flooring 
Manufacturers Association; L. H. 
Yeager, managing director, Gypsum 
Association, and R. L. Ziegfeld, secre- 
tary and treasurer, Lead Industries 
Association. 

(continued on page 12) 
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~ikt Wheeling lath! 


p” some Wheeling Metal Lath in the hands of an 
experienced lather and you've got all the mak- 
ings of a profit-building team at work for you. 
That’s because flat, rigid Wheeling Metal Lath 
goes up fast, with no buckling, no fishtailing. Every 
sheet is a perfect rectangle, machine cut for perfect 
90° corners, with minimum selvage to cut waste, 
prevent overlap bulges, permit better plastering. 


And Wheeling’s exclusive “Engineered” Metal 
Lath Package — 50 10-sheet lifts in one compact 
unit — means more savings for you. You unload 
faster, store easier, identify quicker and count surer. 

That’s why it pays to stock Wheeling Metal Lath 
and Accessories —and the full line of Wheeling 
Building Materials—the outstanding choice of experi- 
enced builders for over 60 years. 


Don’t forget to stock and sell 
WHEELING 
CHANNELDRAIN ROOFING, 
. ~alvanized 
‘rre Cop-R-Loy Galvanizec 
en and’ LaBelle Cut Nails. 
And remember, wees’ bond 
warehouse networ ~—e ~ 
-ti livery. ©@ 
speedy oe office ow ware- WHEELING CORRUGATING COMPANY, WHEELING, WEST VIRGINIA 
reas for prompt service. meee conrnany, eee 
For your convenience, warehouse stock immediately available at these locations: 
Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, Lovisville, Minneapolis, New 
Orleans, New York, Philadelphia, Richmond, St. Louis. Seles Offices: Ationta, Houston, 


(For more data on advertised products {ill in coupon on page 162) 





STANLEY 














The Biggest Christmas Yet 
For Giving Tools 


E Popular, big-ticket 

tool sets for 

Christmas gift 
leaders 


Tool Chest No. 971. A finely 
grained pine chest of 24 fine 
Stanley Tools and the H41 4” 
Electric Drill with accessories. 
The big gift at $120.40 retail. 











19 ‘Yankee’ and Stanley Tools 
Every One With A Sales Sock! 


One of these is packed with 
every Christmas Tool. Here 
are some of them: 


“Yankee” Push Drill 
No. 45 — Just right 
for easy boring of 
lead holes. 8 drill 
points come in 
Chisel Set No. X64 - 4 of the magazine handle. 
finest chisels made. Keen $5.50 retail. 
cutters in handsome, plas- 
Tool Chest No. H895. A good buy. 28 tic, wrap-around case. 
matched Stanley Handyman tools in a $11.50 retail. 
handy metal cabinet. Perfect for home- 


owner or boy carpenter. Retails com- 
plete at $00.50. = eo 


; . aes “Yankee” Spiral Screw Driver ' 
If you haven't seen Stanley's Christmas No. X433H — New, longer Screw-Mate Set No. 1525A 
Janke. > wri ¢ . tai » hig- ne ‘ ‘ i 
I o kage with all the —_— _— the big spiral ratchet screw driver 5 most popular sizes in at- 
gest G os _ apo Mier .. for easier driving and tractive, tell-and-show-how 
call your distributor, or write Stanley iad é 

, ert. drawing. $3.98 retail. ack. $3.69 retail. 

Tools, 12N Elm Street, New Britain, 7 aie 


Conn. Ask for Tool Christmas Package. 


THE STANLEY WORKS + NEW BRITAIN, CONNECTICUT 
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National Advertising 
Customers! 


Sells Your 


This ad in the December BETTER 
HOMES & GARDENS will reach 
more than 14,000,000 readers. 
Many of them are your customers 
—or want to be. Other Stanley 
Electric Tool Christmas pages in 
Popular Science, Popular Mechan- 
ics, Mechanix Illustrated and the 
IRHA “Family Gift Center” Pro- 
motion Issue—the November 
26th Saturday Evening Post. Be 
ready to sell Stanley Electric Tools 
for Christmas. 


A Real 1-2-3 Combination 
With Family Gift Appeal! 


1. The H15 Router — A nifty little % hp 
router — does 90% of home wood- 
working jobs—versatile, powerful, 
easy to use. $39.95 retail. 


The H106 Plane Adapter Kit — Makes 
power plane using same motor that 
powers H15 Router, Saves $30 on 
total cost of router and plane 
bought separately. $30.50 retail. 


The H127 Shaper Adapter Kit — Makes 
bench shaper using H15 Router 
motor. $42.95 retail. 


H15 Router 


Plane made 
using H106 Kit 


See your distributor, or write Stanley 
Electric Tools, 12N Myrtle St., New 
Britain, Conn. Ask for your supply of 
new Electric Tool folder E15. Preprints 
of Christmas consumer ads available 
now. Get yours. Be ready. 


HARDWARE + TOOLS 
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96 Too! Goaré with 3} mater 
Drill 89798 


0) 
“to get their hands on 





Your favorit 
gift he 
from Stanley 


hardware store 8 a practical 


Tools like these 
the Tool Box of the World 


kyu irters 


are good reasons why 


yoo 


e: Stanley Hand Toots for Chrivtemas 
t packed with a free holiday sock 
lke the one shown on the benct 


STANLEY 


The Stanley Works © Mew Britain, Conn 


5S + ELECTRIC TOOLS - HARDWARE - STEEL - STEEL STRAPPING 


ELECTRIC TOOLS - 
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New Catalog 


Takes Hardware 


To Customers 


Here's a real salesmaker! This brand 
new 32-page rotogravure catalog of 
Stanley Hardware for the home does 
a real job for hardware retailers, It 
provides one well arranged, color- 
fully presented source of buying 
information for your customers. 
Here are many of the hardware 
items you stock for home owners, 
do-it-yourselfers, and other handy- 
men out where they can see them, 
and priced so they can order them. 


Available Now 


Catalog No. 559 is now available in 
whatever quantity you need. Send 
for a free sample copy and see if 
you don't agree that this 32-page 
catalog displays hardware you don't 
always have room to show, and 
answers many of the questions your 
customers ask every day. 


Free Imprinting 


There is a nominal charge for cata- 
logs to help cover printing costs, 
but imprinting according to your 
instructions is free, Charges are as 
follows: $3.00 for 100, $4.50 for 
250, $6.00 for 500, and $10.00 per 
1,000. When you order, specify 
Catalog No, 559, print plainly the 
name and address you want to be 
imprinted, and enclose payment for 
the number of catalogs you wish, 
Write Stanley Advertising Dept., 
12N Elm St., New Britain, Conn 


STEEL STRAPPING «+ STEEL 


1 
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PLUS FEATURES 
! 


. Flooring is avtomatically 
drawn up tight 
2. Cuts nailing time up 
to 60% 
3. Eliminates time 
consuming hand 
setting 
. No more nail waste 
. Instantly reloaded mag- 
azine holds 100 power- 
cleats 
. Will not rust, clog or jam 
. Designed and built for 
long, dependable service 
. POWERNAIL floor nailer 
is guoranteed 


POSITIVE 


HOLDING POWER 


The New POWERNAIL Model No. 
145 and mallet DRIVES AND SETS 
a 2” Powercleat into hardwood 
T&G flooring IN ONE FAST BLOW! 
Each cleat is driven straight and 
at the correct angle without split- 
ting the flooring, assuring POSI- 
TIVE HOLDING POWER! 


Descriptive literature 
furnished on request 


OWERNAIL COMPANY 
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NEWS 


Business Prospects Bright for ‘56 
Despite Expected Building Lag 


The nation’s top industrial and 
financial leaders are optimistic 
about the current economic situa- 
tion and feel confident that the im- 
mediate future will be even more 
rosy. 

This appraisal of the current eco- 
nomic situation was made by mem- 
bers of the select Business Advisory 
Council to the Secretary of Com- 
merce at one of its periodical meet- 
ings at Hot Springs, Va. 

After a week of closed-session 
meetings with top-level Washington 
officials, the 80-man BAC came up 
with this opinion: 

Economic activity next year 
will top record 1955 despite ex- 
pected lags in home building 
and auto output. The second 
half of 1956 is hazy, but there 
are no ominous clouds on the 
economic horizon. 


The federal government has 
acted wisely in braking infla- 
tion pressures, but the threat 
of inflation remains a problem. 
Current credit restraints ap- 
pear likely to continue into 
1956 with some possibility of 
loosening in the spring. 


Sharp breaks in the stock mar- 
ket following the President’s 
heart attack demonstrate no 
lack of public confidence in the 
economic future. Rather, they 
constitute a long overdue ad- 
justment. 


Despite these optimistic declara- 
tions, home building—now running 
at an annual rate of 1.2 million to 
1.3 million starts will be down 
somewhat next year. Some mort- 
gage lenders have predicted a 10% 
decline stemming from restraints 
imposed upon government-insured 
mortgages. 

Despite the anticipated decline in 
home building, overall construction 
is expected to show an increase in 
1956. Total construction this year 
is running at a record annual rate 
close to $42 billion—up from $37 
billion last year. 

Part of this predicted construc- 
tion increase is attributed to heavy 
spending by industry for new plants 
and equipment. Council members 
expect the next year’s spending to 
be about the same as this year’s 


$29 billion. 





Task Group to Tackle 
Revision of FHA Codes 


FHA’s minimum property re- 
quirements will receive a thorough 
study with a view to revision, ac- 
cording to Federal Housing Com- 
missioner Norman P. Mason who 
told of a task group assigned the 
job of streamlining FHA building 
standards. 

Present requirements are pub- 
lished in 28 separate booklets to 
cover regional variations in build- 
ing needs and practices through- 
out the country. Commissioner 
Mason wants these requirements, 
which have had a tremendous ef- 
fect on home building standards in 
America during the past 21 years, 
clarified and standardized in a 
single publication. 

“Because of their impact on 
residential construction, it is es- 
sential that the MPRs keep abreast 
of current building methods and 
materials,” the Commissioner stat- 
ed. “We have been chipping away 
at the requirements in an attempt 
to keep them up to date, but I am 
convinced that the only effective 
solution will be to make a com- 
plete revision. 

“This have been an objective of 
mine ever since I came to FHA. 
The demands of our day to day 
operations have permitted only 


partial revision to date. I am 
therefore assigning specialists 
from both Washington headquart 
ers and our field operations to con- 
centrate their full time and ener- 
gies to this task. 

“The issues at stake in the re- 
study of the minimum property re- 
quirements do not necessarily in- 
volve either raising or lowering of 
the present standards,” Mr. Ma- 
son stated. “The need is for simp- 
lification and standardization in 
order that FHA property require- 
ments may be put to more effec- 
tive use in creating better hous- 
ing standards for all Americans.” 


Plywood Price Shifts 


A 5% increase in the price of 
birch-faced fir plywood has been 
announced by major mills in the 
Pacific northwest. 

The new price for birch-faced 
plywood, *4” A2 grade is now $420 
per thousand square feet com- 
pared with $400 formerly. Major 
producers which have raised pric- 
es include Georgia-Pacific, U. S. 
Plywood and M&M Wood Working. 

Sales of %” sheathing grade fir 
plywood are reported at $120 to 
$120 per thousand square feet 
compared with list prices set at 
$127. 


November 14, 1955, AMERICAN LUMBERMAN AND 





und aol 


you can do” more with... 


OPENS 0° te 90° 
Another Crestline firs: 
Full view and ventilation! 


m 


ROTARY CRANK 
Standard part of unit at no extra 
cost. Permanently attached. 











FULLY WEATHERSTRIPPED 
Bronze compression weatherstrip 
is factory-applied on 4 sides. 


¢ 


ALUMINUM SCREENS 
Factory-applied in every operating 
unit. Easily removed for cleaning 

















CONCEALED HARDWARE 
Gear-operated hardware is hidden ® 
when unit is closed. 
More and more builders and archi- 
tects specify Crestline Stacking 
Awning Units for new window 
variety, easy installation and ex- 
tra quality features. Look at some 
quseene- sagen of these exclusive features at the 
A positive security lock! left. Here’s an exceptional “‘sales 
acre ttt package” backed by a manufac- 
| turer with one of the finest repu- 
‘u tations in millwork! 
Appearing in Sweet's Architectural 
—— and Light Construction Files! 














Fixed and ventilating units — 





“| 


NARROWEST MULLION ° 
Only 1%" widel . . . beautify Stack ’em! Line ’em up! Stand ’em on end! 


glass woll areas, broaden vision, 








none better to build with or to sell 
mineiiicanie GLAZING 


edlline x 
Gi Py 


factory with Crestopane insulating See your distributor, or write THE SILCREST COMPANY, Wausau, Wisconsin 
glass. (Single glazing optional) ® 


Removable Window Units - Slideby Window Units + Casement Units + Louver Doors + Flush Doors - Panel and Sash Doors » Aluminum Combination Doors + and others 
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CALKING & | 


GOIN’ GREAT GUNS 


The “Original” CALKING LOAD 


Dressed up ina 


BRIGHT WEW LABEL! 


Here's the fastest way to calk cracks around windows and 
doors. M-D SPEED LOADS are available in Off-White or 
Pure White Color. Also available with or without Plastic 
one amano Nozzle. Off-White Load shipped without nozzle unless 
specified. Meets Federal Specifications TT-C-598 
(Grade 1). 7 
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CALKING 
Nompoul 


5 
lor Calking OY” 


5 , 
_ Seals crack” , é fi & CG-4 SPEED LOADER 
~Sund wine . ec? works with all types of 
Shar | D gro" cartridge loads. 
oof 





y BD, 


BURG-DUNCAN 2 

























Packed 10 SPEED LOADS to a carton or in 
cases of 40 loads. 




















CG-3 STANDARD for bulk 
or loads. Furnished with 
¥%," nozzle. 


-=———_— oe ee rer ? —_— ae a —_—ss eee eee eres oo ee ae cr ann a nar a sn es ese ee ee 


MACKLANBURG-DUNCAN CO. B=. 


H OMA 
Seta wees city 1, Ok F* 


GLAZING COMPOUNDS 


with BUILDERS and DEALERS? 


HAND SQUEEZE TUBES 
for small jobs 


No gun needed. Simply remove cap from built- 
in nozzle, fasten key over crimped end, turn 
key and start calking. Here's a fast-moving item 
for over-the-counter sales. Packed 12 tubes in 
a handsome “Silent Salesman" display carton 
that can be quickly set up on your counter. 


Ac (ALK CALKING COMPOUND 
in Bulk—Knife or Gun Grade 


Off-White Color available in knife grade or 
gun grade. Pure White Color available in gun 
grade only. Off-White shipped unless White 
specified. Gun grade meets Federal Specifica- 
tions No. TT-C-598 (Grade 1). Available in 
% pt., pt., at., gallon, 5 gal. and 55 gals. 


NWu-Glaze GLAZING COMPOUND 
Always stays ‘‘PUT"’ 


Here's the perfect material for glazing wood or 
metal sash, replacing puity, setting plumbing, 
filling cracks, boatwork of all kinds. Clean to 
handle, easy to use. Will not dry out, harden, 
crack or peel. Available in \2pt., pt. and aft. 
cans; 25, 50, 100, 880 Ib. drums. 


NuPhalt PLastic 
ASPHALT CEMENT for al! jobs! 


Ideal for sticking down asphalt shingles and 
floor tiles . . . for use on roofs, chimneys, 
flashings. Packed 10 loads to a carton... 
with or without plastic nozzle. Shipped without 
nozzle unless specified. Also available in 2 
and 10 Ib. cans; 50 lb. pails; 550 Ib. drums. 


= Hardware, Lumber 


id by 
ye guilding Supply Dealers 





Want to 


buy 


a reputation? 


5 ames, 4 produli, quolitiy ie 


There's no confusion of grades 
and types in the royal family of 
plywoods, The quality that built 


the name SUP 


ER - Harbord, 


exists in all these: 


SUPER Harbord 
# BOAT PLYWOOD 


SELECT 
CABINET PANELS 


@BOAT PLYWOOD 
@ SMOOTH PANELS 
@LAPPED SIDING 


@ GROOVED 
PANELING. SIDING 


e KNOTTY 
@ KNOTTY PLANKED 
@ CLEAR 


Allaolid core, 100% 
waterproof, ape- 
cially selected ve 
neers, precision 
manufactured, 


Extremely tough, 
amooth, resin-im- 
pregnated overlays 
on BUPER-Har- 
bord cores. Perfect 
paint sirface 


Exciting new dec- 
orative paneling for 
indoor or outdoor 
use. Natural wood 
beauty at low coat. 


D Coll your. nearest Harbor max: 


ABERDEEN, WASH. 221 
Harbord Mercantile 

Post Office Box 940 
CHICAGO CA 6-0134 
Harbor Plywood Corp 
1444 West Cermak Rood 
HOUSTON CA 7-824) 
Harbor Plywood Corp 

303 St. Emanveil Street 
JACKSONVULE EL 4-8229 
Harbor Plywood Corp. 
2355 Dennis Street 

SAN FRANCISCO VA 6-241) 
Harbor Plywood Corp 

of Cal., 3095 Third Street 
TAMPA 8-1868 
Harbor Plywood Corp. 

802 North Rome Ave. 
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ATLANTA LA 0215 
Harbor Plywood Corp 
1161 Ridge Avenue, 5.W. 
CINCINNATI = MA '1-2797 
Harbor Plywood Corp 
511 Baywiller Street 
INDIANAPOLIS ME 7.3434 
Harbor Plywood Corp 

of Indiana 
1001 East New York Street 
LOS ANGELES MI 1854 
Harbor Plywood Corp. 

of Southern California 
235 South Alameda Street 
SEATTLE EV 2228 
Harbor Plywood Corp. 
North 34th and Fremont 





Upper Midwest Retailers Expect More Farm Sales 


Nearly 80% of the building ma- 
terials dealers in the upper midwest 
farm area fee! next year’s business 
will be as good, or better, than 1955. 

This optimistic note is shown in 
a five-state survey conducted by The 
Farmer magazine, St. Paul, Minn. 
In its second annual business sur- 
vey, 3,219 upper midwest retailers 
in six categories were queried. Be- 
sides lumbermen, the survey in- 
cluded furniture, appliance, auto- 
mobile, truck and hardware dealers 
in rural areas. 

Questionnaires were sent to re- 
tailers in North and South Dakota, 


Minnesota, and parts of Wisconsin, 
Montane and lowa. Of the 1,661 
lumber dealers queried, 642 re- 
sponded. 

Among the lumber dealers, 32.7% 
felt business would be better next 
year; 45.8% estimated their busi- 
ness would be as good as 1955; and 
22.5% expected a drop. 

The dealers surveyed are pri- 
marily in rural areas and 64% of 
their annual sales are to farm fam- 
ilies. Taken as a whole, all retailers 
were optimistic and predicted that 
their sales would be as good, if not 
better, than 1955. 





1956 Convention Dates 
JANUARY 


9, 10, 11, Kentucky, Louisville, Kentucky hotel 
17, 18, 19, 
rium 


Northwestern, Minneapolis, audito- 
12-26, National Association of Home Builders, 
Chicago, Conrad Hilton and Sherman hotels 
23, 24, 26, Northeastern, New York City, Stat- 
ler hotel 
24, 26, 26, 
mah hotel 
25, 26, 27, Southwestern, Kansas City, audito- 

rium 


Western Retail, Portland, Multno- 


FEBRUARY 


Jan. 31, Feb. 1, 2, Michigan Retail, Grand Rap- 
ids, Pantlind hotel, auditorium 

1, 2, 3, Middle Atlantic, Atlantic City, Chal- 
fonte-Haddon Hall 

2, 3, 4, Intermountain, Salt Lake City, 
Uah, Rainbow Randevu 
8, 9, Illinois, Chicago, Hotel Sherman 

7, 8, 9, Tennessee, Knoxville, Patten hotel (no 
exhibits) 

8, 9, Western 
Penn hotel 

8, 9, South Dakota, Sioux Falls, Coliseum 

15, 16, 17, Mountain States, Albuquerque, Hil- 
ton hotel 

15, 16, 17, Virginia, Roanoke, 
(no exhibits) 


Hote! 


Penna., Pittsburgh, William 


Hotel Roanoke 


21, 22, 23, Wisconsin, Milwaukee, auditorium 
22, 23, 24, Nebraska, Omaha, auditorium 


24, 26, West Virginia, Charleston, Daniel Boone 


hotel (no exhibits) 


MARCH 


Feb, 28, March 1, Indiana, Indianapolis, Murat 
Temple 

6, 7, 8, lowa, Des Moines, auditorium 

13, 14, North Dakota, 

13, 14, 15, Carolina, 
Center 


Minot, auditorium 
Charlotte, N. C., Radio 


14, 15, Louisiana, New Orleans, Jung hotel 
0, 21, 22, Independent, 
auditorium 


Minneapolis, St. Paul 


. , New Jersey, Atlantic 
Claridge (no exhibits) 


12, 23, Mississippi, Biloxi, Buena Vista hotel 


City, Hotel 


APRIL 


10, 11, 12, Southern California, 
Ambassador hotel 


15, 16, 17, Texas, San Antonio, Coliseum 


16, 17, 18,,Georgia, Savannah, Wilmington Is- 
land (nd. éxhibits) 


19, 20, 21, Florida, Palm Beach Shores (no ex- 
hibits) 


17, 18, 19, Arizona, Flagstaff 


Los Angeles, 


Vovember 14. 


September Housing Starts 
2,700 Behind '54 Figure 


Nonfarm housing starts dropped 
more than seasonal in September 
to 113,000 units according to an 
announcement by the Bureau of 
Labor Statistics. The figure, how- 
ever, is within 2,700 units of the 
September, 1954 figure. 

This brings housing starts for 
the first nine months of this year 
to 1,047,000—second only to the 
same nine-month period of 1950 
which racked up a 1,113,000 total. 

The 8% decrease between Au- 
gust and September was general 
throughout the country according 
to early reports from building per- 
mit offices. The reductions were 
confined to metropolitan areas, how- 
ever, housing starts continued at 
about the August rate in smaller 
communities. 


Wood Buildings Answer 
To Classroom Shortages 


To get the most out of their con- 
struction dollar, the nation’s 
schools must get a down-to-earth 
look, a New Jersey educator told 
the recent meeting of school busi- 
ness managers in Chicago. 

“One-story wooden structures 
will replace multi-story units in 
the school of the future,” H. W. 
West of Long Branch, N. J., told 
the group. 

“Lower cost is the big factor in 
favor of wood construction,” West 
said. “Costly brick walls and fire 
escapes will be a thing of the past. 
The one-story buildings have no 
stairs to climb and no costly base- 
ment excavations. “And the great- 
er possible use of skvlights means 
improved cheaper lighting.” 

But, the New Jersey official con- 
ceded, “In a heavily congested 
area, there is no choice but to build 
multi-story buildings.” 


(continued on page 20) 
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Your choice of 3 assortments: Pittsburgh 
synthetic, Tynex Nylon or Pure Bristle. 
Sturdy wire rack displays 3-1/12 doz. 1” to 
4” brushes, each Saran wrapped and 
mounted on card 


55-E 


8 Wallhider Brush Wallhider 
Kits each contain- brushes priced 
ing a 4” Wall- to sell NOW 
hider and 24” 1 doz. 4" 
Trimmer Wall brushes 
in a colorful 
display box. 








ga eee BASILE 


56-0 io 


Low Price Flat Varnish brushes for quick 
sales. 6 doz. assorted 1”, 144” and 2” 





Pure Bristle... popular Wall brushes move 
fast! 2 doz. assorted 3”, 344” and 4”, 








56-SS-4 


Perfect applicator for Bondex ®. .. 1 dos. 
fast selling coating brushes 





— 


56-55-3 





Hand Wire 
Scratch... 2 
dozen sturdy 
wire brushes 
with shoe 
handle grip. 
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FROM [his CABINET 


® 


56-C—rThe pride of Pitts- 

burgh . . . this full color 

unique self-service cabinet 

is practical for display and 

storage. Made of sturdy 

wood, you can place it any- Comes complete with 914 

where in your store. dozen 1° to 4” Flat Wall 
Sash and Flat Varnish 
brushes. 


FREE DISPLAYS TO HELP YOU 
SELL PITTSBURGH BRUSHES 


These colorful modern displays will stop customers and attract more 
sales! Order the assortments that sell best for you, the displays come free as a 
sales booster! With Pittsburgh you Anow you're selling the best line. 
Every type and style: pure hogs’ bristle; 100% texturized synthetic bristle; 
Tynex® nylon; or scientifically blended mixtures of hogs’ bristle and 
synthetic. All made in the world’s leading brushmaking plant, by experienced, 

expert brushmakers! Continue to sell Pittsburgh Brushes, they’re the best. 


Mail coupon for complete details! 


PITTSBURGH 


“= Oh ee 


Sruswes . Paints . Gass . CHEMICALS ° PLASTICS . FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA; CANADIAN PITTSBURGH INDUSTRIES LIMITED 


PITTSBURGH PLATE : 
GLASS COMPANY 55-€ 

Brush Div., Dept. C-11 

3221 Frederick Avenue 

Baltimore 29, Maryland 5O-A 


Gentlemen: Please rush 56-8 
me more information 

about FREE brush dis- 56-C 
plays I have checked. 


Address 


(For more data on advertised products {ill in coupon on page 162) 














America’s Builders 
Have Spoken... 





Dur-O-wal’s plant 
locations now 
nation-wide 


4. 

















Dun wa 


the Backbone of Steel 








THESE SIX 
NUMBERS ARE / 
THE BEST SELLERS TODAY « 








for EVERY masonry wall 


Across the nation Dur-O-waL wins friends everywhere 
It puts more steel in the wall... every inch effective 

to do the job better. Dur-O-waL works fast, lays 
flat to combat cracks in all types of masonry construc- 
tion. Electrically welded in a single plane, Dur-O-waL 


assures tight, neat mortar joints. Opportunity is knock- 


Most caulk manufacturers carry VITAL 
guns and load their caulk in VITAL made car- 
tridges. If your local caulk manufacturer does 
not stock the VITAL gun model you want, 
write us direct for folder showing our complete 
line. We manufacture 14 gun models and 30 
different nozzles designed to fulfill every caulk- 


ing . . . find out about Dur-O-waL today ing need for home or professional use. There is 
Fr \ a licensed VITAL distributor near you who can 
- make immediate delivery. 
d/Cod . 
Dur-O-wal Products, Incorporated, Box 628 Only VITAL manufactures all COM- 
PLETE LINE of top grade caulking equipment. 


I hital ION VITO ON 
MANUFACTURING CO. 
rA-lt) Bee lell. (en ae-0's ee CLEVELAND 4, OHIO 


SYRACUSE 1, N.Y. 
TOLEDO §&, OHIO Dur-O-wal. Incorporated, 165 Utah Street 

BIRMINGHAM 7. ALA. Dur-O-wol Products of Alo. Inc., Box 5446 
PHOENIX. ARIZ. 


CEDAR RAPIDS, IA. 


Dur-O-wal Div., Frontier Mig. Co., Box 49 


Dur-O-wol Div., Dept. |-C, Cedar Rapids Block Co. 
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It’s Modern! Its Distinctive! It’s Hardwood ! 


There’s high style in this Bruce Block 
Floor to complement the most modern 
interior. The parquetry design is beau 
tiful everywhere . . . giving full play to 
the delicate coloring and interesting 
grain of durable oak. Installation is 


simple... Dlind-nailed over wood sub 
ple . . . blind-nailed 1 sul 


floor or laid in mastic over concrete. 
Famous Bruce factory applied “Scratch 
Test” Finish saves time and money, 
sruce Blocks are also available for on 
the job finishing. Write for color book 
let. See our catalog in Sweet's. 


L. BRUCE CO., MEMPHIS 1, TENN, 


BRUCE BLOCK Hardwood Floors 
Naturally Beautiful ! 
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American Lumberman 
dealer survey shows 94° 
are open Saturday, many up 
to 5:30 p.m.; 8°. are open 
evenings and 6% on Sunday. 


The trend toward Saturday 
afternoon store hours for retail 
lumber dealers is gaining momen 
tum all over the country. There 
is even hint of a trend toward 
Sunday hours. More dealers are 
also staying open evenings 

An American Lumberman sur 
vey of lumber and building ma 
terials dealers shows that longer 
store hours to accommodate the 
home handyman are just as preva 
lent in smaller towns as in metro 
politan areas; just as widespread 
in the southwest and New England 
as in the midwest and far west 

An increasing number of dealers 
are staying open one or two nights 
a week. This usually depends on 
two factors: whether other retail 
businesses in the area maintain 
evening location of the 
dealer so he can take advantage 
of the trend toward evening shop 
ping 


hours; 


Evening Hours 

Making a survey of his own, one 
Massachusetts dealer discovered 
his customers preferred another 
evening for shopping than the one 
picked by most of the retail estab 
lishments. His firm is now open 
two nights weekly 

One Chicago dealer is open 
Monday and Thursday unti! 9 p.m 


20 


Lumberman Exclusive 


big volume of night business 
ible for 


and also on Sunday in the spring 
and just prior to Christmas. One 
New Hampshire dealer stays open 
until 9 p.m. on Thursday. 

A Minneapolis dealer, who is 
open until 8:30 on Friday nights, 
pays his employes time and a half 
for overtime, One small city dealer 
in Illinois said evening hours paid 
off because it gave customers a 
chance to pay their bills regularly. 
It also gives husbands and wives 
a chance to shop together. 

Dealers were queried on the 
number of hours they kept open, 
whether their firms were union 
ized and how employes were paid 
for time worked 

Saturday Afternoon 

The nationwide survey of repre 
sentative dealers shows that 94% 
are open on Saturday: 45% until 
12 or 12:30, 49% until 1 or 1:30, 
and the rest observe varying hours 


LIGHTED STORAGE SHEDS help Saveway 
Below, the brilliantly lighted store front is vis 


ome distance, attracts more evening store hour customers 












Lumber Co., Racine, Wis., do a 


Trend Toward Extra Store Hours 


up until 6 p.m.; 19% are open 
until 5 or 5:30. 

Only 6% of the dealers are not 
open on Saturday—but 6% are 
keeping open on Sundays. 

One dealer summed it up thus: 

“We only started staying open 
on Saturday afternoons this year 
because of competition. However, 
Saturday afternoon business has 
been surprisingly good ... it does 
seem to accommodate many of our 
customers.” 


Overtime Pay 


Several ways of handling em 
ploye pay and hours are reported. 
Only 25% of the dealers are union 
ized, but 60% pay time-and-a-half 
for everything over 40 hours. A 
few report paying overtime at the 
regularly hourly rate. Another 
pays “whatever it’s worth,” and a 
third, a small firm, says it does 


(continued on page 105) 
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\your working capital ? 


Let your independent 
plywood jobber help carry 
your inventory! 


No need to sink all your operating cash into a large 
inventory. Your independent jobber stocks a wide, 
diversified selection of fir plywood that you can draw 
on in a moment. Keep your working capital free and 
clear to turn a profit. Let your independent plywood 
distributor provide you with all these benefits: 


® Quick delivery © Selling aids 


© Personal interest ¢ On-the-spot inventory 


Deal with the man who helps you most to keep your 
capital free . . . your independent plywood jobber! 


EVANS PRODUCTS COMPANY, Dept. $-11, Plymouth, Michigan 
Plants at: Coos Bay, Roseburg and Gold Beach, Ore.; 
Vancouver, B. C.; Evans Sales Offices: Plymouth, Michigan; 
Coos Bay, Ore.; New York, N.Y.; Chicago, Ill.; Tampa, Fla. 


DFPA grade-marked for uniform quality 
Evaneer is o TM of Evans Products Co. + Evans is an associate member of the NPDA 





TEVANEER HR PLYWOOD 


1906—Fir Piywood Golden Jubliee—1966 
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line,” 


Bill Budai (right) points out the strong stee! construction of a Fenestra 
Window to a prospective customer. The Johns-Eagon Co. sells a complete 
line of Fenestra Steel products, including Residential Casement Windows, 
intermediate Projected Windows, Security Windows, Basement Windows 
and Fenestra Hollow Metal Doors, both swing and slide. They make a 
practice of keeping Residential Casements and Basement Windows in 
stock, at all times. in addition, they offer a complete stock of hardware, 


(For more data on advertised products fill in coupon on page 162) 


“We’ve found Fenestra 


to be a highly profitable 


say Dick Eagon and Bill Budai, 
aggressive young partners in the 
Johns-Eagon Co., Barberton, Ohio 


paint and building products. 

Their outside yard (in back of the building shown on the opposite page) 
boasts a complete line of hard builders’ supplies such as sewer pipe, 
tile, sand, concrete, brick, concrete block. They also sell o complete line 
of such products as rock lath, plaster and coal, to keep their drivers 
busy throughout the winter months. In the middle of a growing area, 
they're enthusiastic about their opportunities for future growth. 
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Intermediate Steel Windows } 


| 





“Starting from scratch” Eagon, 28, and Budai, 29, have 
built a thriving building supply business since leaving the 
armed forces nine years ago. 


They concentrate their efforts in Ohio's Summit County 
—are currently building a Johns-Eagon Business Center 
in busy Barberton, Ohio. 


SMALL COMMERCIAL BUILDING WINDOW ORDERS ADD UP 


Like many other alert, hard-working dealers around the country, Eagon 
and Budai have learned that “‘small business is big business’’—that a lot of 
small orders have a way of adding up to sizable profits. They say, frankly, 
“We go after as many of these orders for Fenestra* Intermediate Projected 
Steel Windows for small commercial buildings as possible, because they’re 
not subject to price-cutting, as is often the case on large projects. And with 


” 


a decent volume, those profits add up! 


Concentrating in Ohio’s Summit County, Eagon and Budai have sold 
Fenestra’s Intermediate Windows for a wide variety of buildings, including 
small plants, grocery stores, bowling alleys, a post office. For many of these 
buildings they’ve sold a “‘package’”’ of several types of Fenestra Windows as 
well as Fenestra Hollow Metal Doors. 

If you would like details on how Fenestra Intermediate Windows can 
boost your profits, call your Fenestra representative. He’s listed in the 
yellow pages of principal city phone books. Or, if you’re in a smaller com- 
munity, write direct to Detroit Steel Products Co., Dept. AL-11, 2246 East 
Grand Blvd., Detroit 11, Michigan. +h 


CHLCSTTC nrtrmeviate ste. winvows 


5 
SCREENCRAFT CO., 1021 Lambert St.,Borberton. 
Sale consisted, of 10 Fenestra Intermediate Pro- 
jected Windows and nine Residential Casement 
Windows. 


DIECRAFT CO., 50 E. Springfield Road, Barberton. 
Sale consisted of eight Fenestra intermediate 
Projected Windows, four Residential Casement 
Windows, and one Hollow Metal Door. 


BUILDING PropucTts MERCHANDISER 


Budai reports excellent delivery service from the 
Hardware & Supply Co., Fenestra's Akron distrib- 
utor. “And when they can't fill an order for us 
off their floor, they'll get it for us promptly from 
the nearby Fenestra warehouse in Cleveland,” says 
Budai. Fenestra's excellent distribution and nation- 
wide warehouse facilities become an important 
“plus” to dealers with floor space for only limited 
inventories. 


ARENA ROLLER RINK, 10! Springfield Road, 
Barberton. Sale consisted of 11 Fenestra Inter- 
mediate Projected Windows and two Hollow 
Metal Doors. 
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PUSH and this Promotion pustes 
with you... for profi 


Better Homes & Gardens 


¢iandy plans Ae. 


This Christmas, folks will be giving 


a 
HANDY PLANS as presents ...and you 
gain profits... if you push HANDY ° 
PLANS as a gift item! A national Ou On ans an 
promotion is pushing with you. It ae. 


reaches your community. HANDY e 
PLANS ads in the magazines are seen / 
by families who are your best prospects. OU & mM ra ¢ 0 

They want HANDY PLANS. They'll L i 
be giving HANDY PLANS. They're 
now buying HANDY PLANS. 

All YOU have to do to make profits is let them see YOU sell 
Better Homes & Gardens HANDY PLANS. Customers wait on them- 
selves when you set up the FREE display stand. Then they ask 
you for the materials and tools they need. Yes, each plan lists 
supplies . . . everything from plywood to nails, screws, hinges, pattern plans (from 35 cutstending 
finishing materials. designs), retailing at 50¢ and $1. 

HANDY PLANS are keys that unlock a flood of purchases and 2 copies of “Handyman’s Book.” 
profits for you! Retailers everywhere report a “run on the 5 copies of “Handyman’s ideas.” 
HANDY PLANS rack”, Get your share of these plans-and-products 
profits! Rush coupon today...or phone 
your hardware wholesaler. 








This assortment puts you in profitable 
Handy Plans business for only $49. 105 


HERES YOUR FREE . .. your choice of handsome floor model 
SAMPLE HANDY PLAN. or handy counter rack 
/ ‘ 
SEND FOR IT TODAY : poly ty oes 
high, 7" deep aap 
v 





Better Homes & Gardens Handy Plans AL-II 
Des Moines 3, lowa 


Please put me in touch with nearest Handy Plan wholesaler, Also, 
= ull details on new BH&G Handy lane, (and my free sample 
n 


NAME 





STREET 


an mare RUSH YOUR ORDER TODAY 
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... for the ultimate in all-weather insulation. 





A profit-making comfort combination! 


Sell more insulation, make more profit per square foot—sell the new 
Rep Top Insulating Wool with the reflective aluminum cover that’s 
perforated on the outer (breather) side; vapor-tight on the inner side. 

Properly installed in ceilings or attic roof rafters, it reflects back up 
to 95% of sun-generated heat rays that hit its surface; cuts air condi- 
tioning costs considerably. Hundreds of dollars can be saved on original 
central air conditioning equipment. Savings on operating expenses 
during the first year alone often equal one-half the cost of the complete 
insulating job. 

Available in medium and full thickness, 15- and 23-inch widths. See 
your U.S.G. salesman or write Dept. 122, Chicago 6, Ill. 


*T. M. REG. U.S. PAT. OFF. 


UNITED STATES GYPSUM 





evates 
7 


uM 


The greatest name in buliding 
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CERTAIN-TEED FIRESTOP BESTWALL’ 

IS FIRST GYPSUM WALLBOARD APPROVED FOR 
1-HOUR FIRE-RESISTIVE REQUIREMENTS 
UNDER PHILADELPHIA’S BUILDING CODE 


Architect's drawing of new Bishop Neumann 
High School, Philadeiphia, Pa. Architects: 
Stickle & Associates, CiéVeland and Phila- 
deiphia. General Contractor: James J. 
Clearkin, Philadeiphia. 


Firestop board specified to speed 
construction and reduce costs in new 
$1,925,000 Bishop Neumann High School 


Architect George W. Stickie, who designed 
the new Bishop Neumann High School. 


Previous experience with Firestop 2. You get a much more uniform base layer possible with no further treat- 


Bestwall in other areas was back of 


the architects’ specifying this gypsum 
wallboard for the Bishop Neumann 
High School now under construction 
in Philadelphia. The Firestop board is 
being used in all classroom ceilings 
to furnish fire resistance. It will be 
finished with acoustical tile. 


Architect Stickle tells why he used 
Firestop Bestwall Wallboard in the 
Bishop Neumann High School: 


1. It gives the |-hour fire rating which 
is required by the City of Phila- 
delphia and most building codes for 
buildings of this nature. 


Certain-teed 





Quality made Certain . 
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. . Satisfaction Guaranteed 


for the acoustical tile and a more 
uniform material for fireproofing, as 
it must come ¥%"" thick in all places. 


. Acoustical tile can be glued most 
successfully to Firestop Bestwall 
Wallboard. 


it makes for a clean job. 


. It goes up fast and is economical 
to apply. 
Mr. Stickle concludes: ‘Il believe that 
this material will be used in greater 
quantities as time goes on.” 


Firestop Bestwall was the first gypsum 
wallboard formulated to make 1]-hour 
fire-resistive construction in single 


ment, over both wood and metal fram- 
ing. Firestop is the first gypsum wall- 
board to be approved under the 
Philadelphia Building Code for 1-hour 
fire-resistive requirements over wood 
and in Type II buildings up to three 
stories. Firestop Wallboard meets 
F.H.A. and V.A. requirements and 
has been accepted under most munic- 
ipal, State and county codes, and 
under the national model codes. 


When l-hour fire-resistive wall and 
ceiling construction is required, speed 
the job and reduce costs with Firestop 
Bestwall Gypsum Wallboard. Write 


for complete information. 


CERTAIN-TEED PRODUCTS CORPORATION 


ARDMORE, PENNSYLVANIA 


EXPORT DEPARTMENT, 100 EAST 42ND ST, NEW YORK 17, N.Y 

ASPHALT ROOFING © SHINGLES © SIDING © ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 
GYPSUM PLASTER © LATH © WALLBOARD © SHEATHING © ROOF DECKS 

FIBERGLAS BUILDING INSULATION © ROOF INSULATION © SIDING CUSHION 

PAINT PRODUCTS—ALKYD © LATEX © CASEIN © TEXTURE © PRIMER-SEALER 


November 14,1955, AMERICAN LUMBERMAN 











These three folders, made available to you by Send in the convenient coupon and get your 
United States Steel, are hard-working sales aids. supply of these free give-away folders right 
They help you build sales of pressure-creosoted wood away. Then pass them out to all prospects 
by stressing its advantages and by showing your farm among your farm and ranch customers. 
and ranch customers where and how to use pressure- You'll find them real sales builders! 
creosoted fence posts and lumber. 


A Boring Tale tells the story of Terrence the Ter- 
rible Termite and shows the havoc he can create 
when fences and other such structures are built 
from untreated wood. 


Agricultural Extension, Room 4981 

United States Steel Corporation 

525 William Penn Place, Pittsburgh 30, Pa. 

Please send me information on your merchandising 
Fence Planning Saves gives the farmer and rancher 
many helpful pointers on the layout of fields and 
pastures and on the location of fences. It also 
stresses the long life of pressure-creosoted wood. 


program for pressure-creosoted products and the 
name of treaters. 


Fences That Pay not only tells why a pressure- 
creosoted fence post lasts longer, but also gives 
many other useful ideas on good fence construction. 


Address 


-—-—-—-—--—---------- 
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the-Low-prived, 
CORBIN) Guardian 


Exclusive “Spring-Ring” inner rose plate automatically takes 
up slack — maintains snug fit. Compensates for those condi- 
tions which tend to loosen lock on door, 

Screw Slots on inside rose plate speed assembly 

External Parts in gleaming brass, bronze, or aluminum give 
the CORBIN look of quality 

Internal Parts are rust-resisting, precision-fitted to assure 
long life. 

5 Residential Functions 





“Spring-Ring” inner rose plate 


CORBIN’S Defender and Guardian Lines give see a few of their CORBIN quality features below. 
builders all the most-wanted lock functions for Write for a complete description of all their ad- 
normal-duty residential use plus the choice of either vantages. 

of two economy price ranges. Both lines are de- 

signed for fast installation, smooth operation, P. & F. CORBIN DIVISION 


trouble-free service. Both are backed by a full The American Hardware Corporation 
guarantee on all parts and workmanship. You'll New Britain, Connecticut 


These Corbin aids speed installation 


the mediumcpriced, 
CORBIN 











For light commercial, or residential construction where beauty 
and top performance must be combined with economy. 


Exclusive Velvet-Glide action of latch retractor on ball bear- 
ings gives the “luxury feel”. 

Dual Brass-to-Steel Bearings on each knob prevent wobble 
. . « lengthen life 

100% Reversible Hand without use of key speeds installation 


Corbin 5-Pin Tumbler Security can be master-keyed with 
other Corbin cylinders 


5 Residential Functions — 9 Commercial Functions 


eee ee ee ee ee ae ee a ee ee 
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Mr. Dealer — 
The bright beauty of trademarked, 
end-waxed SOUTHWEST Ponderosa will 

make up your customer’s mind for him! 


Your customers can see the fine quality of smooth, straight, 
Southwest Ponderosa Pine. They want this finer lumber 


product, cut from high altitude virgin forests, precision 


manufactured, carefully graded and scientifically dried. Finer 
Supply this demand by insisting on genuine Southwest Pon- —— 
Se 
derosa, end-stamped with our “Indian Sign” trademark for 
Southwest 
easy identification. Quick delivery on straight or mixed cars. Trademarked 
Write today for the name of your nearest representative. Lumber 











Sourhwest LUMBER MILLS, INC. 


Box 908 ° PHOENIX, ARIZONA 


SIDING *® SHEATHING *© SUB-FLOORING *© ROOF DECKING © PANELING © INTERIOR FINISH 


* Accept no substitutes .. . Look for the Soufhwesf end-stamped trademark 
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Kitchens, game rooms 
offer big market for 
sound conditioning 


Make profitable sales by selling 
attractive, low-cost Cushiontone 


tile to “do-it-yourself” customers 


Most kitchens are noisy by nature. Ap 
pliances, children, and hard surfaces all 
contribute to the racket build-up. Tell 
your customers that Cushiontone® can 
add the new comfort of quiet to their 
homes easily and economically, 


Racket and game rooms go hand in hand. 
When you're selling materials for a new 
game room, include a ceiling of Armstrong 
Cushiontone, Besides sound condition- 
ing, Cushiontone provides an attractive, 
pre-finished ceiling that won't crack. In 
remodeling, pre-finished Cushiontone of- 
fers an economical way to cover cracked 
plaster in one fast installation, 


Prospects are presold by national Cush- 
iontone ads appearing every month in 
leading home magazines. For full in- 
formation on how to tie in locally and 
for free Cushiontone promotional mate 
rial, see your Armstrong wholesaler or 
write Armstrong Cork Company, 4211 
Rieker Avenue, Lancaster, Pennsylvania. 


y} \ 
Quick, easy installation makes Cush- Modern decorative appearance of Arm st rong 
iontone a perfect material for the home Cushiontone Full Random offers aa 

handyman. It’s a complete ceiling in style as well as comfort. The Full CEIL IN G gy 

itself, eliminates plastering and paint- Random surface design with its 
ing. New tongue-and-groove joint can clean white finish provides fresh 
be nailed or stapled helps level each new beauty for any room in the ‘ 
tile .. . hides all nail heads and staples. house, Surface is repaintable. - + +» to quiet and beautify homes 


Cushiontone® * Temiok® Tile 
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A finished home in the Donnay-Reitz 60-house luxury development known as 
Bohland’s Edgcumbe Hills. Flexivents accent low lines of architectural styling. 


as help in designing and building 


Easy to assemble! Completely 
packaged Flexivent Units are 
easiiy assembled on the job for 
immediate installation, Scene 
above at Westward Ho project. 


Easy to install! Workmen quickly 
install combination of Andersen 
Flexiviews and Flexivents — pro- 
vides for big view with plenty of 
ventilation, 


“Not only do Flexivents help us to build 
better homes materialwise, they also help us to 
design better homes,” says Martin H. Reitz, 
President-Treasurer of Donnay-Reitz, Inc., 
leading project builders in St. Paul, Minnesota. 
“We like all Andersen features . . . superior 
quality hardware, defect-free material, toxic 
wood treating, snug fit of sash to frame. We 
know, too, that the homeowner can depend 
upon the reliability of Andersen Flexivents.”’ 

All over the nation the Andersen Flexivent 
is growing in popularity with contractors who 
build homes for sale. In every price range, Flexi- 
vent is earning this popularity with its high 
quality, its low cost, its extreme versatility. Why 


Andersen Corporation * BAYPORT, MINNESOTA 





HEVVIMIS adaptable to wide 


range of housing styles 


As builders of homes ranging from $12,000 to $45,000, Martin 
Reitz and George A. Donnay state, “‘Flexivents are a must for us 
with their economy and ease of installation and their perfect 
adaptability to standardization of construction.” 


Homes in Roseville Terrace, 134- Interior of model home in latest 
home Donnay-Reitz development. Donnay-Reitz project, Westward Ho. * 
Popular awning use of Flexivents. Note new Flexiview Picture Units. 


HEAMENT 


GEORGE A. DONNAY 
end MARTIN H. REITZ 


better homes sre a 


not look into the many advantages of Flexivents 
in the next project you build or furnish. 

For more information, see your WINDOWALLS 
distributor or write Andersen Corporation. 
WINDOWALLS now available from distributors 
throughout the country including the Pacific 
Coast. 


*TRADEMARKS OF ANDERSEN CORPORATION 


Avnderser: 
Windowalls 


COMPLETE WOOD WINDOW UNITS 











PACKY SEZ: 


TREE FARMING is Good Business for us 


we 
a TS : 


+ 7 














Our forests are Nature’s one renewable re- 
source. Trees, like other crops, need. to be 
harvested or they grow.old and die. 


Good forestry management practices of pri- 
vate indiistry keep tree crops coming on year 
after year. They insure healthy forests for 
the needs of future generations. 
~ 

Well-managed tree farms such as ours pro- 
vide payrolls and new income for local com- 
munities. They insure lumber and wood prod- 
ucts for the nation’s needs, stabilize water 
supplies, and make better homes for fish 
and wildlife. 





P. ©. BOX 64 SPOKANE, ‘ 
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JOSEPH HARGRAVE explains below how Hargrave Bros. simplify record-keeping 
and secure control over charges with this National Charge-Posting System. 


“Our Walional System 


saves us’ 1, 


“The bulk of our business is credit 
and contract sales. We became inter- 
ested in a National System when 
your representative explained that 
National made a register which com- 
bined the features of a bookkeeping 
machine with cash register control. 


“Now, our posting of the ledger 
and statement are done simultane- 
ously by the register. At the end of 
the month we simply tear off the 
statement and mail it to the customer. 


“On cash transactions, our custom- 
ers receive a neat National printed 


receipt and the amount of purchase 
is recorded in the register’s locked-in 
totals. Cash overs and shortages have 
been eliminated. 


“At the time we make a mechanical 
entry of the transaction, we automat- 
ically get a departmental breakdown 
of sales. 

“My brother and I definitely feel 
we have control of our business. Our 
National System saves us $1,700 a 
year and pays for itself every 12 
months!” 


Are you completely satisfied by 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


977 OFFICES 


BUILDING Propwu MERCHANDISER 


IN 94 COUNTRIES 


DEPENDABLE ROOFING, 
has built an enviable reputation for Hargrave Bros. 


_ 


QO a year... 


pays for itself every 12 months!” 


— Hargrave Bros., Wayne, Michigan 


your present method? We suggest that 
you, like the Hargrave brothers, con- 
sider the advantages of a National 
System for your business. Why not 
call your nearby National representa- 
tive today. His number is in the yel- 
low pages of your phone book, 
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THE 3 
BEST THINGS 
TO TELL A 
SIDING 
CUSTOMER 


and you only 
get them all with 





ASBESTOS SIDING 





1. “The color is part of the shingle!” Not just painted on—the pigment is 
part of the asbestos-cement mixture! Irregularly striated color lines give 3-dimen- 
sional look—can't wash off—can’t crack in sun! They're part of the shingle! 





2. “It’s Autoclaved! Won't Shrink!” Special high 3. “DUROC-sealed against weather.” Every shingle 


pressure, high temperature steam curing! Color-Grained armored with a hard resin coating! Locks color in...moisture 
Siding goes on tight . . . stays tight for life. A standard fea- out. Dirt washes off easily. Duroc keeps Color-Grained 
ture throughout the entire Color-Grained Siding line. Siding new... years longer. 





Get a bigger share of your town’s siding business 
with these 3 Color-Grained Siding sales extras! For 
Th 4 u 33 i R o ; 8) C details on this new and different product in the as- 

e oO. bestos siding field, call your Ruberoid representa- 
tive today. 











ASPHALT AND ASBESTOS BUILDING MATERIALS 
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Push these Christmas Specials 
from Black & Decker! 


BACKED BY THE GREATEST ADVERTISING PROGRAM IN POWER TOOL HISTORY! 


NEW! 21 piece FIXKIT” | new: Drill W Sawki¥ 
Wk 50895 | eclemim * 54.95 


$5.45 $5.45 


The perfect Christmas gift that offers fun for the whole The ideal gift forthe “ man who likes to build things 
family! Includes B&D 4” Drill, chuck and key, 7 drill bits, and to keep his home in repair. Includes new B&D \” 
horizontal stand, backing pad, 3 sanding discs, polishing Utility Drill, geared chuck & key, B&D Saw Attachment 
pad, paint mixer, grinding wheel, wire brush, arbor and with 5” blade, guard and rip fence, and 13 drill bits, in steel 
attractive steel kit box. Special gift packaging attracts case. There’s a savings of $5.45 over the cost of items sepa- 
customers and starts sales, / rately, and the entire kit is gift packaged to help you sell! 


nee _It all add $ sys aE prospects for 


20 homes . 
Surveys show 12 ow Serre reaching 17 out of 20 with— 


Black & Decker—an | 
» 
r ne Francis Steve Allen, 
ps ae 
“TODAY | = 
- RNNE 
= 


Ome” on “TONIGHT 


- l 
POST | 
Center Promotion in OS 


P LU § participation in IRH 
Find your nearest B&D Wholesaler in the Yellow Pages 


Ask your wholesaler about new DATING PLAN Bie f Decker: 
ORDER STOCK NOW—PAY LATER! 

Also get details on B&D’s Window Contest PORTABLE ELECTRIC TOOLS 

For full details, write Bob Davis, Dealer Service Director, 

WIN $500! Tue “ay . ‘ nls src. Co., Dept. #83 ‘1 Towson <Mae 
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cLeccrniong 


Look at All the Exciting New Mule-Hide 


DEALER PROMOTIONAL AIDS — 


beauty that la MULE-HIDE § Gf com 


LUSTERGLAZE | cweme ctu 
ormoricys onmtes 


eeemeet = CECA TIVE 
THicKea . ? e £ Cen age 
. - ms 
. 
. J : ° 


ono aor 
oF Oh ar 


 oatomes © 























| J i 

PUZZLED? ; > SAFE-LOX : 
© about f 
q roofing. | ——* DOUBLE COVERAGE SHINGLES 


‘, ’ 
cates whee the wring ad 
Mews. inched ot 8 paints 
= 











Selling is easier for you when you have a complete promotional 
package like this to bring in prospects and close sales. . . . Colorful 
line folders, striking point-of-sale materials, attractive samples, 
a new kind of roofing color book that everybody calls ‘“‘gorgeous’’. 
... These are some of the aids that are making new sales and new 
profits for Mule-Hide dealers. i 


ASK THE MULE-HIDE SALESMAN 


He will be glad to show you the new Mule-Hide dealer promotion 
MULE-HIDE ie package .. . and the easy-selling new Mule-Hide products—like 
PRODUCTS LUSTERGLAZE and LUSTERTEX Asbestos Siding, and 
TUFFSTONE Asbestos Wallboard that saws and nails like wood. 


THE LEHON COMPANY 
Bellwood, Illinois - Memphis, Tennessee - Wilmington, Illinois 


Manufacturers of famous Mule-Hide ‘‘Town & Country", Thick Butt, Hex and 
**Safe-Lox'’ Asphalt Shingles; Roll Roofing and Asphalt Roof Coatings; 
‘*Lustergiaze'’ Glazed Asbestos Siding and ‘‘Lustertex’’ Asbestos Siding; 
“Tuffstone’’ Asbestos-Board and Mule-Hide A. C. Wallboard; Bathroom Cabinets 
and Ventilating Fans, and other Quality Building Products. 





“MULE-HIDE” HAS BEEN A FAMOUS NAME FOR FIFTY YEARS 
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Exclusive carry-home 
holds 45 sa. ft. 


sip ASIANS 





4 





carton 


weighs only 20 pounds! 


@ KENFLOR is the “Beauty- 
Smooth”, easy to clean vinyl 
flooring that comes in handy 
“carry-home” cartons. Only 
half as big, half as bulky, as 
cartons for most floor tile. 


@ Cuts down on troublesome 
“split-package” selling. 

@ ideal sales unit for ‘“do-it-your- 
self’ market. 


@ Consumer-promoted in full- 
color ads in Saturday Evening 
Post, American Home, Better 


Homes & Gardens, Living for 
Young Homemakers, Home 
Modernizing, Small Homes 
Guide, Woman's Home Com- 
panion, Farm Journal, Progres- 
sive Farmer and This Week. 


@ By the yard, too, for matching 
sink and counter tops... extra 
related sales for you. 


@ Readily available from your 
Wholesaler, or through your 
Kentile, inc. Representative. 
Order today! 








— 


GUARANTEE 
Kentile, inc, wil turnish new te 
without charge tor any Kentile, 





GUARANTEED BY 
FAMOUS KENTILE, INC. 
Feature this guaran- 
tee...talk about it to 
every flooring custo- 

er... it will help you 
build extra sales on 
KenFlor Vinyl Tile. 
Only KenFlor Vinyl 
offers this written as- 
surance of long wear! 


KENTILE * KENCORK * KENRUBBER « KENFLEX * KENFLOR + 


eneo. U. 6. PAT. OFF 


KENFLOR 


VINVL TILE 


KENTILE, INC., 66 SECOND AVENUE, BROOKLYN 15, NEW YORK . 380 FIFTH AVENUE, NEW YORK 1, NEW YORK . 708 ARCHITECTS BUILDING, 
17TH AND SANSOM STREETS, PHILADELPHIA 3. PENNSYLVANIA * 1211 NOC BUILDING. CLEVELAND 14, OHIO * 900 PEACHTREE STREET N. £. ATLANTA 6, GEORGIA 
1016 CENTRAL STREET, KANSAS CITY 5, MISSOURI © 48932 BO. KOLIN AVENUE, CHICAGO 32, ILLINOIS * 4501 SANTA FE AVENUE, LOS ANGELES 86, CALIFORNIA 


BUILDING PropucTs MERCHANDISER (For more data on advertised products fill in coupon on page 162) 39 











Imnsulite paves the way 
industry’s biggest 





Rc Ps igs ake 
ig a : 
a. te ~ Re 


~. 


INSULITE DIVISION, Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 


another example of 


row MNGULITE.....- 








for builder sales with 
trade ad campaign 


— AMERICAN BUILDER 
ro Circulation: 100,572 


PRACTICAL BUILDER 
Circulation: 95,500 


HOUSE & HOME 
Circulation: 97,700 


NAHB CORRELATOR 
Circulation: 28,366 


Backing you up... the industry’s biggest These true-to-life experiences of leading builders 
insulation board ad series. Month after month, the dem rate ho nsulite helps build better for 
leading builder m ines with a combined circu | Every year an impressive number of busy 
for product in 
2-page picture ads right into your back yard. Each formation. And when 4 builder takes time to write, 
big ad explair isulite uses and advantages in he’s usually a hot prospect. Maybe that’ why so 


terms of actual case histories.” nany of these inquiries turn into sale 


you sen MAIS ULI 


Nt Made of hardy Northern wood 


lation of more ion 300,000 carry these dramatic eaders take up our oller to write 





yes indeed — 
whitest in the bag— 
whitest in the mix— 


whitest in the 
completed job! 


ap oe 


Trinity White is a true portland cement made from materials that 


are free from color minerals. It is an intense and very beautiful white. Makes 








the most attractive of all concrete, either in the pure white or with tinting 
pigments added. A favorite with architects and builders and with 


do-it-yourself home owners. For dealer information write 


Trinity White, 111 W. Monroe St., Chicago 


rincly Whi. 


a product of GENERAL PORTLAND CEMENT Co. 








DEALERS! 
Send for your copy of this new 
popular booklet for consumers. 


CHICAGO «+ DALLAS + CHATTANOOGA + TAMPA «+ LOS ANGELES 
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Iv’s a pact. USS American Fence is so 
good that customers who buy it once always 
buy it. And they tell their friends what a 
handsome fence it makes, how rugged and 
long-lasting it is, and how it can be kept in 
tip-top condition with the very minimum of 
time and labor. Small wonder it’s the 
country’s fastest seller. 


You can handle the complete line of USS 
American Products and extend the sales 
potential of every department of your busi- 
ness. You'll attract customers who buy in 
big amounts. You'll widen your trading 
area. And you won't have to do it without 
help. American Fence is backed by strong, 
consistent advertising that will keep your 
prospects informed, will keep your sales 
climbing. 

Be sure you are well stocked with USS 
Ameriean Fence Products. Display them 
prominently, and keep your customers re- 
minded that the time is always right to put 
up American Fence. 


Are you handling all of these 
fast-moving “AMERICAN” Products? 





Seen 








SEE THE UNITED STATES STEEL HOUR. It’s a full-hour TV 
program presented every other week by United States 
Steel. Consult your local newspaper for time and station 





USS American Galvanized 


Barbed Wire USS American Tie Wire 
for Automatic Balers 





AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GEWEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UMITED STATES STEEL EXPORT COMPANY, NEW YORK 


° a) 
= 


tee 


USS American Hex-Cel 
USS Americon “U” and 
Studded “T” Posts Poultry Wetting 


USS AMERICAN FENCE AND Posts US> 


| Be ee ee oe ie ee ee = ) &. 8.5 
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Report from 


Housing Trails Population Growth . . . More Families 


Can Afford Homes... Lumber Consumption Up 


Following a two month sag, resi- 
dence building perked up in August, 
only to drop in September. The 
Bureau of Labor Statistics reported 
123,000 new starts in August 
8,000 more than July. This is 7% 
over the figure for August '54. The 
September figure for this year is 
113,000 starts, 10,000 below Au- 
gust. 


* * 7 


The bureau's figures also show 
that 1,046,700 homes were started 
in the first nine months of 1955, 
making it the seventh year in a row 
in which more than a million homes 
were built. 


+ * ” 


The big figures of new housing, 
however, don’t look quite so big 
when they’re averaged up to show 
the number of starts per million 
people. That is to say, population 
has been increasing, too. According 
to a chart published by the Wall 
Street Journal, there were 92.4 mil- 
lion people in the United States in 
1910; and in that year there were 
475,000 housing starts; which 
would be 5,100 starts per million 
people. 


* . 7 


In 1946 there were 670,500 hous- 
ing starts; but since in that year 
there were 141.5 million population, 
this would be 4,800 new houses per 
million people. If we use the Auguat 
figures as representative this year, 
there would be an estimate of 1,- 
304,000 new housing starts for 
1955, that would be at the rate of 
7,800 new houses per million peo- 
ple; a much smaller ratio per mil- 
lion than the figures for 1950, 
which rang the bell at 9,100. 


7 4 a 


Many builders say that so far the 
tightening of lending rules has 
had little effect in checking the rate 
of home building. But a number of 
financiers think it will later. It’s 
the mortgage debt total that wor- 
ries them. According to reports this 
total has been increasing much 
faster than national savings; and 
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these savings of course have the 
ultimate job of taking care of the 
loans. Mortgage debts at the end 
of last June stood at $82.8 billion 
on one-to-four-family houses ; which 
was close to double the figure five 
years ago. It’s increased more than 
40% since 1952; and, according to 
estimates, it’ll reach $88 billion by 
the end of '55. 


* * * 


The Chairman of the Federal 
Home Loan Bank system recently 
advised the 4,200 Savings and Loan 
Associations that they will have to 
finance new mortgages out of sav- 
ings that are paid in and out of 
repayments of principal and inter- 
est of older loans. These Associa- 
tions finance more than a third of 
the new houses erected. Recently 
they’ve been making new mortgage 
loans by borrowing from the Home 
Loan Bank System. 


* - * 


However, the N. Y. Herald Trib- 
une predicts there’ll be ample mort- 
gage money. About the middle of 
September, loans to business by 
leading New York banks rose to the 
highest total since November, 1953, 
which is a pretty good index of the 
general flow of credit. According 
to the NYHT, “Savings banks 
aren’t going to be either so selec- 
tive as you'll be led to believe, and 
the down payments won’t be as 
tough as you might think.” To pay 
high dividends, it’s necessary for 
savings banks to have a high per- 
centage of their funds invested in 
mortgages. 


* * o 


While few measurable decreases 
in the housing market have been 
reported as yet, some leaders think 
higher interest rates and higher 
down payments and shortages of 
certain building materials may be 
checking new construction, at least 
slightly; chiefly among the finan- 
cially less robust of housing pros- 
pects, But government housing ex- 
perts predict another one million 
plus housing year for 1956. Mike 
Colean, famous housing economist, 
thinks there’s a good chance that 


next year’s housing starts will equal 
those of 1955. 


* * ” 


Family incomes are rising rapid- 
ly; and Colean thinks the number 
of families who can now afford to 
own a home is increasing about 
twice as fast as the increase in the 
formation of new households. It’s 
the families that can afford homes 
that constitute prospective custom- 
ers. Mike estimates that the num- 
ber of families that can pay $12,000 
for their homes will increase short- 
ly by 1.5 million; and those in the 
$18,000 bracket will probably in- 
crease by 500,000. This of course 
means the capacity and the will to 
accumulate savings; and part of 
these savings by early next year 
should mean also a substantial in- 
crease in the availability of mort- 
gage credit. 


* ” + 


The Lumber Survey Committee 
reports that during the first half 
of ’55, national consumption of lum- 
ber is estimated at 21.480 billion 
board feet; 10% greater than in 
the like period of last year. The 
lumber wholesale price index gained 
an average of 2.4% in the second 
quarter. Chairman Bodine says 
lumber manufacturers have pro- 
vided an adequate amount of lum- 
ber to supply the booming demand. 


~*~ * * 


Older dwellings, according to 
estimates of industry officials, are 
being torn down at a rate of some 
300,000 per year. Some are replaced 
by public housing units; but this 
demolition means that many former 
occupants move to new, privately 
constructed dwellings. Of the 45 
million non-farm dwelling units in 
the United States, government ex- 
perts estimate that about 8 million 
are substandard. The National As- 
sociation of Home Builders thinks 
the million-plus home building rate 
can be sustained at least through 
1960. Reasons are increasing popu- 
lation, rising incomes and this pull- 
ing down of unsuitable older 
housing. 


R. Y. Kerr 
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A FIRE Started in this School.... 
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This is the New Bridge Elementary School 
in New Milford, N. J. When it was built, Arthur 
Rigolo, the architect, had specified Infra multiple 
accordion aluminum insulation, Type 6, and it was 
installed in the ceilings. 


In July 1953, the roof of this school was set 
on fire from the outside. Most of the roof area 
ABOVE four classrooms was destroyed, but Infra 
Insulation protected their ceilings. The fire did not 
penetrate below the insulation. 


The ceiling beams were found to have been char- 
red by the fire ABOVE the insulation; but the 
SAME ceiling beams were NOT charred below it. 


When the roof area was renovated in August 
1953, Infra multiple accordion aluminum insula- 
tion was again installed between the roof beams. 


Fires sometimes spread more rapidly when ag- 
gravated by Heat-Rays or Radiation; or because 
of flow of super-heated air. The surfaces of multi- 
ple accordion aluminum have a Heat Ray or Radi- 
ation absorptivity and emissivity of only 3%, with 
97% reflectivity, whether the heat rays originate 
in the sun, a furnace, a warmed surface or a burn- 
ing area in a building. Aluminum will not burn. 
It has a melting point of 1220° F. Even the fiber 
separators of standard Infra are flame-resistant. 


To obtain maximum, uniform-depth protection 
against heat loss and condensation formation, it 
is necessary to use the new edge-to-edge multiple 
aluminum,* each sheet of which stretches from 
joist to joist. 


In addition to reflecting heat by Radiation, which 
represents 50% to 93% of all heat transferred 
through building spaces depending on direction of 
heat-flow, the layers of aluminum and fiber retard 
convection, or movement of warm air. The alter- 
nating air spaces have low density, therefore Con- 
duction through them is slight. The solid alumi- 


its Path was Barred by Multiple Accordic 
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tivity of the Surfaces of a long list of materials has 
been prepared by Alexander Schwartz, president 
of Infra Insulation, Inc. It is yours for the asking. 


Also yours for the asking is an illuminating dis- 
cussion of why and how aluminum insulates, even 
under extreme conditions. It will be found in the 
booklet “Thermal Test Coefficients of Aluminum 
Insulation for Buildings,” published by the Amer- 
ican Society of Heating & Air-Conditioning Engi- 
neers. 


Infra Insulation is sold DIRECT TO DEALERS in most 
states. You can carry a COMPLETE STOCK of this fast- 
moving insulation on a COUPLE OF SHELVES, because it is 
so compact, with 1000 sq. ft. in a carton 3’ x 144’ x 4’, 
only 1% cu. ft., weighing only 45 Ibs. Infra is one of the 
most profitable items you can handle. Ask for DEALERS’ 
PRICE LIST, samples, literature, and displays. Please 
use coupon. 


INFRA INSULATIONS CAN BE PURCHASED 
from 3¢ to 10¢ per sq. ft. depending on the type 


Charred portion of beam 
shows where fire was 
retarded at the level of 
the aluminum sheets of 
Infra Insulation. 


Beam was protected 
below Infra Insulation. 


Photograph of section of — beam removed from 
New Bridge School when fire damage was repaired. 


num sheets, long and continuous, are aluest com 2” ee ee eee 
pletely impervious to water vapor. Infiltration Infra Insulation, Inc., 525 Broadway, N.Y.C,, Dept. U-11-1 § 
under the flat, stapled flanges is slight. () Send Dealers’ Prices [] Samples [1 Radiation Table | 


Condensation on or within this type of insula- ID) Send FREE A.S.H.A.E, Booklet, “Thermal Test, ete.” | 
tion is minimized by the scientific construction of , 
multiple layers of aluminum, fiber and air spaces. \ 

A very useful and interesting “Radiation Table” | vim 
listing the Emissivity, Absorptivity and Reflec- | Address 
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Ouly CHENEY Studs are 
Red End Wax Sealed! 


This REGISTERED TRADEMARK 
now protects you and 
your customers 





SK TRADEMARK REGISTERED 


U.S. PATENT OFFICE " Originators of the eight foot stud 


% RED END WAX SEALED 
4s ANTI-STAIN TREATED 

Hh PRECISION TRIMMED 

fe EASED EDGES 

Ye WCLB GRADE MARKED 
fe ATTRACTIVE YARD PILES 


bed PREMIUM QUALITY 


CHENEY Lumber Company 


General Sales Offices 424 Tacoma Building, Tacoma 2, Washington 
Telephone FUlton 2424 Teletype 024 
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In 1955 Weldwood said 


stop in soon at your 
neighborhood lumber dealer’s 


145 760,000 times to consumers* 
3,/34,000 times to builders*™ 


Saturday Evening Post + American Home « House House & Garden’s Book of Building « House Beautiful’s 
Beautiful « House & Garden « Better Homes & Gardens Maintenance and Building Guide « and others. 
Sunset « Popular Mechanics « Popular Science « Mechanix 


Americ: . se we « Practica : 
Illustrated « Small Homes Guide + Home Modernizing ** as pt House & Home « Practical Builder 
arre wr, 


ANOTHER REASON WHY /T PAYS YOU TO STOCK 


® 
aN We dwood THE BEST KNOWN NAME IN PLYWOOD 


A PRODUCT OF THE UNITED STATES PLYWOOD CORPORATION 
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A Chailenge to Industry Leadership! 


No. 1 ina Series 





Only through coordinated marketing and inte- 
grated merchandising on the part of manufac- 
turers, wholesalers and dealers can we achieve the 
full potential of the Home Improvement Market. 


After the high-spirited days of the NRLDA 
show, there comes a time for sober thinking and 
appraisal. 


The lessons of the Kingsbridge armory were 
well learned. This year’s show was much better— 
and that’s an understatement. Not that certain 
things about this year’s show could not be criti- 
cized but NRLDA management knows what the 
weaknesses were and will take corrective action. 
If they have an even better correction next year, 
the December show in ’56 will be a knockout. 


Manufacturers are matching dealers’ dollars in 
paying the cost of their shows. It is important 
that their investment be justified. 


In fact, the whole structure of exhibits in this 
industry needs a new look in terms of our next 
great industry problem—that of creating a con- 
scious, articulate and efficiently functioning Home 
Improvement industry. 


Who Dominates the Building Shows? 


Today, the contractor-builders’ organizations 
dominate the building show situation in a mer- 
chandising sense. Manufacturers invest more 
money in national and local contractor shows than 
they do in convention shows for dealers. 


Dealers, in turn, not only spend more money on 
contractor shows than they do on their own as- 
sociation conventions, but they donate more to or- 
ganized contractor groups in various ways than 
they invest in their own associations. 


Both manufacturers and dealers have a tradi- 
tional attitude which dates back to the horse-and- 
buggy days—that the contractor is their customer. 
No contractor ever bought a dime’s worth of mate- 
rials where some consumer didn’t foot the bill! 
Time was when the dealer functioned almost ex- 
clusively as a supplier to the contractor. 


Today, 50% of lumber dealers’ business is with 
ultimate consumers. 


Today, 36% of dealers are engaged in contract- 
ing. 


Today, 17% of dealers are building homes specu- 
latively. 


(1955 Saturday Evening Post Survey figures). 


The light construction industry needs a con- 
scious, articulate and creatively selling retail mer- 
chant of Home Improvement, 
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How About the Contractor? 


In the case of 96% of the individuals involved, 
carpenter contractors as a class have no training, 
background, facilities, or financing to be construc- 
tion merchants (4% are operative builders who 
have offices and facilities for selling). 


Because of the need for a merchant, the lumber 
dealer is evolving as that merchant. The spotlight 
is on the dealer in manufacturers’ national adver- 
tising—and in the great programs of the shelter 
books and in Operation Home Improvement. He 
needs both inspiration and help in measuring up 
to what is said about him. 


Fifty per cent of his $10 billion annual volume 
is sold to ultimate consumers; 35% to non-mer- 
chandising contractors and 15% to large operative 
builders. 


The 96% of the contractors who are not mer- 
chants are service men who provide labor and sup- 
ervision for construction jobs while the dealer pro- 
vides the balance of the job (usually about 50% 
of the cost) in material supplies. 


This part of the total—$8.5 billion in material 
sales annually—is billed: $5 billion to ultimate 
consumers direct and $3.5 billion to the above con- 
tractors. 


Because the evolving dealer merchant is be- 
coming more and more consumer-conscious—in 
many cases doubling his advertising appropria- 
tion—the consumer who needs construction is 
coming to the dealer first. As this trend increas- 
es, the amount billed to consumers instead of con- 
tractors will continuously increase. 


Furthermore, as we have seen in a previous 
editorial *, the dealer is the brand specifier in the 
overwhelming majority of the cases, regardless of 
whether he sells the ultimate consumer or the 
contractor. 


As the merchants of 85% of light construction 
and materials, the dealers should, in cooperation 
with the manufacturers, gradually take over the 
consumer shows with the exception of the oper- 
ative builders’ shows. This step has been indicated 
for a long time—it becomes absolutely necessary 
and vital as home starts decline and we must de- 


(continued on page 50) 
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Even if you've invested as little as $239 in shop 
equipment you may not be enjoying the profit-mak- 
ing benefits of a De WALT®. We invite you to com- 
pare your present equipment and shop methods with 
these AMF Dr WA tT features and operating ad- 
vantages: 


e One low-cost machine that does ALL the work of 
a swing, saw, straight line cut-off and miter saw, 
table-type rip saw, dado machine, shaper plus 
many others. 


e Savings of up to 60°% or more in capital equipment 
investment alone. AMF De WA rT does the work 
equal to or better than the many single-purpose 
machines you would have to buy to duplicate its 
operations. 


e 75% savings in floor space alone! Because AMF 
De WALT always adjusts to the material—it can 
be placed against any shop wall —instead of in the 
center of the shop. This releases valuable floor 
space for more profitable uses. 


Find out about ALL of AMF De WA t’s many 
advantages — send today for free new idea book for 
industry. Tells dozens of ways to cut costs on 
cutting jobs. MAIL COUPON BELOW TODAY! 


New Model GW-1 10” Saw with FULL 1'2 H.P. Motor ... complete for only $395 DELIVERED 
(custom-built 12 H.P. motor, 10” saw blade, 4 detachable steel legs included) 


aa = : "thor ibid sn Mi 


LOOK AT THESE OTHER AMF DEWALT ADVANTAGES! 

* Top-side Cutting for Safest Cutting ————— 
¢ 90% Savings in Layout and Marking Time 

* Reduces Waste —Salvages More Lumber i) i VATS ¢ 

* One-minute Change-over, No Shut-down Worries - 

* Reduced Fatigue, Greatest Operating Ease and Safety POWER TOOLS 

* Years-ahead Design — Does Not Outmode Itself 


* Modern Straight-line Materials Handling 
* Unusual and Special Jobs Handled Easily 
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AMF DE WALT per. at-55-11, LANCASTER, PA. 


Please send me your new idea book for industry. 


SEND FOR FREE NEW IDEA BOOK ON 
INDUSTRY! 16 pages packed with 
illustrations. Shows you dozens of ways 
to cut costs on cutting jobs, 
time-motion study. 
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take a 
good look at 


INCENSE CEDAR 


one of 10 woods from the 


Great resistance to decay, fine dimensional stability, 
high insulation quality make Incense Cedar a superior 
wood for all weather-exposed jobs. Lightweight, workable, 
paintable, it is an economical wood. Its reddish-brown 
color, silky surface, delicate grain and spicy fragrance 
suit it for fine woodwork and closet linings. 


Incense Cedar comes in 3 select and 5 common grades. 
You can order it in mixed cars—together with the other 
woods of the Western Pine region—from most Western 
Pine Association member mills. 


IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


the Western Pines 


INCENSE CEDAR 
LARCH 

DOUGLAS FIR 
WHITE FIR 
ENGELMANN SPRUCE 
RED CEDAR 
LODGEPOLE PINE 


the Associated Woods 


get the facts 


to help you sell | NCENSE CEDAR 


Write for the FREE iilustrated booklet to 
WESTERN PINE ASSOCIATION 
Yeon Bidg., Portiand 4, Oregon 
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INDUSTRY LEADERSHIP 
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pend on Home Improvement sales to sustain in- 
dustry productivity. 


Needed: Home Improvement Sales Center 


The Home Improvement potential over the next 
10 years is demonstrably more than double the 
new home construction potential. Home Improve- 
ments are the best place to invest our discretion- 
ary funds because Home Improvements are the 
most secure of all credits. 


If lumber dealers didn’t exist, manufacturers 
would have to build a Home Improvement retail 
merchandising industry to get the needed volume 
from the market. Fortunately, the dealers do 
exist and all that is needed is to make them in- 
dustry conscious, articulate and efficient as the 
creative merchandisers of Home Improvements. 
Every lumberyard should eventually have a Home 
Improvement Planning Center. The large opera- 
tive builder won't and the small contractor can’t 
become this Home Improvement sales center. 


A new home is but one of more than 100 end- 
use packages of labor and construction needed by 
the Home Improvement market. No applicating 
contractor can embrace such a line! No operative 
builder could merchandise this market without a 
store! New homes can be merchandised from 
models and pictures—the merchandising of the 
hundreds upon hundreds of end-use Home Im- 
provement packages requires the modern lumber 
and building products’ stores, of which we now 
have so many fine examples. 


It is because lumber dealers have developed 
these stores and store merchandising that they 
now do 50% of their business with ultimate con- 
sumers. There is more family interest in better 
homes today than at any time since the advent of 
the low-priced automobile. It is now more fun 
to stay at home than to buck traffic! 


Some ways in which manufacturers can use ex- 
hibits to develop the lumber dealer as the Home 
Improvement Sales Center of the industry will be 
covered in a second editorial in this series. 


First in a series of three editorials on this subject. 


*See editorial, the Great Specifier, in American Lumber- 
man, Sept. 19, 1955, issue, or send for a copy. 
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Anything Less is an 


Old-Fashioned Truek! 


If you don’t get all the modern advantages new Chevrolet 
trucks offer, you stand to lose money on the job today 
and at trade-in time tomorrow 


Look at it this way. The more modern the truck, 
the more quickly and efficiently it does the job. 
And if it’s loaded with ultra-modern features, 
you’re bound to be farther ahead at trade-in 
time. Now look at the way Chevrolet fills the 
bill. Even so-called new trucks are old fash- 
ioned without all these Task-Force advantages! 


Shortest stroke V8's* of any leading truck—the most 
modern truck engines money can buy! Their 
compact, short-stroke design means longer life, 
because of less friction and wear. Chevrolet’s 
extra-rugged and dependable high-compression 
valve-in-head Sixes are ultra economical to 


keep humming. They squeeze more power out 
of a tankful of gas! 


The latest in cab comfort and safety— High-Level ven- 
tilation, panoramic windshield, concealed Safety 
Steps—features that boost driver efficiency! 


Most modern chassis features—new suspension, more 
rigid ladder-type frames, Power Brakes stand- 
ard equipment on 2-ton jobs! 


Work Styling—Here’s heavy-duty styling that’s 
matched to the job; modern styling that calls 
attention to your business! Your Chevrolet 
dealer has complete details. See him soon. . . 
Chevrolet Division of General Motors, Detroit 
2, Michigan. 

*V8 standard in L.C.F. models, an extra-cost option in all 
others except Forward-Control models. 


NEW CHEVROLET 
ater Jask-Force trucks 
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THIS HAY FEEDER complete 
with steer was photographed in 
Allen's yard. Steer was given 
away as an attendance prize at 
annual fire department bazaar 


FEEDER BUNK under construc- 
tion in Allen’s shop. Most bunks 
for outdoor use are built on skids. 
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There’s MONEY in Farm Buildings 


This Wisconsin dealer builds about 100 annually. 
They sell for $90 to $400—and most of them for cash, too. 


About 100 hay feeders, hog 
houses, poultry brooder houses, 
dry feeders, etc., are constructed 
for farmers every year by the 
Allen Lumber & Fuel Co., Wales, 
Wis., one of the state’s highest 
milk producing areas where farm- 
ers have a great need for cattle 
feeding units. 

In addition, Willard Allen, own- 
er of the lumber firm, says many 
county farmers are also turning 
to raising beef cattle, which makes 
the outlook for outdoor feeding 
units still more promising. Wil- 
lard’s father, Art Allen, owns a 
farm near Wales and Willard is 
also helping him raise about 350 
Hereford cattle annually. This 
gives the lumberman a spot to try 
out his feeding units, so that he 
can advise farmers about specifi- 
cations. 


Special Shop Work 


Allen has a separate shop in a 
building near the lumberyard, 
where farm feeders and other spe- 
cial orders are handled. He em- 
ploys several local carpenters for 
this work when needed. The firm 
has been building these special 
units for about six years, and finds 
that it is profitable and is also an 
excellent way to contact more 
farmers and sell additional lumber 
and building supplies. 


While Allen has some standard 
size feeding units on hand at most 
times, he finds that practically 
every farmer has his own pet idea 
of how he wants his feeders built. 
For example, most hay feeders for 
outdoor use in this county are 
built on skids so the farmer can 
pull them by tractor to any field. 
Some farmers prefer to have such 
feeders built on wagons, and the 
lumber firm is glad to accom- 
modate them. One dairy farmer 
ordered 8 feeders. 


A 12-foot long hay feeder on 
skids, with a cover, will cost the 
farmer about $125. It takes a 
skilled man about 8 hours to build 
one. A 12-foot hay feeder on skids, 
without a cover, runs about $90; 


BUILDING Propucts MERCHANDISER 


it can usually be built in six hours 
or less. 

Most of the hay feeders are 
creosote painted. A popular type 
of feeder, too, is the firm’s dry 
feeder. This is usually 4 x 14, and 
has three bins, into which the 
farmer can put oats, corn, wheat, 
etc., in separate sections. A dry 
feeder this size will run up to 
$250. 

Another good seller is a 7 x 14 
hog house for double sow use. This 
will cost about $1.75 per square 
foot floor area. 


Sells Other Buildings 


The firm has also constructed 
several flower garden tool houses 
and roadside stands. The shop, 
too, recently produced 100 park 
benches for a near-by municipality 
at $29 per bench. 

Most of the lumber firm’s farm 
building business is on a cash or 
30-day basis. Very few sales are 
financed. This perhaps is due to 
the fact that most dairy farmers 
get sizable, regular monthly 
checks and are able to pay-as-they- 
go for farm feeding units up to 
$350 or $400. 

In addition to selling feeder 
units, Allen also promotes wooden 
gates and creosoted posts for 
cattle yards. A recent ad by the 
company advertising farm items 
carried illustrations of units he 
has built in actual use on the farm. 


Yard Display 


Allen tries to keep several sam- 
ples of farm feeders on display 
in the yard at all times. Since the 
shop has efficient cost-cutting 
methods for handling company 
planned and produced units, it 
prefers to make that kind, al- 
though special orders are ac- 
cepted. 

Allen also sponsors a daily 
weather report over station 
WAUX in Waukesha. This report 
is listened to eagerly by many 
farmers to whom weather news 
is vital on hay, grain and other 
farm operations. Spot announce- 


ments describe farm building and 
feed units available at Allen’s. 
Allen’s also advertises its farm 
feeder service in county news- 
papers. 

“We are always amazed at the 
many additional orders for build- 
ing supplies that come to us 
through our farm unit building 
service,” adds Allen. 


item with Allen. They make it 
easy to move both equipment 

@ and animals without time-wast- 
ing maneuvering. 


3 FARM GATES are another big 


one sell for $250. Allen builds 
about 100 farm units like hay 

® feeders and small buildings each 
year. 


4 ROADSIDE STANDS like this 


53 













Include this space-saving 


“DISPLAY 


| “Colpctee Pk 


in your new showrooms 
and self-service areas 





Here’s a complete hardware department in 
one compact, self-contained unit! Designed 
as an island or wall fixture, it effectively dis- 
plays three “Select-a-Pak” merchandise assort- 
ments of your selection . . . including Cabinet 
Hardware, Forged Iron Hardware and Builders 
Hardware. Finished in natural Maple. It has 
ample storage facilities at the bottom for open 
stock (sliding drawers optional). Fill in the 
coupon below for full information on all 
“Select-a-Pak” self-service display units. 


@ Size 30” deep, 47” long and 55” high (including 
display panel) 


@ Comes complete with glass binning, price clips and 
price tickets 


No. 109 @ Peg board back displays other hardware items 
x FLOOR UNIT @ Display panels and layouts are included FREE with 
inrha} assortments 
HANDY SLIDE BOX PERMITS INSPECTION OF MERCHANDISE 
ee ee a ee { Clear acetate slide cover ef- 


fectively displays merchan- 


dise .. . assures dependable 
product protection . . . per- 
mits customer to examine 
contents without damaging 
the package. Order NOW. 


ORIGINATOR OF “SELECT-A-PAK” 
.. . LEADER IN MERCHANDISING 


NATIONAL LOCK COMPANY 
ROCKFORD, ILLINOIS 





Please send me information on “‘Select-a-Pak" Self-Service 
Display Units. 


Company Name 


Address.......... 
City =a State NATIONAL LOCK COMPANY 
individual's Name Rockford, Illinois 


. ] a 
Merchant Sales Division 


—— ee ee ee oe ee ee ee 
eee eee 
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WARE LABORATORIES, INC. DEPT. Al-11 
3700 N.W. 25th ST., MIAMI FLORIDA 


for Ware Window 
Profit Facts 


IT'LL PAY you TO GET THE FACTS ON HOW THIS 


Leading distributor made WARE 
alluminum windows a basic 
product line in 6 months 


ASSOCIATED DISTRIBUTORS, ATLANTA, 
GEORGIA FINDS WARE WINDOWS MEET 
NEEDS OF DEALERS AND BUILDERS ALIKE. 


WARE ECON-O- WALL 


“We took on Wore a3 & fill-in for the three window lines we already 
handled for the state of Georgia. We sell Ware windows either of 
two ways: The bare window, or a5 complete window unit with o fir 
surround of our own manufacture, fully glozed ond screened. We've 

found both dealers and builders equally enthusiastic about the Ware 

Aluminum Window and the packaged ynit, WARE not only ‘filled in’. 

Howard L. Ashworth in 6 months Ware hos already become one of our basic products.” 
—Howard L. Ashworth, Sales Manager 


“Their quality and performance '% good for homes in all price ranges. At the same time they offer 


ew 


a decided price advantage. Waldo Hitt, Salesman. 


“Ware's distribution policy of sticking with established channels makes builders and dealers just WARE AWNING WINDOW 
os happy o # does us. Ware places just a5 much importance on ‘integrity’ os on ‘quality’.” 
—Ralph Norman, Salesman 


“all-weather ventilation without rot or rust are mighty popular features with builders in my territory- 


Also the wide choice of sizes and the variety of vent orrangements.”—Art Weaver, Salesman. 


“Heavier wet ht, sturdy construction, trouble-free performance — all increase the salability of 
Ware Aluminum Windows." —Dale Hampton, Salesman. 


You, too can build big volume and profits with Ware — offering you 9 full 
line, proven value backed by national advertising, and a regional ware- 
housing system that assures prompt delivery, from warehouse shipping points 


WARE CASEMENT 
in HOUSTON, ATLANTA, CHICAGO, and NEWARK. 


Mail coupon for all the facts, today. 
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Before 


old shed was 





BEFORE REMODELING the 
a maze of supporting 


44-year- 





timbers, making it impossible to use 
mechanical handling equipment effec- 


tively 


ALUMINUM SHEATHING 
the old wood siding to complete the 
shed’s 


Exterior 


replaces 


face-lifting process 


= a en 


port the 70x240-foot roof. Now me- 
chanical equipment has ample work- 
ing area to handle dimension lumber. 


. . » »« to Modern Handling Methods 


Illinois firm removed 42 
posts to provide ample space 
for mechanical handling 
equipment and thereby in- 
creased the useful life of 44- 
year-old structure. 
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Faced with the problem of 
adapting a lumber storage shed 
built in 1911 to modern materials 
handling methods, Lord & Bush- 
nell Lumber Co., Chicago, literally 
jacked up the roof and put a new 
structure under it. 

Before the remodeling operation, 
the shed roof was supported by 57 
posts on 12-foot centers, making 


it impossible to use a fork lift to 
handle lumber in the cramped 
bays. 

By redesigning the shed’s basic 
supporting structure to use 
heavier 60-foot rafters it was pos- 
sible to remove 42 posts. By care- 
ful planning, the entire supporting 
system was rebuilt without remov- 

(continued on page 156) 
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James E. Tucker (at right) of Charlotte, N. C., representing 
the Great Southern Trucking Company, also piloted a 
Dodge to take second place honors in the straight truck event. 


WINNER in the tractor tandem-axle trailer event, James S. 
Jackson (left) of Pilot Freight Carriers, Inc., Winston- 
Salem, N. C., drove a Dodge 3'4-ton V-8 tractor. Driver 


AGAIN—NATIONAL ROADEO CHAMPIONS 
WIN WITH DODGE TRUCKS! 


Washington, D. C., Oct. 16, 1955—In the 1955 
ATA National Truck Roadeo, 55 state cham- 
pions competed for the title of the nation’s 
best driver in straight truck, tractor single-axle 
trailer and tractor tandem-axle trailer events. 
Each contestant was required to put his truck 
through a series of the most grueling tests of 
driving skill ever devised. These included the 
Offset Alley Test, as well as Serpentine, Alley 
Dock, Straight Line and Stop Line Tests. And 
every contestant was free to drive any make of 
truck he desired. 


The prize-winning achievements of Mr. Jack- 


son and Mr. Tucker speak for themselves. 
These national champions chose Dodge for its 
unexcelled maneuverability and performance. 
It paid off well for them. It can pay off for you, 
too —through savings in time, effort and dollars 
on your hauling job! Why not look into it with 
your Dodge truck dealer soon? 


Check these “‘championship’’ features! 


@ Most powerful standard V-8's of any popu- 
lar truck! @ Biggest wrap-around windshield! 
@ Sharpest turning of all conventional trucks! 
@ Roomiest cabs on the road today! @ Priced 
below most other popular makes! 


DODGE 1-ated TRUCKS with THE Forwaro LooK >> 


BUILDING PropUCTS MERCHANDISER 
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Lupton 


With Lupton Metal Windows you have a 
one-source supply that helps keep inven- 
tories down and sales up. You can fill 
practically any window order with a stock 
Lupton style, 


A year ‘round advertising program to con- 
sumers, builders, contractors and archi- 
tects helps build sales too . . . as does a 
fifty year old policy of quality and service. 
East and West coast warehouses, estab- 


helps you Sell 


lished to speed deliveries, are another 
Lupton plus 


If Lupton Metal Windows aren't one of 
your lines, contact your nearest distributor 
for more facts about profitable-to-handle 
Lupton steel and aluminum windows 
or write direct. 

MICHAEL FLYNN MANUFACTURING COMPANY 
700 East Godfrey Avenue, Philadelphia 24, Pa. 


Member of the Steel Window Institute and Aluminum 
Window Manufacturers Association 


LUPTON «~~. 


REG. U.S. PAT. OFF. 


List of Distributors 


METAL WINDOWS 
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Wedgewood Development, 
Baltimore, Md. Architects: 
Hal A. Miller and Benjamin 
Brotman. Contractors: 
Edmondale Building Com- 
pany, Baltimore. Windows: 
Lupton Casements 
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Lupton Casement 
Stee! or Aluminum 














Lupton Aluminum 
Double Hung Window 


NEW SALES HELPS 
FOR 
LUPTON DEALERS 


Ask your distributor for 
these NEW Lupton sales 
helps: 


NEW POSTERS 
ig... colorful . . 
eyecatching. 28 inches 
by 38 inches. Printed 
in 11 colors and lac- 
quered 


NEW ENVELOPE 
STUFFERS 
One features Lupton 
Aluminum Double 
Hung Windows. 
One features Lupton 
Casement Windows. 


Make your sales easier 
with these colorful mer- 
chandising aids . . . they'll 
help make customers out 
of prospects. 


A 
BIRMINGHAM 1: Virginia Stee! Co., Inc. 
P. O. Box 1152, 37th Place North 
ARIZONA 
PHOENIX: Malico Distributors 
P. O. Box 3916, 315 South 11th Ave. 
ARKANSAS 
LITTLE ROCK: ge Metal Window Co. 
1118 W. 3rd St. 
CALIFORNIA 
NATIONAL CITY: = age J Distributors 


708 E. 8th 
PASADENA: Lee and Daniel, Inc. 
1457 E. 


STOCKTON: Michael Flynn Mfg. Co. 
Warehouse—1441 W. Fremont St. 
CONNECTICUT 
W. HARTFORD: General Building Products Co. 
12 Brixton St. 

DELAWARE 
WILMINGTON: Jandy, Inc. 

3407 Lancaster Ave. 


DISTRICT OF COLUMBIA 


WASHINGTON 11: Cushwa Brick & Bidg. Sup. Co. 


137 Ingraham St. N.E. 


FLORIDA 
Sanmernle oy gg Supply Co. 
x 152, 536 S. W. ‘ond Ave. 
JACKSONVILLE: George C. Griffin Co. 
©. Box 5151, 1 Kings Ave. 
ST. PETERSBURG: Metal pwd Products, Inc. 
P. O. Box 1559, 2700 22nd St. North 


ORGIA 
ATLANTA 1: Henry Taylor & Son 
P. O. Box 1328, 1058 Amsterdam Ave. N.E. 


ILLINOIS 
CHICAGO: W. L. Van Dame Compony 
159 E. Chicago Ave. 
ROCKFORD: Architectural Iron, Inc. 
904 22nd St. 


INDIANA 

FORT warns Moss errno Co. 
312 Stendard B 

INDIANAPOLIS: Barrison . Gat, Inc. 
3562 Madison Ave 


KANSAS 
KANSAS CITY 10: Lusco Brick & Stone Co. 
1136 Southwest Bivd. 
WICHITA 1: Lusco Brick & Stone Co. 
P. O. Box 1481, 342 N. Waco St. 
KENTUCKY 
COVINGTON: Tate Builders Sonply © o., 

P. ©. Box 27—Rouse Sta., 19th & wsseil - 
ERLANGER: Tate Builders Supply Co., Inc. 
47 Dixie Highway 
LOUISVILLE: John W. Bishop 
319 W. Jefferson St. 
LOUISIANA 
MEA F. A. Flynn, Building Specialties 
O. Box 372, 140 Wheelock Ave. 

New ORLEANS 19: Favrot and Pierson 
3511 Toulouse St. 
ate xt American Metal Window Company 
. O. Box 819, 112 Caddo Si. 


MAINE 
PORTLAND: Metal Building Specialties Co. 
5 Avon Place 
MARYLAND 
BALTIMORE 3: Maryland Stee! Products Co. 
P. O. Box 1997, Bush & Ridgely Sts. 


MASSACHUSETTS 
ARLINGTON | Boston Screen & Sash Co. 
1 Mystic St. 
SPRINGFIELD: Pak.’ Building Products Co. 
232 Albany St. 
WORCESTER: General Building Products Co. 
120 Grove St. 
MICHIGAN 
DETROIT: The Clyde Bickel Co. 
1214 Michigan Bidg. 

GRAND RAPIDS 7: Steele Bros. & Todd 
1050 Cottage Grove, S$.E. 
MINNESOTA 
MINNEAPOLIS: James C. Nystrom 
1087 Northwestern Bank Bidg. 
MISSISSIPPI 
W. JACKSON: C. A. Moorer 


P. O. Box 2312, Dixie Dr., Van Winkie Sub Division 


MISSOURI 
KANSAS CITY: Lusco Brick & Stone Co. 
P. O. Box 83 


Sales Offices and Sales Representatives 
MICHAEL FLYNN MANUFACTURING COMPANY 


MAIN bye AND PLANT STOCKTON (Peveheuse? NEW YORK 


700 East Godfrey Avenue 
Philadelphic 24, Pa. 


LOS ANGELES 
672 S. Lafayette Park Place 
Los Angeles 57, Cal. 


BuILDING Propucts MERCHANDISER 





51 East 42nd Street | UJ 
Stockton, gg New York 17, N.Y. 


De Sales Building 


Partial List of LUPTON Distributors 


NEBRASKA 
OMAHA: Paxton and Vierling Oost 8 Se 
Sth St. & Ave. H., P. O, Box 
NEW JERSEY 
NEWARK: Fireproof Products Co., Inc. 
183 Frelinghuysen Ave. 
NEW YORK 
ELMIRA: LeValley Mcleod, Inc. 

215 E. Church St, 
FARMINGDALE, L. |.; Karpen Stee! Products Co 
Allen Bivd. 

NEW YORK 54: Fireproof Products Co., Inc. 
138 Bruckner Bivd. 


pope CAROLINA 
a yt . Lock Stee! Products Corp. 
P. O. Box 1763, 1200 W. Moorehead St. 
OHIO 
CINCINNATI: Massco; Inc. 
2703 Markbreit Ave. 
COLUMBUS: , peward é. Sterner Co. 


t, 
TOLEDO 12: Mayfair Lumber & Supply Co. 
5240 Lewis Ave. cor. Mayfair 
VQUNSETOWSS Abhav BI Spec. Co. 
P. ©. Box a 68 Wood View Ave. 


OKLAHOMA 


OKLAHOMA CITY: fies a and Supply Co, 


400 S$. 
TULSA: Allied ftuniwate & syrely Co. 
7500 aa Springs R 
REGON 
PORTLAND - Mercer Stee! Co., Inc. 
2555 N. W. Nicolai St 


PENNSYLVANIA 
ALLENTOWN: United Materials Co. 
314 Gordon St. 
see fg M, L. Claster & Sons, Inc. 

P. O. Box 539, 197 S. Water St. 
DU BOIS: H. Shakespe re & Sons 


Dd 
HARRIERS: C. H. Hershock, Inc. 
513 N. Cameron St. 
LANCASTER: Charles E. Johnson 
P. O. Box 293, 312 N. Lime St, 
NEW CASTLE: Fleming Stee! Co. 
PEN ARGYL: Orrin Palmer 
Harding Ave. 
PITTSBURGH: hw Pou Inc. 
th $1.8 A 
POTTSTOWN: W. Ww. yee 
309 High St 


READING: ry Bellding Block Corp. 
SCRANTON 2; y weary ng Bridge Co. 


300 Gonet St. 

TURBOTVILLE: Turbotville Block Co., Ine. 
WILKES-BARRE; William H. Pierce 
402 Bennett Bidg. 

YORK: Atlas rg sgt Co. 

Grantley Rd. & Pa. R. 
YORK: Glen Ger Mats ‘Brick Corp. 
ale St. 

RHODE ISLAND 
PROVIDENCE: General Building Products Co. 
P. ©. Box 415, 185 Charles St. 
SOUTH CAROLINA 
COLUMBIA: Kline Iron & Metal Co. 

P. O. Box 1013, 1225 Huger St. 
TENNESSEE 
KNOXVILLE: Dealers Warehouse Corp. 
1372 North 6th Ave. 
NASHVILLE: McMurray Structural Steel Co, 
1504 Demonbreun St. 


TEXAS 
DALLAS: Amoriens Metal Window Co. 
P. ©. Box 10173, 1205 Levee St. 
on PASO: Electrical & Mechanical Supply Co. 


. O. Box 3247, Sta. A, 708-716 N. Piedras St. 


HOUSTON: Jim Lunsford Com y 
©. Box 19064, 1525 N. Post Oak Rd. 
UTAH 
SALT LAKE CITY: Buehner Block Co. 
2800 South West Temple 


VIRGINIA 
Onigrehs Central Warehouse Corp. 
O. Box 85, 512 Scott St. 
RICHMOND 21; Virginia Stee! Co. «Ine, 
Mailing—Stewart Station Post Office 
Siice 3122 W. Cary St. 


WEST VIRGINIA 
CHARLESTON 28: Fireproof Products Co. 
P. O. Box 2311, Suite 42 Professional Bldg. 
MARTINSBURG: Richard R, Feller Co. 

P, O. Box 543, 900 Baltimore St. 


REG. U.S. PAT. OFF. 
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SPECIFICATIONS 
Bedroor 5 Batt 


Estimated Mont} y Ine 


Desigr Living Area 


Minimum Down iding Taxe 


Full Size Footings 

Insulated Sills 

Andersen Basement Windows 

10” Foundation Walls 

4” Conerete Basement Floor 

Rubber Tile Floor in Bathroom 

26/382” =x 2%” Oak Floors in Living Room, Halls and Bedrooms 
Vinyl! Plastic Tile Floor in Kitchen 

Insulated Sidewalls and Ceiling 

Andersen Flexiview Picture Windows 

Andersen Flexivent or Double Hung Windows 

Flush Interior Doors 

1%” Thick Entrance Doors 

Ceiling Height Fabrie Covered Doors All Closets-Easier Access 
to Top ShelvesModern Wood Kitchen Cabinets—-Natura! Finish 
or Painted—Formica or Micarta Tops—-Siding—\%” x 10” Clap- 
boards, 16° Wood Shakes, Vertical Wood, 12” or 16” Masonite 
4/12 Pitch Roof with Full Thick Heavy Butt Shingles and Square 
Eaves Trough 

Brass Finish Hardware 

Copper Plumbing 

King Size Medicine Cabinet 

Forced Air Heat 

Mercury Light Switches 

Electric Service Switch Breaker 

4” Conerete Walk to Driveway 

6” Grave! Driveway 

Seeded Lawns 

Large Choice of Modern Colors 

Interlocking Plastic Tile Wainscoating in Bathroom Chrome 
Fixtures in Bathroom 

Written Guarantee 

Septic Tank or Village Sewer 

265’ Setback Front Yard 

15’ Side Yards 

20’ Rear Yards 

Village Water (Individual Water Systems Extra) 

Regular Excavating and Back Fill—-Not Included Hidden Rock 
Ledges, Springs, Quick Sand, ete. 





SPECIFICATIONS outline the high-quality materials 
to be used in the Lu-Re-Co home. Extras can be fi- 
naneced through FHA Title I or a budget plan. 
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STUYVESANT MANOR, one 
of the newest dealer subdi- 
visions in New York state, 
provides ample lots for 39 
ranch-type homes. 


LU-RE-CO HOMES built on 
Stuyvesant Manor are land- 
scaped and seeded as part of 
the package deal. House on a 
90x120 lot sells for $13,600. 


New York state dealer sells the quality 
features in his Lu-Re-Co subdivision. 


Demonstrate and sell the end-use package rather 
than individual building materials. That is the mer- 
chandising philosophy of F. Douglas Wheeler, presi- 
dent, Genesee Valley Building Service, Mount Mor- 
ris, N. Y. 


Wheeler applied this idea to merchandising homes 
when he teamed up with Art Staley to form Wheeler- 
Staley Corp. to develop a subdivision at Geneseo, five 
miles from Mount Morris, and to push Lu-Re-Co 
home construction in the Genesee river valley. 

Since it is difficult for the prospective home buyer 
to visualize what a finished home will look like from 
drawings and floor plans, Wheeler-Staley built two 
Lu-Re-Co demonstration homes on their subdivision. 

A former orchard, the new subdivision—Stuyve- 
sant Manor—contains 39 lots covering 90x120' each. 
Vacant land is available adjacent to the subdivision 
for future expansion. 


Models Develop Leads 


The two Lu-Re-Co homes, completely landscaped 
and furnished were visited by 553 people in one day 

“We made one sale the first day we opened the 
homes for inspection,” Wheeler says. “Two more 
sales are being negotiated and we are working on 
six hot leads. 

“We had only one unfavorable comment,” Wheeler 
added, “and that was from a woman who thought our 
price was too high because her son just bought a 
nationally known prefab for $600 less than we were 
asking for a quality house.” 

(continued on page 62) 
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Pbwerti/ cyeta/—new Ford Trucks for 56 


..» with more horsepower per dollar 
than any other truck line 


Comparisons of all makes of trucks, based 
on net horsepower and suggested list prices, 
show that Ford gives you more power for 
your money than any other truck line, 


Americas Easiest-driving Pickup 


...with Fordomatic 


“it makes my job easier” — 


“lt saves me money” — 


SAY FORDOMATIC OWNERS 


“Fordomatic sure makes my 
job easier,” says Peter 
Gallette, (Air Cond. and 
Refrig. Repair). ‘Shift- 
ing and clutching are a 
big part of the work of 
driving. With Fordo- 
matic I’ve said good- 
bye to all that work.” 


BUILDING PRopucTs 


“We've spent practically 
nothing for maintenance in 
over 2'/2 years,” says Max 
Rapezyk, (Florist). 
“With conventional 
trucks you can’t avoid 
shocks to the drive 
line. Fordomatic ends 
all that.” 


MERCHANDISER 


NEW POWER with either the 167-h.p. Y-8 or the 133-h.p. 
Six engine. Gas-saving, proven Short Stroke power in both 
engines—and at no extra cost! 


NEW CAPACITY —F-100 rated up to 5,000 lbs. GVW —new 
8-ft. box at low extra cost or a 6%2-ft. box (standard). 


A FORD SAFETY FIRST—Lifeguard steering wheel and 
door latches . . . safer tubeless tires standard on all models. 


Now—save time, work and money—with the new Fordo- 
matic Pickup for ’56! Fordomatic eliminates sixteen hand 
and foot operations for every traffic stop; gives you a big 
advantage in sand or mud. Fordomatic cuts maintenance 
costs—no clutch means no clutch repairs, the end of shocks 
to the drive line, less maintenance expense. Fordomatic 
cost is low. Fordomatic improves trade-in value—used truck 
buyers will pay extra for the pleasure of no-shift driving. 
The trend is to Fordomatic in trucks as well as cars, and 
buyers will want an up-to-date truck. Treat yourself 
to a Fordomatic test drive at your Ford Dealer’s. 
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PARTNERS F. Douglas Wheeler, left, and Art Staley have 
stimulated interest in the Lu-Re-Co home package by 
stressing quality. Patterned door is part of color dynamics 
employed to create an attractive home. 





NEW HOME PACKAGE 
(begins on page 60) 





Wheeler-Staley is selling the WP-2 Lu-Re-Co home, 
complete with a full basement, for $13,600 with the 
lot; $12,000 without the lot. 


Specifications Help Sales 


Wheeler has turned specification sheets, contracts 
and materials lists into a creative sales tool by pack- 
aging them in a binder along with drawings of the 
completed house. Inside this packet, Wheeler inserts 
all the pertinent information about the house; 
monthly payments, lists the materials and after the 
customer has selected a color scheme, he includes 
color samples. 


Space is provided on the bottom of one of the speci- 
fication sheets to enter the costs and budget terms 
for optional items such as a fireplace, carport, garage, 
breezeway, combination doors and screens. The 
home buyer has the option of financing these items 
through the regular FHA Title I loan or through the 
budget terms offered by Genesee Valley Building 
Service. 


High Quality Stressed 


“When prospective home buyers see the list of 
high-quality items that will go into their home they 
find it difficult to resist buying,” Wheeler says. “We 
sold five Lu-Re-Co homes before we started to develop 
our subdivision and with a concentrated effort on 
selling homes as a package, I think we can build a 
real ready market.” 

Quality, along with livability and low cost are 
stressed in all Wheeler-Staley Lu-Re-Co home pro- 
motion. 


The kitchens help sell women on the homes. They 
are designed for both beauty and utility and come 
in either natural] finish or painted wood cabinets. 
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NEWSPAPER ADS in two local newspapers stressed qual- 
ity and invited prospects to visit the model homes. One of 
the homes was sold the first day. 


They feature plastic laminate counter tops and the 
latest built-in ranges and ovens. 

The living rooms, halls and bedrooms all have oak 
flooring. Rubber tile is used for the bathroom floors, 
plastic tile for the walls. The kitchens are floored 
with viny! tile. 

For the man of the house, Wheeler-Staley stress 
that the entire house is insulated and provided with 
a forced-air heating system. Included in the home 
package is a six-inch gravel driveway, a four-inch 
concrete walk and the lot is graded and the lawn 
seeded before the owners move in. 


Lu-Re-Co Promotion 


Wheeler uses direct mail to cover a 20-mile radius 
from his yard at Mount Morris. In his promotion he 
played up the quality features of Lu-Re-Co construc- 
tion and a “lot of home for a little money.” 


Wheeler advertised the model homes in the Geneseo 
and Mount Morris newspapers. A large sign was 
erected at Stuyvesant Manor to promote the homes 
to passing motorists. 

“T’ve always believed in selling the package,” 
Wheeler says. “Previously there was no home pack- 
age available for the lumber dealer. With Lu-Re-Co, 
we can build the panels and trusses in the yard 
quickly and deliver them to the job site in a matter 
of hours. We’re selling a quality home instead of 
just building materials.” 
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a test ot Idlewild Airport, New York, the four 
ul engines of o Pan American Clipper 
this test roof panel with hurricane winds. 
shows exactly what happened— 
incing proof that Seal-O-Matic 
damage. 


‘eI, 


it’s the new patented Johns-Manville 


SEAL-O-MATIC 


The asphalt shingle that seals itself down 


This is the most important roofing de- 
velopment in 20 years! It’s brought to 
you exclusively by Johns-Manville. 


Seal-O-Matic® Shingles have been proved in use 
on thousands of homes, They have weathered full- 
force hurricanes intact, while nearby roofs were 
severely damaged. Seal-O-Matics grip tight—stay 
flat. Wind and rain can’t get under the edges, even 

’ on roofs of low slope (2” minimum). 
t cret , ; 
Here’s the Se Cash in on this remarkable advance in roofing 
A stripe of special petroleum resin, developed 1k : CO. : 
by 5.54, Remsen, to tastarpenuiied.te. tie today! For full particulars about Seal-O Matics 
underside of each shingle. The sun’s heat seals Call your nearest J-M Office or write Johns- 
it down automatically. Manville, Dept. AL, Box 111, New York, N. Y. 


See ‘‘Mser Tue Press’”’ on NBC-TYV, sponsored on alternate Sundays by Johns-Manville 


JM Johns-Manville 


DUCTS 
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What a Difference a Coat Makes! 
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Partitions and Builtt-ins 


if they’re going to paint it... 
sell them Primecote Presdwood! 





It eliminates one-third to one-half the work of 
applying the finish coat to the surface! 

Any Presdwood product with a smooth sur- 
face, including both interior and exterior types, 
is available with Primecote. 

Use this powerful selling feature when talk- 
ing to all types of customers. . . builders, car- 
penters, do-it-yourself fans, as well as sign 
painters and display men. 

Sell them Primecote Presdwood and in addi- 


Look for this man 


tion to the advantages of famous Presdwood 
panels you sell them a smooth, dense primer 
coat, sealed on at the factory. This tough coat 
resists chipping or flaking when sawed. It has 
a natural gray color to take either light or dark 
tones of oil emulsion paint or enamels. 

Do you have enough Masonite Primecote 
Presdwood® on hand? See your Masonite rep- 
resentative or write Masonite® Corporation, 
Dept. AL-1114, Box 777, Chicago 90, III. 


He makes the difference 


MASONITE PRIMECOTE PRESDWOOD 


PAWN €L PROOUCT oO F 


MASONITE 


CORPORATION 


Not immediately available west of the Rockies 
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metal parts 
for successful fireplaces 


Donley fireplace parts, when installed according to 
manufacturer's plans, assure successful fireplaces, 
customer satisfaction and dealer profit. 


DAMPERS are supplied for fireplaces with openings 
from 2 to 8 feet in width. Made of cast-iron and rust- 
resistant steel, they provide efficient draft control 
and assure smokeless fires. ASH DUMPS are supplied 
in a range of sizes. Securely locked in frame and piv- 
oted off center, these doors can be opened and closed 
with a poker. ASHPIT and FLUE CLEANOUT 
DOORS are supplied in cast-iron and Yg-inch rust- 
resistant steel. They are available in a wide range 
of sizes. 


Ashpit and Flue 
Cleanout Doors 


Fireplace 
Dampers 


Write today for full 


information and learn 
“ how you can profit 

by selling Donley 

quality products. 


Brick Clamps 
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Mortar Boxes Access Doors Heatsavers 1 i) Laundry 
Chute Doors 


“SUPERMARKET SHOPPING” AT DONLEY SAVES YOU MONEY 


BROTHERS COMPANY 


13928 Miles Ave. * Cleveland 5, Ohio 
. 
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Courtesy Friden Calculating Machine Co., Inc 


DIFFICULT BOARD FEET EXTENSIONS are computed by Ralph L. Pack, cost 
accountant, as president Ralph W. Harrison looks on. Extensions, automatically 
accumulated to a total by the machine, will be posted to the cost statement. 


Automatic Calculator 
Makes Speedy Work of Costing 


Payroll computation, estimating and 
inventory control quickly handled; ma- 
chine does work of several full-time 
clerks. 


By Ralph W. Harrison, president 
J. E. Chilton Millwork & Lumber Co., Inc. 
Nashville, Tenn. 


The ability of an electric fully-automatic desk cal- 
culator to convert inches to feet alone makes it in- 
valuable. Of course board feet compilation is not the 
whole story. It is simply a means to an end. The com- 
puted totals for each different kind of lumber and 
each different end dimension must be extended by 
the appropriate price. 

With our calculator, the price totals for each bill 
can be calculated in a single operation, without ever 
taking the figures out of the calculator. This is 
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enormously important in terms of overhead dollars 
and cents. 


Of course millwork costing is more complex than 
simply extending board feet by price. There is a labor 
and overhead factor. Here, our calculator adds hours 
and minutes separately to a total for each job. Then 
the same feature that permits us to convert inches to 
feet also converts minutes to hours; just the touch 
of a button does it. 

Then, by locking our hourly labor rates in the 
separate multiplier keyboard, it is a simple matter 
to convert labor hours for each job to dollars and 
cents of cost. 


Reduces personnel. Our costing system has very 
recently been reorganized, so it is difficult to assess 
the value of our calculator. It is safe to say, how- 
ever, that this accounting for material, essential to 
our cost system, would have required several full- 
time clerks in place of the job done by our one ma- 
chine. Payroll computation with the fully automatic 
calculator is a story in itself. The first time we did it, 
the necessary time was cut in half. 

(continued on page 68) 
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The original do-it-yourself plastic laminate 


Beautiful! Economical! Anyone can use it! 


Yes sir! Any eustomer of yours can use Conolite to cover 
tables, counter tops, window sills or wall panels—and he'll 
thank you for giving him the idea. No special equipment 
needed. This hard-surface laminated plastic bonds to wood, 
metal, press board with a lasting grip. Easiest material to 
trim—just score and break. Cover one of your store counters 
with Conolite ... put a counter display where eyes can feast 
on it...and watch Conolite go. Available in a rainbow 
of colors, including wood grains. Comes in economical roll 
form—sell it by the yard. 


Sell at a bargain price — 
get a big, healthy mark-up 


ECONOMICAL. For low per-square-foot price, 
Conolite is outstanding. Waste is eliminated because 
you sell in any length for less trimming, fewer 
seams. 

DURABLE. Full-resistant to boiling water, acids, 
grease, alcohol, temperatures up to 350° F. 
HANDY. You sell Conolite in rolls. The customer 


can carry away a full supply under his arm with 
no fuss, no strain. 


CONTINENTAL € CAN COMPANY 


CONOLITE DEPARTMENT 
205 WEST 14TH STREET, WILMINGTON 1, DELAWARE 


MATS 





ADS 








FOLDERS 
SAMPLES 
SCRIPTS 


This complete, compact Conolite 
sales booster is ready for you! 


Also this compact counter 
display that tells and sells 
— with extra samples in 
back! 
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Cedar Doe Lin 
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DEMAND!‘ be 
i a 


Cedarco sales top 
all-time high 


The ever-growing field of do-it-yourself customers is reaching 
out again . .. this time for the long wanted luxury and pro- 


tection of moth-proof, cedar-lined storage space in the home. 


PRACTICAL ANSWER 


Cedarco is the home building supply dealer's answer to this 
demand —practical because it is well within the price range 
and ability of the home handyman. Cedarco is genuine Ten- 
nessee Red Cedar .. . tongue-and-grooved with matched ends 


. simple to install over exposed wall studs, plaster or 
wallboard 


STRONGLY MERCHANDISED 


For easy handling and storing, each 8-foot bundle (50 board 
feet) is machine spiral wrapped in heavy kraft paper, and cap- 
sealed at both ends. Dealers are supplied with free new 8-page 
booklets that list correct amount of Cedarco needed and give 
customers step-by-step instructions for installing Cedarco. A 


Moth Damage Insurance Policy for each job is available at no 
extra cost. 


NATIONALLY ADVERTISED 


People interested in home improvement know Cedarco. They 
see it advertised regularly in House Beautiful, House & Garden 
and Living for Young Homemakers. 


CEDARCO 


“Red” Cedarco says ... 
Cedarco is sold wholesale exclusively. For 
name of nearest distributor, write: 






GILES & KENDALi COMPANY 
P.O. Box F Huntsville, Alabama 
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THE COST STATEMENT is basis of J. E. Chilton 
Co. cost system. Prices shown are weighted average 
prices computed by the automatic calculator from 
perpetual inventory cards. Calculator accumulates 
total amount and total board feet automatically as it 
makes the extensions. 


(begins on page 66) 

Of course, the usefulness of the board foot con- 
ception doesn’t stop with pricing. Inventory contro] 
depends upon it more than on any other factor. Here 
again, our calculator is invaluable in taking, and 
posting changes to, the inventory. 


Computations necessary to determine average 
weighted prices are accomplished with astonishing 
ease due to the completely automatic nature of this 
machine. The multipliers (number of pieces) and the 
dollar products are both accumulated automatically. 
Division of the accumulated multipliers into the ac- 
cumulated extensions could not be more simple. 


Figures ratios. Mathematical measuring sticks are 
very simple to calculate, with the right equipment, 
but how many marginally successful operators are 
able to tell you the ratio of annual sales to net worth 
of their companies, the number of annual turnovers 
of inventory or the volume of sales per employe per 
week, per month or even per year? 


Let’s consider the last figure for a moment. Any- 
one with accounting experience in the lumber indus- 
try should be able to establish a reasonable average 
volume of sales per employe after carefully consider- 
ing the unique structure and environment of a given 
operation. If a report shows the actual volume per 
employe to be much below this figure, responsible 
executives lose no time in pinpointing the mechanical 
or layout weak spot. 


We advocate going one step further—investigating 
the report itself, by finding out how efficiently the 
figures necessary to the report were originated, com- 
piled and checked. 


Increases efficiency. Unproductive yard, sales or 
mill personnel will depress the volume per employe 
rate, but inefficiency in the office is doubly depressing. 
First, because it reflects in the volume per employe 


figure; second, because the report itself—and all the 
other reports as well—represents slack and outdated 
methods. 


All this boils down to one basic idea. Good business 
control demands figures, but there is something more. 
If those figures are not obtained in the most efficient 
way possible—from board feet to annual report—the 
very purpose of control is being defeated. To produce 
figures efficiently, one must have the proper tools. 
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NOW E A New Proftit-Maker for Youl 


Cupples 


Aluminum Windows. 





easy to install 
erm coleommener-tih a. 
.-.-low cost 


Here’s what your customers have been looking for. 
Windows with the highest standards of design and con- 
struction, yet priced to come within even the smallest 
building budget. 





The demand is here . . . now! Be ready to get your share 
of this profitable new business. 


Here’s why Cupples Single- 
Hung Windows will bring 
More Business Your Way 


JUST 4 NAILS TO INSTALL 

One carpenter installs window in minutes... snugly, permanently. 
No fitting, no adjusting, no call-backs. Fin trim is integral. Window 
comes completely assembled. Installation hardware attached. 


PRECISION DESIGN 


Cupples single-hung aluminum windows are stronger, more rigid. 

Silent, finger-tip operation. Weatherstripped, like the finest Cupples aes as 

windows, with Schlegel Cloth (high pile fabric in metal binder). Distributors wanted in a number 
Dust and draft-free. Never bind or stick. Never need painting. of areas. Write now for details. 


FOR ANY STYLE OF ARCHITECTURE 
Perfect for new homes, remodeled older homes, light commercial 


buildings. Endorsed by architects and builders, 673s om ele 


WIDE SELECTION PRODUC RATION 
Available in all popular sizes and styles, including picture windows. 2653 South Hanley Road 

St. Louis 17, Missouri 
SMALL INVENTORY REQUIRED 
Orders filled from our modern factory in minimum time. That 
means a small investment, fast turnover for you. 
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new style! new comfort! new power! | 


new Internationals ! 





New INTERNATIONAL “’S-line” includes light, medium and heovy- 


Functionally styled for practical good looks { duty models from 4,200 to 33,000 Ibs. GVW, with 10 gasoline and 
a ¥ LPG engines, every modern truck feature. 
Here are the new INTERNATIONALS... a great new truck 


line from any point of view! Their clean-lined styling is trim 
and functional — designed to take the rough going of 
truck work without excessive repair costs. 


Driver designed for real comfort ! 

They give you real comfort, too! They’re driver-designed to 
let you work longer without fatigue. Loaded with performance 
and handling features that make hauling jobs easier 


More usable horsepower for BIG money savings ! 





These great INTERNATIONAL trucks offer more horsepower 
develop their power for sustained operation at lower, more 
economical engine speeds. They’re all truck with no passenger 
car engines or components asked to do a truck job. That 
saves you the BIG money — the over-the-years operating 





You relax in REAL comfort in Comfo-Vision cabs. Comfort-angled 
steering wheel. Low hood for closer view ahead. “Quiet-ride” roof 


and maintenance money. Drive them today, at your lining, draft-free doors. Choice of 24 solid and optional two-tone ex 
INTERNATIONAL Dealer or Branch. teriors. Optional deluxe cabs have color-keyed interior, chrome trim 
INTERNATIONAL HARVESTER COMPANY + CHICAGO ae 

All Truck Built to 


INTERNATIONAL 
TRUCKS 


Observe SAFE DRIVING DAY, Thursday, December 1. . . Drive Carefully Always 


save you the BIG money! 


Motor Trucks * Crawler Tractors * Industriol Power 


McCormick™ Farm Equipment and Farmall® Tractors 
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in an exclusive American Lumberman series 


If you’re serious about selling more roofing and siding, this 


American Lumberman fixture is just what you’ve always wanted. It 


demonstrates good-sized siding and roofing samples side-by-side for 


easy customer selection. All samples are easily removable. 


roof and siding unit 


During recent dealer management workshops 
sponsored by this magazine, roofing and siding was 
ranked third in dollar volume by some 1,200 par- 
ticipating retailers. And the same dealers em- 
phatically stated that something should be done 
to improve the display in the showroom of these 
products. 


There’s a good chance that you merely have to 
glance around your own store or office to see what 
these dealers were griping about. In the average 
showroom, retailers must rely on scaled-down sam- 
ples, home-built demonstrators and manufacturer- 
supplied literature that frequently fail to give the 
true color of the products. 


No one seems satisfied. As things now stand we 
have roofing and siding highly-styled color-wise, 
being merchandised by display methods little dif- 
ferent from those used 15 or 20 years ago. We be- 
lieve that this group of products deserves dramatic 
displays that say to the customer: “We realize that 
selecting your new roofing or siding is important 
and a big decision for you.” Running around a 
showroom digging up dusty and dog-eared samples 
will never create this impression. 


Give adequate space. While compact, our roof- 
ing and siding unit might involve a fundamental 
decision for you. It obviously will take more area 
than is common in many stores today. Yet, we be- 
lieve that a line third in sales volume merits the 
13 feet of area required for this fixture. You may 
say we’re doing well on roofing and siding without 
a big display ... our answer is that you may be 
now only getting the minimum sales possible in 
your area. It seems logical to suggest that volume 
will grow if the products are displayed to better 
advantage. 


The AL fixture in comparatively small area of- 
fers demonstration possibilities because samples 
are large enough to do a good selling job. They 
can be changed periodically to keep pace with cus- 
tomer preferences. 


3UILDING Propucts MERCHANDISER 


Products shown together. In use both siding 
samples and roofing samples are shown together. 
Scale is important and the large samples give the 
customer an excellent chance to study color and 
texture of the products. The fixture is designed in 
three sections to simplify construction, assembly 
and easy rearrangement in the showroom. 


Each left and right section of the fixture holds 
12, 3x5’ siding samples. A section consists of a 
pull-out case or drawer which travels forward on 
standard hardware with stops provided after the 
4th, 8th and 12th sample panels. The siding sam- 
ples are brought forward and then slid laterally 
across the front of the center roofing section. 


Study illustrations. Pushed together on the lat- 
eral track, in which they ride, the 3’x5’ siding sam- 
ples from the right and left cases provide a siding 
demonstration 5’x6’ in size. All siding samples are 
tabbed for easy selection by the salesman. The 
pages that follow detail this feature and the pull- 
out cases. 


In the first perspective drawing, the left siding 
case is pulled out and in position to demonstrate 
the last siding panel. The second perspective 
shows the siding case back in the fixture to expose 
a display or “pin-up” board which can be used for 
estimating data sheets, specifications, and sales 
literature. 

Below this display board are shelves that hold 
40, 10” or 12” x 36” standard roofing samples. It 
gives you 20 additional roofing samples to place on 
the hardware provided for that purpose on the 
roofing demonstration hexagon. 


Roofing sample area. The hexagon offers display 
space for six, best-selling samples in a semi-perma- 
nent fashion. A gutter along the front edge of the 
unit adds creditability to the fixture. Building 
this unit requires care and moderate skill. Blue- 
prints provided by AL should be followed to the 
letter because alignment must be exact on the vari- 
ous tracks to insure trouble-free operation. 


71 





roofing and siding unit 


On these pages are shown the essential features 
of an entirely new roofing and siding fixture. De- 
tailed blueprints on the structure, bill of mate- 
rials, hardware and finishing are available from 
this magazine for $8.75, postpaid. 


The fundamental idea back of this fixture is to 
give roofing and siding (1) a store space in line 


OPERATION OF DISPLAY FIXTURE 
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with volume—both present and potential and (2) 
the development of a fixture that made it easier 
for the public to make a selection that would mean 
a satisfied customer. 


Having put many hours on the drawing board and 
in the shop developing this fixture, we suggest 
again that the specification be faithfully followed. 





Siding Display Case 
Width 46” 
Height 67” 
Length 4112” 

















Roofing Display Case 























Width 46” 
Height 67” (top, case) 








192” (top, hexagon) 





PLAN VIEW 


LEFT SLIDING CASE ROOFING DISPLAY 
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Length 176” 


Roofing & Siding Unit 


Total Length 1591/2” 
RIGHT SIDING CASE 
















































































HAROWARE DETAIL 














THREE CASE ASSEMBLY 
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PERSPECTIVES OF UNIT INUSE 

































































ROOFING DISPLAY SECTION 
FRONT ELEVATION 








HARDWARE DETAIL 


FIXTURES NOW AVAILABLE—We now have 
ready for delivery working blueprints for island fix- 
tures, wall fixtures and pylon fixtures suitable for 
paneling and wallboard merchandising. Each set 
is $8.75. Scheduled for future issue are designs for 
counter and nail bins, checkout counters, windows 
everything you need in a modern building products 
showroom. Watch for them! 
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CERTIGRADE 


TRACE MARK 


Red Cedat 
Se ee, ce eS | 





A LABEL SIMILAR TO THIS, DESIGNATING 
GRADE AS NO. 1 BLUE LABEL, RED LABEL | 
OR NO. 3 BLACK LABEL, IS ATTACHED TO 

ALL CERTIGRADE SHINGLES | 








RED CEDAR SHINGLE BUREAU | 


cOoOrPvarcwr iois 





QUALITY YOU CAN COUNT ON | 


RED CEDAR SHINGLES produced by member mills 
of the Red Cedar Shingle Bureau are identified by a 
label on every bundle bearing the word CERTIGRADE. 
Only manufacturers who meet the grading standards of 
the Bureau can obtain or use these labels, which certify 
that the shingles so identified have been inspected and 


guaranteed as to grade by the Red Cedar Shingle Bureau. 


To build your reputation for quality, to assure 
satisfied Customers, and to protect yourself make 


certain you specify CERTIGRADE On every shingle order. 





RED CEDAR SHINGLE BUREAU 
$510 WHITE BUILDING, SEATTLE 1, WASHINGTON 


125 HOWE STREET, VANCOUVER 1, CANADA 
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Makes Insulation Attractive ! 





REYNOLDS ALUMINUM 
REFLECTIVE INSULATION 


Attractive to the eye, this embossed foil on heavy 
kraft paper. Attractive to the touch—clean, pliable, 
easy to staple. Type B, both sides foil; Type C, one 
side. 250 sq. ft. rolls, 25”, 33” and 36” wide. 








PROFIT BY ALL THESE 





Sell on Sight ! 





REYNOLDS /ifetime ALUMINUM 
GUTTERS 


They really look beautiful —in plain or embossed 
finish, Half-Round or Ogee. And you can see how 
easy they are to put up—slip joints, no soldering. 
Use Reynolds display and watch them sell! 


PROFIT-MAKERS 


Simply Perfect ! 


REYNOLDS ALUMINUM 
Self-Lifting 


GARAGE DOOR 





Simplicity is the mark of this perfected door. 
Customers can install it themselves. Needs 
only 6” clearance at top. Rugged construc- 
tion. Complete in compact package. 
















The Best Roofing and Siding 
with the Best Farm Plans! 


REYNOLDS /ifetime ALUMINUM 
48” wide Corrugated and 5-V Crimp 


Wider, labor-saving 
sheets to use with mod- 
~ ern, money-saving plans. 
20 different Farm Build- 
ing plans, from range 
shelters to big pole 
barns. All described in 
one business-building 
catalog...write for yours! 








Sell Flashing and Nails from these 
MERCHANDISER DISPLAYS... all the stock you need! 
Reynolds Lifetime Aluminum Nails in every type you need — sep- 
arately boxed, with fully descriptive labels. Reynolds Lifetime Alu- 
minum Flashing in 50-ft. rolls as shown—or in cartons of flat sheet. 












Check off these items with your Reynolds Aluminum 
salesman...they’re all profit-makers. And sell 
Reynolds Do-lIt-Yourself* Aluminum, too. See 


REYNOLDS 
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Reynolds “FRONTIER” show, Sundays, NBC-TV. 
Reynoids Metals Company, 2002 South Ninth 
Street, Louisville 1, Kentucky. 


*Reg. U. S. Pat. Off. 


ALUMINUM 


PRODUCTS 
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Fixture Sales Soar With Self Service 


“With this new, self-service counter display, we 
sold more perforated hardboard fixtures in one week 
than we had sold in the previous three months,” says 
Edward R. Heater, assistant manager, Steel City 
Lumber & Supply Co. (Bader Corp.), Gary, Ind. 

The new unit contains a compartment tray for 
the larger fixtures and a backboard with hangers for 
packaged fixtures. Prices are clearly visible. A slot 
underneath the tray allows room for several 2’x2’ 
pieces of perforated hardboard. 

“Formerly, we had to dig around in storage shelves 
whenever a customer wanted these fixtures,” says 
Heater. “Now they are in plain sight, where a custo- 
mer can make his own selection. The display unit 
makes the fixtures an impulse item and the packag- 
ing leads to much greater quantity sales.” 


Do-It-Yourself Legs Sell 
Rapidly from Up-Front Display 


A perforated hardboard panel and a small wooden 
platform just inside the entrance at the Home Sup- 
ply & Building Materials Co., Waukesha, Wis., make 
an excellent sales display for wrought iron and 
wooden legs. 


“Customers just can’t go out the door without see- 
ing the display,” says manager Adolph Schessler, 
“and we get an amazing number of impulse sales.” 


Notice the prominent price tags near each item 
on the perforated hardboard and the finished chair 
on the platform. Beneath the chair is a set of metal 
folding legs for tables. 


Use Coat Hangers to Display Siding 


Coat hangers make cheap, but effective display 
fixtures for showing samples of roofing and siding at 
the Evergreen Park, Ill. branch of the Edward Hines 
Lumber Co. The coat hangers are modified by cut- 
ting the lower part of the frame and bending it into 
a hook, which provides ample support for the samples. 
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Turns a Dead Product 
Into a Live Display 


Four wooden storm sash lightly stapled together 
at the edges to make a square display exhibit are 
seen at the Wright-Bachman Lumber Co., Indianapo- 
lis. Notice the triangular display made from storm 
doors at the left. The display allows customers to 
give the units a close inspection. 


No-Hands Telephone Speeds Service 


At Walker & Hallowell, Inc., Sarasota, Fla., esti- 
mator G. M. Austin refers to his electronically-am- 
plified telephone as “my third hand.” 


With a special attachment available from the 
phone company, ordinary telephone conversations 
are amplified and fed into a loud speaker so they 
can be heard 30 feet away from the receiver. 

At the same, time Austin can stand 30 feet from 
the phone and a microphone picks up his voice, am- 
plifies it and feeds it into a standard telephone. 


The instrument is particularly handy when Austin 
has to leave his desk to get information to answer a 
phone inquiry. He can read the information from the 
files about 15 feet from his desk without having to 
remove the files from the cabinet. Customers appre- 
ciate the fast service. 
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Unfinished, Assembled Furniture 
Makes a Good "Hot Spot” Display 


A stack of unpainted, assembled furniture items 
makes an excellent “hot spot” display for the Peter 
Lumber Co., Philadelphia, Penna. “Sales have been 
excellent to the do-it-yourself trade,” says manager 
Albert Stephan. 


The display consists of captains chairs and old- 
fashioned cobblers benches which can be used as 
coffee tables or shoe shining tables. Cartons con 
taining the KD are also part of the display. Each 
item is prominently priced. 





NO-HANDS TELEPHONE makes it possible for estimator 
G. M. Austin to take a telephone order from a contractor 
without touching the telephone 
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BALSAM-WOOL 


NU-WOOD SHEATHING 


Exclusively yours...these 3 profit builders 


You are in the driver’s seat...you are protected 
from outside competition...when you stock and sell 
these three famous products. All three are sold by 
lumber dealers only. 

There’s Balsam-Wool® Sealed Insulation—with 
the money-back guarantee of customer satisfaction 
that tips the profit scales in your favor. 

There’s Nu-Wood® Insulating Sheathing —with 
its proved ability to save building time, while it adds 
strength and gives maximum weather protection. 


And there’s Nu-Wood Tile—acoustical tile to fit 
in with the new trend towards quiet in the home— 
plus a whole family of decorative ceiling tile, with 
fadeproof colors and a host of other top sales features. 

Back of these products stand active merchandis- 
ing and promotion helps for you...sales representa- 
tives who will work shoulder to shoulder with you, 
because your success is ours. Wood Conversion 
Company, Dept. 120-115, First National Bank 
Building, St. Paul 1, Minnesota. 


BE SURE TO SEE THE EXHIBIT OF BALSAM-WOOL AND 
NU-WOOD PRODUCTS AT THE N.A.H.B. NATIONAL HOUSING 
CENTER WHICH OPENED IN WASHINGTON, D.C., THIS FALL. 
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CF&l Fencing is a favorite of thousands of 
Western farmers and ranchers. And no wonder! 
Look at these big advantages ... then stress 
them when you talk to customers. You'll find 
they often clinch the sale for you. 


I. EVERY JOINT IS FLEXIBLE — Flexible Hinge 
Joints prevent permanent damage from falling 
trees, similar objects... permit fence to conform 
to the contour of uneven ground. 


2. TIGHT, UNIFORMLY THICK GALVANIZED 
COATING—CF&I Fencing gives years of trouble- 
free service because it is protected with specially 
selected zinc to assure a tight, weather-resistant 
galvanized coating. 


3. NO WEAK SPOTS—CF&I Fence is free of weak 
spots because it contains only full gauge wire and 
every joint is fully wrapped. 


4. FULL LENGTH AND HEIGHT—The length and 
height of every roll of CF&I Fencing fully conforins 
to U. S. Government Standards. This means that 
your customers get full measure when they buy 
CF&I Fence. 


these /six] features 
help you sell 


5. TENSION CURVES DRAIN WATER EFFICIENTLY 
—The deeply-formed tension curves on CF&! Fence 
do more than keep the fence tight all year round — 
they point down and drain water off the fence 
more quickly. 
6. YOU STOCK FENCING THAT EXACTLY MEETS 
CUSTOMER'S NEEDS—CF&| produces nearly 150 
different types, heights and weights of fencing. 
You stock the fences that suit your particular area 
—not something that’s designed to fill a use in 
an entirely different area. 
REMEMBER! Every fencing customer is a prospect 
for: 
CF&i BARBED WIRE + CF&Il BARBLESS WIRE 
CF&I CINCH® FENCE STAYS + CF&i FENCE POSTS 
CF&l NAILS AND STAPLES 


‘ oa 
Or 
} 4 B 





iS 
You 





All CF&I Farm Products are illustrated and fully described in our new 84-page 
“CF&I Wire Products Catalog”. See our nearest sales office for your copy. 


THE COLORADO FUEL AND 


Died, Michel Stel 7 Bares, 
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Will YOU share in the 


Billion-Dollar Boom 


LA! meth vr? Po | ’ 
AVERAGE CONTRACT for laminated 
wood beams runs about $3,000 In 
churches and similar structures, the 
Southern Pine Association reports 
The beams afford great beauty 
strength and allow huge, 
seating areas 
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post-free 


Courtesy National Lumber Manufacturers Assn 


LAMINATED WOOD BEAMS are being used in about three out of 
every four new churches being erected today, according to the National 
Lumber Manufacturers Association 


Here are some ways to 
sell new churches, remodel- 
ing projects and church mill- 
work to a rapidly-expanding 
market. 


This year alone, well over $1 
billion is being spent on church 
construction and remodeling. This 
means America is in the midst of 
the biggest church construction 
boom in history—and indications 
are that the rapid pace probably 
will continue for at least a decade. 

Here is a market that can mean 
thousands of dollars in added sales 
to lumber dealers. Here are the 
three phases of the church market 
dealers can capitalize on: 

1. New church buildings. 

2. Church remodeling. 


3. Church millwork packages. 


More than $700 million is being 
spent this year for the construc- 
tion of new churches and syna- 
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in Church Construction ? 


gogues. In many smaller commu- 
nities, the chances are that the 
construction of a new church rep- 
resents the largest single project 
for the year, which can mean a 
hefty volume increase for the 
dealer who supplies the job. 

While most lumberyards extend 
a discount on materials to be used 
in religious edifices (ranging from 
about 5% to 10%), the size of the 
bill of materials still means a size- 
able profit for the dealer. 

If you are contemplating sales 
to the church market, it is a good 
idea to bring yourself up to date 
on the new trends in church design 
and construction. Dealers will find 
a number of notable differences in 
church construction that do not 
generally occur in home construc 
tion. As a general rule, church 
groups are more apt to be liberal 
in design ideas in an effort to erect 
a structure that will be a real land- 
mark for the town. Your local 
library probably has books, pub- 
lished since World War II, that 
will contain facts .on the new 
trends in church design. 

(continued on page 86) 
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**Door to door” 


Atlas Plywood flush doors are so easy 
to sell. Builders and home-owners alike 
can quickly see their beauty, feel their 
fine grain and appreciate their quality 


Atlas 


sel ves 


Plywood flush doors sell them 
right on your premises! 

The whole home field has seen Atlas 
Plywood flush doors advertised in Better 
Homes and Gardens. They know how 
Atlas Plywood flush doors make light of 
bright ideas. They can stain or paint them 
to harmonize with any decor a selling 
feature that closes many a sale! 


Aclas 


doors are quality doors 


flush 
quality con 
trolled in every step of manufacture from 
American 


But above all Plywood 


forest to finished product 
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selling without making a move! 


That's your customer’s assurance of last- 
ing satisfaction assurance of 
You sell de 
pendable beauty when you sell an Atlas 
Plywood flush door and you and your 


customer both profit. 


your 


profit-building good will 


Available for homes, offices and build- 
ings in solid or hollow core and in pop 
ular woods and grades. For complete de- 
Write 
Bldg., 


tails, send for free color folder 
Dept. AML-11, 1432 Statler 


Boston 16, Massachusetts. 


Atlas Plywood 


CORPORATION "| 


FROM AMERICAN FOREST TO FINISHED PRODUCT | 


Boston 16, Moss. Distributors in all principal cities ah 


} 


® 
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Why loce paint sales with a 
“Half-Hearted” Color System ? 

















in all INSIDE and OUTSIDE finishes 
to meet all color demand 


ie and make every ms, 





Vat Wall Bo 


THE WORLD’S NO.1 ~ PAINT COLOR SYSTEM 
They're coming to you for hundreds of new paint ¢olors—to go with the new colors in appliances, 
furniture, fabrics, floor coverings, and exterior roofing and siding! Paint dealers have found to their 
sorrow they cannot meet this demand with “half-hearted” color systems that include only rondom 
selections of color. You need Colorizer’s complete range of 1,322 colors — consumer-tested, fast. 
moving colors from pastels to the deepest tones! Colorizer is the only color system using so few tubes 
to make so many colors. Each tube is used in making scores of colors. Bases and tubes turn over fost — 
keep investment way down —profits way up! Stock less paint, and sell more point, with Colorizer—the 
first color system, with 10 years of amazing sales success, Proved around the globe! 


Pe ee ee ee 


§ MAILTHIS COUPON FOR FULL DETAILS 


COLORIZER ASSOCIATES 
345 North Western Ave., Chicago, Ill. 


: Please send full details on the Colorizer Profit Plan, 
ore made by COLORIZER ASSOCIATES: 


Wheeling. W Vo.— Weber 04. Reysen Ce., Ocklond ond Los Angelen, CalliscGeeuhinn Polat , 
end Varnish Co, trooklyn, N. ¥.—Jomes Bute Co, Houston, Texas ~Great Western Point 
Mig. Corp’n, Konsas City, Mo.—Jewel Point & Varnish Co., Chicago, i.—Kehler-Mclister | STs. ssscsrnensscconsnonsocnpeorsesnenssehrnnnn 
Point Co., Denver, Colo —W. HH Sweney & Co. St. Paul, Minn. —Vone-Colvert Paint Co, Si, 
Louis, Mo.—Werren Paint and Color Co., Noshville, Tenn.—Gen, D. Wetherill & Co., Inc, i 
Philadeiphio, Po 
ta Conede: The imperial Fle-glaze Points Lid, Toronto, Onterie, 
tn Englend: Jenson & Nicholon, Lid., London | 

e 


city. 
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Courtesy Marsh Wall Products, Inc 


CHURCH MILLWORK, like altars, 
lecterns, railings and many other 
items, provides an excellent volume- 
builder for retail lumberyards. Note 
the use of marble-like wall covering 
behind the altar 





CHURCH CONSTRUCTION 


(begins on page 82) 





LAMINATED BEAMS. The 
beauty and structural superiori- 
ties of laminated wooden beams 
is such that they are becoming 
increasingly popular for new 
church construction. The National 
Lumber Manufacturers Associa- 
tion points out that three out of 
four new churches have roofs of 
engineered timber construction. 

The beams, usually of glued, 
laminated wood, free church con- 
struction from the cumbersome 
and costly building methods of 
the past. 

In design, an estimated one- 
fourth of the new churches being 
built are outright modern. An- 
other fourth follow past styles. 
About half of all churches being 
built are structures that preserve 
traditional effects in simplified 
modern and contemporary forms. 


QUALITY EMPHASIZED. For 
obvious reasons, specifiers of ma- 
terials for new churches generally 
insist on top quality. In addition 
to laminated wood beams, which, 
incidentally, can be ordered to the 
exact size from mills, materials 
that are being used in quantity in 
new churches include: fine wood 
paneling, hardwood flooring, glass 
walls, glass block, translucent 
plastics and high quality masonry 
materials. 

Wood is of prime importance in 
churches for beams, ceilings, 
walls, floors and especially mill- 
work and pews, because it pro- 
vides the warmth and beauty nec- 
essary for a church interior. 


SELLING THE JOB. Local 
church governing bodies are usual- 
ly loyal to members of the congre- 
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\ 
Chu ch Construction Picture 


rials: 


economist. 





Here is a real opportunity for the nation's suppliers of building mate- 


About 70,000 churches and synagogues will be constructed or sub- 
stantially altered in the United States in the next 10 years at a cost of 
nearly six billion dollars, predicts George Cline Smith, F. W. Dodge Corp. 


In addition, he estimates there will be about 12,500 parish houses, 
Sunday school buildings and related buildings costing about $1!/, billion. 
Smith's prediction is based on the assumptions that there will be no 
severe depression, war or decline in the value of the dollar. 








gation who sell building supplies. 
Nevertheless, it is a good idea for 
dealers to make a point of offering 
the trustee or board chairman the 
services of your yard to help solve 
church building problems. 

Many church governing groups 
have no member who is familiar 
with the building materials indus- 
try. The church officers and pastor 
will warmly welcome the advice 
and knowledge that you a4 an ex- 
pert can furnish them. In some 
cases, the church officers will want 
to make you a member of their 
planning or construction commit- 
tee for a new building. 

It’s good business to offer the 
services and facilities of your yard 
to any church in your area that is 
planning a new building, regard- 
less of whether you are a member. 
You will be able to offer valuable 
advice and services which often 
will be returned through pur- 
chases of materials at your yard. 

By the same token, it is good 
business to offer the specialized 
services of your yard to the lead- 
ing church architects and contrac- 
tors in your community. 

Because church business can 
mean not only volume sales but 
excellent public relations for your 
yard, calls on the clergy, officers, 
architects or contractors should 
be handled in person by the owner 
or manager. 


CHURCH REMODELING. 
Church remodeling projects, such 
as siding, roofing, interior and 
exterior painting and others, gen- 
erally mean sizeable sales because 
of the quantity of materials in- 
volved. 

There is no reason why your 
yard cannot become the church 
remodeling headquarters for your 
community. Again, personal calls 
on the clergy and church officers 
are a must for groups planning 
major remodeling projects. 

In addition to personal calls on 
the clergy and church officers, it 
is wise to make at least two mail- 
ings a year (in March or April 


and in September or October) to 
all churches and synagogues in 
the community. Lists of churches, 
clergymen and officers can be ob- 
tained from telephone books, city 
directories and local ministerial 
associations. 

Your letters should emphasize 
your yard as headquarters for 
services and materials for distinc- 
tive church remodeling projects. 

Some lumberyards make a prac- 
tice of supplying free paper nap- 
kins to churches for use at socials 
and suppers. The napkins carry 
an imprint of the name and ad- 
dress of the yard. 


MILLWORK FOR CHURCHES. 
Millwork for churches, including 
items like pews, railings, altars, 
lecterns, pulpits, choir lofts and 
quantities of trim and molding, 
can provide another source of sub- 
stantial income for lumberyards. 

Many dealers find they can quote 
successfully on millwork for local 
new and remodeled churches be- 
cause of no transportation costs 
and lower wage scales. 

Dealers who go into millwork 
for churches generally publish 
catalogs showing their standard 
items and photographs of com- 
pleted jobs. Others advertise in 
church publications. 

This market also can be tapped 
most successfully by personal 
calls. 

Churches are often in need of 
large tables for banquets, church 
school and Sunday School. These 
are similar in construction to table 
tennis tables and some dealers 
fabricate them on order for church 
groups. 

With a $1-billion-per-year po- 
tential for the next 10 years in 
church construction and remodel- 
ing, dealers can serve this market 
profitably and aid the community’s 
religious life and growth at the 
same time. 
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FOLDOOR 


Bical 
A cays 
O 


—new folding door for 








high-volume sales, 
year-around profits 











, ., 


4 @ Any dealer who sells folding doors knows the 
— a all Lay. high unit profit, steady pattern of daily sales and 
* i . year-round demand offered by this popular product. 
+ va a, y os Here, now, is a new folding door—FoLpoor 
” = ¥ fy “Beautyline’’—with a host of exciting new features 
a - SS a aid to outshine competition and make even faster sales 
ol a and profits. Consider: 
A. Attractive cornice at no extra cost. B. Deep-textured fabric for 
“drapery” look. Tough, pliable mist gray vinyl is entirely washable, 
C. Sturdy, unbreakable all-metal hardware for a lifetime of use. 
D. Nylon trolley wheels—and “Multi-V”’ construction with 61% less 
hinge friction for feathertouch action. E, Pantograph keeps folds 
evenly spaced at all times. F. “Truss-Embossed”’ hinges are stronger, 
insure greater rigidity. G. “Beautyline” stacks in less space—only 
1%” per foot of opening. 
With all this—and more—Fo.poor “ Beautyline” 
is built to list complete as low as $22245" 
* Slightly higher in western states. 

Ask your FoLpoor Distributor—or send coupon, 


In Canada: Foldoor of Canada, Montreal 26 


HOLCOMB & HOKE MFG. CO., INC, 
1545 Van Buren Street 





Indianapolis, Indiana 
Please rush me "Profitunity” Package on new FOLDOOR 


“Beautyline.” 


% 
€ 
e 
& 
2 
Company : 
* 
~ 
8 
8 
ae 


3 





F 
Taye ts, 


Fo.poor “‘Beautyline” is the new and different Address 
fabric-covered folding door in 11 stock sizes City State 
for all standard openings in homes, offices, etc. 


Individual 


BUILDING Propucts MERCHANDISER (For more data on advertised products {ill in coupon om page 162) 87 








Show Window Stops Motorists 


To provide better customer serv- 
ice, Eidem Plywood & Lumber Co., 
Seattle, Wash., recently added 
1,328 square feet of floor space to 
its showroom and offices. 

Designed to display building 
materials to motorists on Elliott 
Avenue, a busy Seattle thorough- 
fare, owner Car! E. Eidem has pro- 
vided a large display window 





TWO-STORY ADDITION was recently 
added to Seattle’s Eidem Plywood & 
Lumber Co. to facilitate better cus- 
tomer service. 


easily visible from the street. see these products actually in- 


The opening of the new $38,800 
addition was attended by manu- 
facturer representatives and cus 
tomers of the 33-year-old firm. The 
exterior of the building is a com- 
posite of brick, concrete block, 
wood and aluminum. The interior 
is finished with wood paneling and 


stalled. Rock wool and aluminum 
foil insulation are provided in the 
walls and ceiling. 

The firm, which handles a full 
line of building materials and ap- 
pliances, has been owned by Carl 
E. Eidem since 1922 and has been 
located at its present site since 


acoustical tile so customers can 1936. 





thet, 
i< 


KITCHEN K-VENIENCES 





DISAPPEARING TOWEL RACK K-V 798 

Holds towels on 4-bar carrier which glides 
smoothly into reach and back in place. 
Also 2 and 3-bar side mounting models. 


K-V SHELF STANDARDS 
AND BOLTLESS BRACKETS 


K-V 255 Standards 


K-V 256 Snap-In Supports 
K-V 80 Slotted Standards 
K-V 180 All Sizes Brackets 
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the finest they can buy 
are the finest you can sell! 


Aren’t your best customers the ones with money to spend... who want the best 
their money can buy . .. who come back for more when they get what they want ! 
You can satisfy every customer who asks for “the best” with top quality match- 
ing K-V Closet and Kitchen Fixtures in handsome polished chrome finish. 





SLIDE-AWAY UTENSIL RACK K.V 790 
Holds 14 pans by their handles. 
Mounts easily under shelf. 

Easy gliding action. 


ANTI-STACKING CUP RACK K-V 791 
Protects fine china from chipping. 
Holds 12 cups, sliding into easy 
reach and back in place. 


K-V HARDWARE—BEST IN THE HOUSE! 


s 


rsery Your answer to Do-It-Yourself profits in 
- —< home remodeling. K-V shelf standards, 
drawer slides and sliding door assemblies 
are easily installed—EASILY SOLD! 


Backed by years of use. 


KNAPE & VOGT MFG. CO. Grand Rapids, Michigan 
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Sales-winning Ideas for 


Building Supply Dealers! 1. Supply Bostitch hammers for laying shingles 


You'll get more orders for asphalt shingles if you can 
provide the means for laying them quickly and easily 
—with a Bostitch H4 Stapling Hammer. The H4 is 
about twice as fast as hammer and roofing nails. 
There’s a tidy profit, too, in the thousands of Bostitch 
staples you'll sell with each order of shingles. 


2. Spark ceiling tile sales with the T5 tacker 3. Save them insulating time with H2B hammer 


Almost anyone equipped with a Bostitch TS Tacker can Show customers how to save up to 50% of their time 
do a professional job of applying flanged ceiling tile. in applying batt or reflective insulation and you've 
Your big selling points are (1) the ease and speed of got a sale—not only insulation but staples, too. 
operating the T5 tacker, (2) the holding power of The Bostitch H2B Stapling Hammer is the favorite 
Bostitch gummed staples with 9/16” legs, (3) the of most builders, And it’s the tool most often recom- 
clean, unmarred appearance of stapled tiles. mended by the leading insulation manufacturers. 


BOSTITCH, 751 Mechanic St., Westerly, R. |. 


Fasten it better and faster with Tell me more about the profit possibilities in a 


Bostitch dealership 
Name 
Firm 
Address 


City 
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SELLING 


Ohio dealer defeats price 
competition with a manufac- 
turer’s paint consultant serv- 
ice for customers. 


Selling color conditioning in 
stead of paint is the formula 
which boosted annual paint sales 
of one Elyria, Ohio, building ma- 
terials dealer into the $35,000 
bracket. 

“There are basically two ways 
to sell paint,” says D. J. Ryan, Jr., 
president and owner of the Parsch 
Lumber & Coal Co. “You can 
either sell price or glamorize the 
product as part of a decorating 
package. By selling paint as a 


PERSONAL ATTENTION by sales- 
man K. L. Spieldenner helps house- 


wives solve their decorating problems 


TRADING STAMP OFFER attracts housewives’ 
attention to this newspaper ad promoting various 
types of interior and exterior paints 


Color HELPS SELL PAINT 


color conditioning service we've 
eliminated price competition in 
about 75% of our sales.” 

Though Parsch has a limited 
amount of sales space for paint, 
the firm uses a coordinated promo- 
tion campaign of signs, newspaper 
advertising and window streamers 
to remind potential customers the 
firm is willing to help solve paint- 
ing problems. 

“Paint always has been a profit- 
able item to handle,” Ryan says, 
“and we try to tie in a paint sale 
with every building material sale. 
No comparable space has returned 
as high a margin of profit as our 
paint department.” 


Concentrates on One Brand 


Parsch simplifies its paint in- 


ventory problem by standardizing 
on one nationally known brand. 
The paint line has the added ad- 
vantage of being available in sev- 
eral hundred shades by providing 
a custom tinting service, utilizing 
colorant tubes. 

A sample paint bar stocked with 
several hundred color chips is 
located near the showroom door 
and women drop in to pick up a 
few color samples to take home 
and help work out their interior 
decorating schemes. 


Provides Color Consultant 


By taking advantage of a color 
consultant service offered by the 
paint manufacturer, Ryan has un- 
locked the door to many profitable 
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DOUBLE EAGLE STAMPS WEDNESDAY 


PARSCH « cort'co, 


Elyria’s Building Headquorters Since 1870 
103 LOD! STREET 


PHONE 2266 
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COLOR PHOTOGRAPHS of the end use of materials purchased from his yard are part 


of the creative selling program of president D. J 


Ryan, Jr 


customers visualize what can be done with their establishment 


industrial paint sales. 

Upon request, Ryan and a rep- 
resentative of the paint manufac- 
turer visit factories and institu- 
tions planning extensive painting 
projects. From interviews with 
officials and employes and a study 
of room exposures, information is 
gathered and noted on a form, 
which is forwarded to the paint 
manufacturer. 

Using this data, the manufac- 
turer’s color consultants prepare 
a detailed brochure for presenta- 
tion to the potential paint cus- 
tomer. This brochure outlines 
recommendations for color condi- 
tioning the plant, preparations of 
surfaces and prime and finish 
coatings. 

Besides plants and offices, Ryan 
and a representative of the paint 
firm make periodic surveys of 
Elyria’s public schools and recom- 
mend color schemes to the school 
board. 


Clients do not have to follow 
the color schemes outlined in the 
brochure, but few have deviated 
from the recommendations. 

“In some cases,” Ryan says, 
“employes may object to the new 
colors, but we’ve learned that in 
two or three weeks they become 
pleased with the new paint job.” 
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Contractors Bid Labor 

The list of materials for the 
painting job is furnished to con- 
tractors by the customer. On the 
average, the customer buys his 
paint from Parsch Lumber & Coal 
Co. because the firm has taken an 
interest in his painting problems. 
The labor is either handled by 
plant personnel or a contractor 
provides it on a competitive bid. 

But in every case, the customer 
gets the high-quality material spe 
cified and he’s assured that there 
will be no substitutions of inferior 
grade materials. 


Simplifies Reordering 
The purchasing departments 
like the specifications in the color 
brochures because they can be 
filed for future reference when 
there is a need to reorder paint. 


“Our repeat business is good,” 
Ryan says, “and the paint prac- 


tically resells itself. We’ve been 
using the color consultant service 
for about four years, and more and 
more of our industria] accounts 
are taking advantage of it in color 
conditioning their plants. In most 
cases, when they order paint they 
also order building materials.” 


Photographs help commercial 


Merchandising Color 


“Because paint comes in cans, 
too many people think that to sell 
paint all you have to do is sell 
price,” Ryan adds. “In our yard 
we have a limited space to sell 
paint and even the smallest paint 
sale receives personal attention. 
This often leads to large sales of 
paint and other building materials. 


Sell Easier Housekeeping 


“When selling paint to women 
or industrial and institutional ac- 
counts, we always play up the 
durability and washability of the 
paint line we handle,” Ryan says. 

“In one Elyria machine shop, 
several hours a week were re- 
quired to clean the machines. By 
painting the machines a light 
green we not only made the shop 
more attractive, but the men took 
an interest in keeping their ma 
chines clean and wiped them off 
daily. 

“Paint isn’t an easy product to 
glamorize, but by selling the idea 
of color conditioning we have a 
package to offer the customer.” 

So effective is Ryan’s merchan- 
dising technique that in one case 
he sold a large industrial plant on 
the idea of color conditioning 
without even quoting a price. 
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NEW INTERN 


: - 


Siam the new International 300 Utility tractor with 
loader into piled earth, crushed stone, or other materials 
... there’s ample weight for traction to fill a half-yard 


loader bucket full in one pass. 
International 300’s superior traction and easier gear 
shifting produces faster loading. 


|; 
In test after test, the 


HOW YOU SPEED UP WORK WITH AN INTERNATIONAL 300 


Unlimited hydraulic control with one, 
two*, or three* Hydra-Touch con- 
trol valves. Front and rear pto drives 
available for equipment with built-in 
pumps. Front and rear-mounted 
equipment may be operated individ- 
ually or both at the same time. Hydra- 
Touch controls doth single and double- 
acting cylinders. ‘‘Live’’ hydraulic 
pump is pressure-loaded to maintain 
full pressure after long use. 
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10 speeds forward, 2 reverse, with 
IH Torque Amplifier* drive. Costs 
less than conventional underdrive, 
and lets operator increase or decrease 
speed in any gear on the go! Start 
heavy loads in TA, then step up 
speed 33 per cent without stopping 
to shift gears. Or, when engine starts 
to lug down under a heavy load, pull 
the TA lever and step up pull-power 
as much as 45 per cent, again on the go. 


Just Back .. . HITCH! ... and Go with 
backfill or leveling blade, dirt scoop, 

. attach other rear-mounted equip- 
ment minutes faster with IH Fast- 
Hitch.* Simply back the tractor to 
automatically engage equipment 
coupling beams. If you already own 
equipment for three-point attaching, 
a low-cost adapter lets you convert 
it for easy seconds-quick IH Fast- 
Hitch. 


*Optional equipment 
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300 UTILITY TRACTOR 


10 speeds forward with exclusive Torque 
Amplifier Drive...change speed, boost 
pull-power up to 45% ON THE GO! 


Here’s a new utility tractor built to outperform and 
outlast anything you’ve seen up to now. It has 
up to 1,000 pounds more built-in weight to deliver 
traction where lighter weight utility tractors slip 
or stall. Every pound is working weight—more 
powerful engine, stronger chassis, more rugged 
power train and axles, with power-weight balance 
to step up pull and push power. It’s all tractor, 
built with characteristic IH stamina to stay on 
the job over the long pull! 


The husky engine delivers 39.5 maximum draw- 
bar horsepower—produces 4,379 pounds pull. 


Change speed, boost pull-power ON THE GO! Op- 
tional Torque Amplifier drive gives you 10 speeds 
forward—from 1.5 to 16.7 mph—and 2 reverse. In 
any gear, you can change speed and boost pull-power 
up to 45 per cent on the go, without touching the 


Backhoe and loader combinetion owned by Tuppen 
Construction Co., Shreveport, La. Mr. B. I. Tuppen 
shopped the field and chose the International 300 for 
its weight, power, and 10 forward speeds. 


Sales and service near your job... ANYWHERE 
... from the world’s largest network of tractor 
dealers. Look in the classified directory . . . ’phone 
for an on-the-job demonstration. There’s a com- 


SEE YOUR 


clutch, the throttle, or shifting gears. Power is 
delivered to the rear wheels without interruption while 
changing tractor speed. With TA and independent 
power take-off, you can change travel speed while 
keeping power-operated equipment at constant rpm! 


1578 LBS. 


Unmatched traction and stability! Drawing shows 
power-weight balance of bare tractor—up to 1,000 
pounds more built-in weight, with center of gravity 
only 25% inches from the ground! 


m | 
; - ‘ 


Fast-Hitch McCormick” mower on International 300 
Utility tractor, owned by Wichita Township, Sedgwick 
County, Kansas. Side-mounted hydraulic-drive mower 
also mounts on the International 300. 


plete line of equipment to give the new International 
300 Utility tractor its great job range. For specifi- 
cation folder, write International Harvester Co., 
Dept. AL-11, Chicago 80, II. 


International Harvester products pay for themselves in use — McCormick Farm 
Equipment and Farmall Tractors . . . Motor Trucks... Crawler Tractors and 
Power Units—General Office, Chicago 1, ill, 


INTERNATIONAL HARVESTER 


DEALER 
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Recommend Marlite 


...to pul a “new look” in new construction! 


Make the most of 
MARLITE — the 
profitable paneling 
for every interior 








MARLITE PLANK AND BLOCK PATENT APPLIED FOR 


Marlite plastic-finished paneling offers you a real opportunity for 
profitable sales volume. New home builders want a modern, 
economical material that adds interior beauty and utility with 
minimum installation . .. minimum maintenance. And Marlite Planks, 
Blocks, and large Panels go up fast, clean with a damp cloth, provide 
that extra touch of luxury that keeps new homes new looking longer. 
Suitable for any room in the home (new or remodeled), 


nationally-advertised Marlite can be your year ‘round business 


builder. 


MARSH WALL PRODUCTS, INC., DEPT. 1141, DOVER, OHIO 


Marlite plastic-finished wall paneling 


ANOTHER QUALITY PRODUCT OF MASONITE RESEARCH 
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PANELING sea 


DECORATING DISPLAY CENTER exhibits 60 types of materials used to finish 


a home 
paints and wallpaper 


These include everything from refiective-type aluminum insulation to 


DEALER'S DECORATING CENTER 





Adds Frosting to the Home Package 


Anticipating a tapering off in 
new construction and a renewed 
interest in home improvements, 
Fraser Lumber Co., Appleton, Wis., 
is looking ahead and paving the 
way for a future market among 
contractors and homeowners by 
providing a decorating display 
center. 

In keeping with the trend to- 
ward a complete house package, 
Fraser is now prepared to plan and 
deliver an entire house. This in- 
cludes everything from dimension 
lumber to an interior color scheme 
which will harmonize with the 
drapes. 

The decorating center is captur- 
ing the fancy of homeowners and 
contractors, who are learning to 
take advantage of it. By providing 
a qualified, full-time decorating 
consultant, Elinor Anderson, the 
firm is cornering business among 
professional builders and home- 
owners faced with decorating 
problems This service is provided 
free of charge or obligation. 


Sixty Products Displayed 


Fraser has converted part of one 
of its buildings into a decorating 
display center. Here, the emphasis 
is on beautifying the basic struc 
ture of the home. In this room the 
walls are covered with a variety of 
wood paneling stocked by the firm. 
Also displayed are hardwood floor- 
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ing, plywoods and ceiling tile. 
About 60 different finishing mate 
rials are displayed in the 30x36 
foot room 

As part of its interior decora- 
ting package the firm is prepared 
to deliver wallpaper, paints, drapes 
and window coverings—all in har 
mony with the customer’s individ. 
ual taste. 


Comprehensive Direct Mail 

Fraser has a direct mail pro 
gram with separate pieces de 
signed for specific groups. 

As part of its promotion to intro- 
duce itself to the community, 
Fraser offers new members to the 
community a $1 gift certificate. 
These are distributed by members 
of the Welcome Wagon committee. 

Direct mail is aimed at brides, 
new parents, businessmen, con- 
tractors, carpenters, painters and 
others. A special letter is mailed 
to newcomers the Welcome Wagon 
may have missed during its visit. 

All promotion pieces are aimed 
at introducing the decorating dis- 
play center to the recipient and in- 
viting him to come and_ look 
around. 

3y concentrating on this spe 
cialized service, Fraser is develop 
ing an ever-expanding group of 
customers who know where to look 
for advice on all phases of home 
construction and improvements 





ts (ill in 


OWENS- ILLINOIS, 
GLASS BLOCK 


EASY TO 
HANDLE 


Owens-Illinois Glass Block are handled 
in the same way as cement blocks — 
same mortar, same laying technique. 
They go in at the same time, or they 
can be used for remodeling jobs. 


EASY TO 
STORE 


Glass Block come prepacked in sturdy 
cartons of convenient size. No loose 
block for you to handle. 


EASY TO SELL 


Show your customers how glass block 
can make their homes more livable. 
lell them a panel has the insulating 
efficiency of an 8-inch thick brick wall 
The panel won't frost or sweat in win 
ter provides better insulation than 
a window with storm sash. Point out 
they are hard to break... easy to clean 


Plan now to push and profit from this 
versatile, practical building material. 
Write for details. Kimble Glass Com- 
pany, subsidiary of Owens-Illinois, 


Dept. AL-11, Toledo 1, Ohio. 
*Formerly known as INSULUX 


OweEns-ILLINOIS 


GENERAL orrices(]) TOLEDO 1, OHIO 
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Allen Fitts: $70,000 to $600,000 


Mr. Fitts 


Goes to Town (Erie, Penna.) 


His record: $90,000 to $600,000 in 10 
years by (a) sound management techniques; 
(b) helpful consumer and contractor serv- 
ices; (c) a well-rounded advertising program. 


A sensible balance between adequate advertising, 
proven customer services and sound management 
techniques add up to a substantial increase in over- 
all volume in six years for the Fitts Lumber & Supply 
Corp., Erie, Penna. In 1946, the first full year of its 
operation, the firm grossed about $90,000; last year, 
the company’s gross volume amounted to more than 
$600,000. 

It was 1946 when Allen Fitts, former line yard 
manager with 25 years in the field, purchased an old 
oil refinery and went into the retail lumber business 
on his own. Today, the firm has two yards—one with 
19 employes and one with three. Plans for expansion 
into a modern showroom are underway. The com- 
pany is promoted primarily as a homeowners’ yard. 
Gross income is 60% homeowners and 40% contrac- 
tors. 





“Thanks, American Lumberman!" 


"| attended Art Hood's management and merchandising clinic 
in Erie some time ago, and found it extremely profitable,” 
says Bill Dear, manager of the Fitts Lumber & Supply Co., Erie, 
Penna. “Mr, Fitts and | went over Art's manual page by page, 
and we are now setting up our operation based on his recom- 
mended management procedures. As the result of his recom- 
mendation, we added an outside salesman. 


"Many of our management ideas come directly from the pages 
of the American Lumberman. We study the Fall & Winter Mer- 
chandising Issue from front to back. We pay particular attention 
to the articles on profit sharing, incentive programs and the 
management articles by Fields and Fields,” says Dear. 
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WILLIAM E. DEAR, manager, looks over the first Building 
Material Catalog which the firm mailed to 10,000 consumers. 
Building material catalog cost about $1,500 and paid for 
itself in less than six weeks through added purchases. 


Here are the elements in the firm’s successful 
operation: 

I — Well-Planned Advertising 

“Our advertising budget is about 114%,” says 
manager William E. Dear, “and we are revising this 
towards the 1142%-2% recommended by Art Hood. 
We feel that one of the most important reasons for 
our success as a homeowners’ yard is that we adver- 
tise constantly in good times as well as bad. We sub- 
scribe to the American Lumberman’s ADservice and 
we believe adequate advertising is a most important 
fundamental in attracting the consumer trade.” 

DIRECT MAIL CATALOG: Early last spring, the 
firm published and mailed out 10,000 copies of its 
1954 Building Materials Catalog which lists about 
every item the firm handles. 

“The printing and mailing of the catalog cost us 
about $1,500,” says Fitts, “but it paid for itself in 
about six weeks. The booklets were mailed to home- 
owners on both rural and urban routes. We've no- 
ticed increases in sales in all materials. We know it 
attracted hundreds of new customers we had never 
seen in our yard before. Results prove that people 
frequently look at these catalogs before buying.” 

The 24-page catalog is printed on newsprint stock 
in red and black ink. Cover of the booklet carries a 
photo of the yard, title, name, address, store hours 
and the motto, “Large enough to serve—small enough 
to appreciate.” The first two inside pages describe 
the firm’s special services for homeowners. The back 
cover contains complete details—including a payment 
table—on home improvement financing. 

Remainder of the catalog is divided into these 
departments: lumber, siding, flooring, plywood, mold- 
ing, windows, doors, insulation, bathrooms, paints, 
wallboards, roofing, plastering and masons’ supplies, 
and hardware and hand tools. Almost every item is 
illustrated and prices are prominently listed. 

“We definitely intend to publish another catalog 
for 1955,” says Fitts. 


RADIO, TV AND NEWSPAPERS: Owner Fitts 
handles all advertising, insists on a continuing 
schedule on radio, TV and in newspapers. 

(continued on page 98) 
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For 
added 
insulation 


profit 


Use this NEW 
ALFOL DATA BOOK 
to sell more insulation at a better profit! 


Just off the press, here is the most comprehensive Alfol 
Data Book ever published—24 pages of fact, figures and 
illustrations. Answers almost any question you could be 
asked on the subject of Reflective Insulation 

Colorful, easily understood, ideal for counter reference. 
Helps you build real volume in the insulation that offers 
more profit to you . and a better buy for the customer. 

If you're already handling Alfol, check with your dis- 
tributor about this vital new selling aid. If not, why not act 
now to cut yourself in on the growing trend to reflective 
insulation. A free copy of the new Alfol data book will be 


forwarded on request. 
125-55 


REFLECTAL CORPORATION 
A subsidiary of Borg-Warner Corp. 
Suite 2890, Chicago 4, Illinois 


ALUMINUM FOIL INSULATION 











IMMEDIATE 
DELIVERY 


Build More Saleable Area into Homes with BESSLER 
mq, Disappearing Stairways 


The ORIGINAL disap 
pearing stairway made 
for over 40 years 
A real stairway--not «4 
ladder 
Seven well-engineered 
models-—for every need 
Mafety-designed in every 
detail for your protection 
» Bultable for the finest 
homes--old and new 
). Operates from above and 
below 
Full width treade—SAFE 
for everyone 
ALL, steps are of equal 
height 
Treads and stringers are 
made of Sitka Spruce 
Full door width provides 
ample access for large 
objects 
Full length SAFE hand 
rail 
Accurate architectural de 
sign assures easy and 
BAPE ascending and de 
scending 
All metal parts are made 
of strong, SAFE pressed 
steel 
Repairs always available 
on quick notice for all 
modele—no ‘‘orphans,"’ 
Doors made of White Pine 
wet and Fir in two-panel and 
all Char flush types hardwood doors 
in flush type only 
Tailor-made for all heights—no 
short or long steps 


fescr 
ine of seven . 
« Ss Models 
ee ae T. Hundreds of thousands in daily 
atal « and wall chart use 
] in your files for Ik. IMMEDIATE DELIVERY! 
ady =. rence write now 10. Meets all building codes 


THE BESSLER DISAPPEARING STAIRWAY CO. 


1900-B East Market Street, Akron 5, Ohio 











Here are the "Silent Salesmen" panels that were 
featured last month at the Cleveland Exposition 
clinic on ''Store Layout and Display". . . 


3UILDING PRopt MERCHANDISER 


Russell W. Nowels of Nowels Lumber & Coal Company, Rochester, 
Michigan, conducted the “Store Layout and Display” Clinic at the 
Exposition last month. In fact, Mr. Nowels has been so successful in 
the use of these “Silent Salesmen” panels that his articles have ap- 
peared in leading trade publications in the building supply field. 


You can profit from the experience of Mr. Nowels and many other 
successful dealers by employing Multiplex stand-up panels and swing- 
ing panels to display such items as roofing, siding, floor and wall 
covering, paneling, moulding, etc. You are bound to increase sales 
by improving your display methods, and literally thousands of dealers 
have found Multiplex the answer to many of their display problems. 
Why not learn more about how Multiplex can build sales for you? 


MULTIPLEX sen FIXTURE CO. 


907-917 North 10th Street St. Louis 1, Missouri 





Please send your Display Equipment Catalog 
NAME 
COMPANY 
ADDRESS 
CITY AND STATE 
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SWINGING PANEL DISPLAYS are a must in the 
small showroom, which was converted from an oil 
refinery office 


“Last season we sponsored the radio broadcasts 
of the Erie Senators’ games. Commercials tied us in 
with each inning. Cost of each broadcast was about 
$35. The firm also sponsors a daily, 15-minute news 
program at 6 p.m. 

A one-minute commercial film was shot in the firm’s 
yard to show services and facilities offered in various 
departments. The spot advertising film is used once 
each week on the local TV station. Cost of making 
the film was $125 and broadcast time runs about $25 
per showing. 

Regular display advertisements are carried in the 
daily newspaper once each week. Using ADservice 
and manufacturers’ mats, the ads are beamed to 
homeowners. 


Il — Helpful Consumer Services 

“Because we are primarily aiming at homeowners,” 
says Fitts, “we try to give homeowners every assist- 
ance,” declares Fitts. 

“To begin with, we make sure our sales floor is 
well staffed—especially Saturday mornings. Noth- 
ing is worse than for a dealer to allow a customer to 
walk away dissatisfied because he could not even get 
waited on. The Saturday-morning crowd is composed 
of some who want to spend 50¢, some who want to 
spend $15-$50 and one or two who want to talk about 
a new home. You can’t slight the 50¢ customer, be- 
cause next week end, he may be the house customer,” 
says Fitts. 

The firm offers a complete home planning and reno- 
vation library which includes more than 50 popular 
plan books. Customers may borrow the books for 
home study. Trained estimators will figure jobs on 
request. The firm will recommend contractors from 
its list of about 100. Financing is arranged under 
the conventional or FHA-VA systems. 


Ill — Services for Contractors 
Throughout the fall and winter season, the firm 
conducts monthly contractor parties. The meetings 
are held in the office and feature movies and talks 
by manufacturers’ representatives. 
“This education service for contractors keeps them 
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CONTRACT CAR UNLOADERS handle major unload- 
ing jobs for the firm. 


abreast of new products,” says Fitts, “and helps us 
cement friendly relations with contractors.” 

The firm often assists contractors in finding proj- 
ects suited to their talents. All lumber orders deliv- 
ered to contractors’ (and consumers’) job sites are 
strapped to prevent breakage and pilferage. The firm 
operates four delivery trucks which are equipped 
with attachments for rolling off strapped loads. 

“We buy lumber only from mills who conform to 
U. S. Standards of Grading and we sell these grades 
as we buy them. There is no upgrading. We invite 
customers to inspect our stock at any time,” Fitts 
notes in the catalog. 


IV —Sound Management Techniques 


PERSONNEL: Members of the staff are assigned 
specific duties but each man receives work experience 
in all departments. 

The firm employs one full-time outside salesman 
who: follows up leads sent in by manufacturers; 
runs down building permits, Dodge reports and other 
leads; and services contractors. Also, the manager 
of the paint department spends at least half of his 
time promoting sales outside the yard. Within the 
office, there are three people on the counter at all 
times—more during rush hours. The mill employs 
four men. 

Yard men are allowed to earn extra money doing 
simple assembly work on mill items in the evenings. 
They are usually paid by the piece. 

CONTRACT CAR UNLOADER: Unloading of rail- 
road cars and motor trucks is handled for the com- 
pany by a contract car unloader. The firm signs a 
contract with the unloading firm for six-month pe- 
riods. 

“We once had demurrage bills that ran as high as 
$100 per month,” says Fitts, “but since hiring the 
contract unloading firm two years ago, we have not 
paid a nickel’s demurrage. The arrangement has 
solved the troublesome problem of finding laborers 
and we have the extra advantage of knowing what 
our unloading costs will be in a given period. The 
unloader has a crew of 3-6 men, and he’s available 
at all times. Charges are made on the basis of so 
much per thousand board feet. We just tell him 
where to stack the materials and he does the rest.” 

COLLECTION PROCEDURES: All bills are made 


(continued on page 151) 
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N OW ft ERMOSEAL! 


Aluminum Prime Windows 
backed by this famous name! 





To every dealer and distributor this means... 








from the moment you take on the Thermoseal line, you have an important and exclusive feature to offer... 
the F. C. Russell Company quality, service and reputation. Thermoseal Aluminum Prime Windows are 


a new product. . 


. and there’s an old saying that if you want to know where a new product is going, 


find out where the manufacturer has been. The F. C. Russell Company has always been and still is the leader in the field. 


FULL PROFIT FROM WINDOW SALES... 


because you sell your customer a line of 

complete, ready-to-install Aluminum Prime 

Windows with these cost-saving advantages: 

@ No on-the-job glazing —no painting 

@ Lower labor costs — installed in minutes 

e@ Completely felt weatherstripped and 
watertight 

@ Fiberglas screens that won't rot, corrode or 
stain 

@ Optional insulating sash for controlled year 
‘round ventilation 


NEW THERMOSEAL DISPLAY UNIT 


Compact sales 

maker, carefully 
tailored to the rec 

ommendations of 
the National Retail 
Lumber Dealers 
Association. 
Geared to make 
your valuable floor 
space pay off in 
salesmaking impact. 


Thermoseal Prime Window Division 


THE F.C.RUSSELL COMPANY 


Dept. 5-AL-115 Cleveland 1, Ohio 
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THE THERMOSEAL LINE INCLUDES: 
V Horizontal slide windows 

V Fulvue ventilating windows 

Vv Vertical slide windows 

V Multi-lite ventilating picture windows 

V/ Glass jalousie louvered windows 


Big profit dealer and distributor opportuni- 
ties are still available. Write, wire or phone 
today to get in on the hottest deal in the 
building products field 


r — 
reas omen 


in Canada: Toronto 13, Ontario 
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Mack's carefully-planned, well- 
designed, cab-forward series with 
the Verti-Lift cab holds all the aces 
for efficient hauling of maximum 
standard or specialized cargoes, in 
city delivery services or over the 
road. Take a quick look at all 

their features, and you'll see why: 


COMPACTNESS. One full foot shorter 
than any other C.O.E. Only 68” from 
bumper to back of cab. Takes 20 
square feet less shop space than 
tilt-cab trucks. 


READY ACCESSIBILITY —EASY 
MAINTENANCE. Revolutionary new 
Verti-Lift cab goes straight up .. . in 
seconds ... giving full exposure of 
front of chassis, engine, all accessories. 
Routine servicing is accomplished 
without raising cab. 


“DRIVER'S DREAM” CABS. 
Full-view windshields give unsurpassed 
vision up, down, and to either side; 
improved, easily entered driver's 
position is comfortable and roomy. 

This wide-door 3-man cab is fully 
insulated and ventilated, easily heated, 
and fumeproof. 


MANEUVER ABILITY. Shorter turning 
diameter —for instance, with 812” 
cab-to-rear axle dimension, turns can 
be made in a 34-ft. diameter circle. 
Easy parking and steering. Simple, 
conventional controls, Proved Mack 
Magnadyne® engine provides ample 
power for the steepest hills, quick 
pick-up in stop-and-go city traffic. 


| | DEPENDABLE, ECONOMICAL. Uses 
Mack-built, Mack-proved components 
with Mack’s consistently powerful, 
fuel-saving engines, rugged, smoothly 
operating transmissions, dependable 
brakes. In every respect, these are real 
Macks—the longest-lived, most 
productive and economical units 
you can operate. 








ADAPTABLE. 20,000 Ibs. to 28,000 
lbs. G.V.W., as platform truck, and as 
a tractor in the 40,000-53,000 Ibs. 


G.C.W. range, four wheel or six wheel, 
this versatile cab-over is adaptable to 
= your specific requirements. 


Come see them—compare them 


against the trucks you now own, 
D SE a % against any other C.O.E. Your 

Mack Factory Branch or 

Authorized Distributor will be glad 


to give you the complete story. 





3524 
MACK TRUCKS Empire State Building, New York 1, N. Y. 
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NO 
fitting, 
NO finishing 
with cedar 
shakes? 








RIGHT! 
Finish a 
house a day ()\ 

THE | | Bi , mean 
GLUMAC ome) eccenaesness 


| i A club house today, homes of their own tomorrow 
LU # ., and for every home, dozens of MALTA win- 


dows. The children of the past decade .. . the 
record-breaking rise in population guarantee a big 
boom in building for years to come. With this 
building will come even greater demands for the 
fast-moving, high volume line of MALTA wood 
windows, Be ready for the rush, be set for sales 
SAVE 70% ON COSTS! Leading builders report it’s . stock, sell, and profit with MALTA 

not exceptional to complete the sidewalls of an average 
house in a single working day. 


WON’T CRACK PEEL OR BLISTER t . = = Your builder customers 


know the time and money 
saved with the easy-to- 
remove jamb liners in 


Big, easy-to-handle GLUMAC Units are famous Shaker- 
town Cedar Shakes, bonded to 16” x 46%” tapered 
backer-board. Just 22 units cover 100 sq. ft. at recom- 
mended 14” exposure. New, improved factory-staining fF OW MALTA Units -» » they 
assures highest weather-resistance, longer-lasting pro- if adapt the frame to walls 
tection. Colored nails included in each carton. , of varying thicknesses 
’ 7 a 4 A - §\V ”* l _ 
Why not save 70% on application costs with GLUMAC from 514" to 4% 
Units? Call your distributor TODAY — or write The 


Perma Products Co., 20310 Kinsman Rd., Cleveland 
22, Ohio. Watch sales grow 


‘ with MALTA windows! 
wwe | Shakertown 


See Shakertown Sidewalls on the new NATIONAL HOMES! 


MALT-A-VENT 


E 


= Zs 
iu 
MALT-A-GLIDE MALT-A-MASTERS 
Write for literature, today, and 
the name of your MALTA jobber. 
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Mats for Your “Package” Advertising 


Your Retail Sales Planner (American Lumberman, 
Sept. 5) recommends special emphasis on home im- 


provement projects 


during November. 


ADservice 


makes it easy for you to run attractive, convincing 
ads of any size, featuring a variety of timely “pack- 


ages.” 


The two ads at left show a few of the “major proj- 
ect” mats. In the ad at right, we’ve used mats of 
typical do-it-yourself projects. All mats shown are 


available to dealers 


write for a free 48-page book 


showing complete service, plus helpful copy and lay- 


out ideas. 


1 col, x 12 in. ad 


using ADservice mates 


nos, 81, 80, 84, 





Still time to build 
before winter! 


GARAGES 


4" 98. 





























00 Pen mo. 








YOUR NAME : 


102 


2 col. x 12 in. ad using ADeervice 


SR a 





00k. es THE 


extta rooln 


YOU NEED! 








We'll help you plan an ATTIC ROOM 





COMPLETE 
MATERIALS 
AS LOW AS 


*00. pun mo. 
ADD A ROOM 








—— cowy® 























cowt o— 











row as "00 pan mo. 














cow as "00 pre mo 


YOUR NAME 














No. 46 of a Series 


3 col, x 12 in, ad using ADservice 
mats nos, 228, 187, 238, 235, and 156. 


YOUR NAME OR SIGNATURE CUT HERE 









(brand) 
CEILING TILE 












































(brand and type) 


INSULATION 























YOUR 








wee EO RESO OCOOCOOOSOOOOO CTT ee ee 


NAME 





Copy “B”" 


That unused attic has marvelous 
possibilities! Our room-planning 
experts will show you how it can 
be transformed into an attractive 
bedroom, den, TV room, or even 
two rooms! Your choice of mod- 
ern, economical materials—knot- 
ty pine or (brand) insulating 
plank . .. (brand) ceiling tile 
. or you may prefer plywood 
walls and ceilings . . . (brand) 
flooring. Come in and talk it over 
get started soon and have it 
ready for use this winter! 
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Copy “C” 


This may be the answer to your 
space problems an all-purpose 
room added on to your present 
home. We'll help you plan it to 
suit your family’s needs exactly 
and make complete arrangements 
for financing and construction. 
Why let valuable space go to 
waste most of the year when 
you can economically convert it 
into a beautiful, comfortable 
room! Just bring in a snapshot 
and measurements of the porch 
and we'll give you design sugges- 
tions! 








KOCHTON 


has the right Plywood 


for all your needs 


Aen Nene re 


Let us fulfill all of your requirements for DOUGLAS FIR PLYWOOD 
in the size, thickness and grade specified for your job. We can 
supply fir plywood in thicknesses from Y%” to 1”, widths from 24” 
to 60”, lengths from 48” to 192”. 


Fir plywood sheathing is available in interior or exterior type for 
roof, wall and floor construction. Concrete Form plywood is han- 
died in the BB Grade for normal use; in the plastic-faced panel 
for the smoothest surfaces and greatest number of re-uses. Decora- 
tive plywoods in the brushed or embossed patterns are excellent 
for natural or duotone finishes. 


Call us for the new EVERSIDE EXTERIOR PLYWOOD BEVELED 
SIDING. This new overlaid fir plywood siding assures greater 
strength, increases nail-holding qualities and will not split or sliver. 
Application costs are reduced because the siding covers large 
areas with widths of 12”, 16”, 20” and 24”. The prime coat of 
Penta WR and the tough overlaid surface make it easy and 
economical to paint. Be the first in your locality to sell this PROFIT- 
MAKING product! 


Contact us today for your building material needs in carload, 
L.C.L. or warehouse shipments from any of our 14 conveniently 
located warehouses. 


CALL US ON CARLOADS OF 
LUMBER & MOULDINGS 


+ KOCHTON 


PLYWOOD amo VE 
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A PERFECT 
INSTALLATION 
EVERY TIME 


ALi«o1 8 EE 


Kennaframe! 


sliding door wall pocket 





®@ Pretabricated 


e Completely 
adjustable 


@ Easy to instal! 
® Warp-proot 
® Trouble-tree 


The simplest and surest way to 
install a 1%" door that slides into 
the wall is to use prefabricated, 
WARP-PROOF KENNAFRAME. 
Adjustable three ways to fit all 
2x4 walls. Takes any kind of wall 
finish, Nails can not pierce steel 


jamb to damage door. Choice of 


two types of hangers. Eight nylon 
wheels per door. 





FREE BUYER'S 
GUIDE describes 
and illustrates the 
complete Kenna- 
track line. Write for 
your capy today. 


KENNATRACK CORP. 


ELKHART, INDIANA 
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...among the dealers... 


New Construction and 
Estimating Courses 


A correspondence course in basic 
drawing and light frame construc- 
tion has been announced by Lum- 
ber Dealers’ Merchandising Insti- 
tute, St. Paul, Minn. 


The 10 - week 
course, available 
to lumberyard 
employes, will be 
conducted by 
Phinney O. Lar- 
son, a member 
of the teaching 
staff of the Uni- 
versity of Min- 
nesota, School of 
Forestry for the 
past eight years. 
It provides students with a general 
knowledge of frame construction 
and enables them to make scale 
drawings and sketches, beginning 
with simple structures and ending 
with a small house including con- 
struction and cabinet details. 


Larson 


After students have completed 
the correspondence course, they are 
eligible to enroll in a two-day school 
of estimating conducted by Mr. 
Larson. Students will be taught 
how to take off materials from many 
types of plans, including those 
which they have prepared in the 
drawing course. They learn by do- 
ing, in an intensive course carried 
on for two full days and evenings. 
Classes will be conducted at con- 
venient locations whenever there 
are approximately 30 eligible stu- 
dents in the general area. 

The correspondence course can 
be taken at any time. It consists of 
10 weekly lessons which are graded 
and returned to the student, either 
direct or through his company. 


Munford to Speak at 
Southeastern Dealer Show 


Dillard Munford, who has re- 
ceived national recognition for his 
successful do-it-yourself stores, will 
be one of the featured speakers at 
the Southeastern Dealer Conven- 
tion and Building Material Show, 
November 16-18. 

Munford is president of the Mun- 
ford Co., which now owns six stores 
outright and is associated with nine 
others using the Munford name. 
He will talk on what not to do as 
well as on what is essential in the 
profitable handling of the do-it- 
yourself type of business. 





Parking Helps Build 
Consumer Business 


Convenient parking for prospec- 
tive customers was given major 
consideration in the remodeling 
program recently completed by 
the J. 8S. Irving Co., Westfield, N. J. 

Since the store and yard are 
located on a _ heavily traveled 
street, store executives felt that 
adequate space was essential. Two 
one-way parking lanes providing 
space for 20 cars parallel the 
street. Plainly-marked entrance 
and exit signs mark opposite ends 
of the 26x180 lot. 

Manager George Reilly, Jr. says 
that adequate parking and air 
conditioning of the offices and dis- 
play room are important factors 
in bringing customers back again 
and again. 


Long-Time Employes 
Honored at Luncheon 


Getman and Judd Co., Stamford, 
Conn., held its annual employe 
luncheon recently. Highlight of 
the affair was the awarding of 
engraved watches to those who 
have been with the firm five years 
or longer. 


Joseph J. Peltz, president of the 
102-year-old building materials 
firm, says, “We are proud that 
Getman and Judd is the kind of 
place where people like to go on 
working, year in and year out.” 

One of the oldest employes at 
the luncheon, George Gould, has 
been with the company since 1901. 


Lumber Log 


W. H. Wiig has joined Johnson 
Cashway Lumber Co., Omaha, as 
sales manager. Wiig has been in the 
construction business in Grand Island. 


Hoo-Hoo-Ette Club #3 (San Fran- 
cisco), recently installed new officers. 
Lucy Lipe, The Pacific Lumber Co., 
was chosen president, succeeding 
Sally Haddox of Weyerhaeuser Sales 
and Elise Wahlund, Simpson Redwood 
Co., was made first vice-president. 
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Peter Hohn, has been named man- 
ager of a new retail lumber yard to 
be operated at Newark, Calif. by the 
Western Sierra Co. Hohn was form- 
erly with the Western Sierra Lumber 
Co. at Pleasanton. 


Henry Hess, in the retail lumber 
business at Sebastopol, Calif., for 42 
years, has sold two of his four retail 
yards to the Sebastopol Lumber Co., 
a new firm controlled by the E. A. 
Christenson family. Hess will continue 
his yards at San Rafael and Novato. 


Robert Cross and Richard Bennet 
of Merced have purchased the Valley 
Lumber Co., Selma, Calif., and the 
firm will be known as the Selma Lum- 
ber & Hardware Co. Riley Hallmark, 
former manager of the yard, will re- 
main with the new owners. 


Robert E. Gallagher, secretary of 
the New Mexico Timber Co., Albu- 
querque, who represents Jurisdiction 
No. 6 on the Supreme Nine of the 
International Concatenated Order of 
Hoo-Hoo, is the first New Mexican 
ever to hold this office. 


Vancouver Hoo-Hoo 
Give TV Sets to Hospitals 


Approximately $3,000 was raised 
at the Vancouver Hoo-Hoo barbe- 
cue in August, according to J. C. 
Walsh, president. More than 300 
members attended the affair which 
was held on the estate of lumber- 
man Gordon Gibson, immediate 
past president. 

Net proceeds of the event were 
to be used in providing TV sets 
for the use of patients in the area 
hospitals. Vancouver Hoo-Hoo 
have already provided 15 sets op 
erating on Tru-Vu cable to ensure 
perfect reception for the special 
type of large sets installed. 

The project, begun nearly two 
years ago by the Vancouver Club, 
is scheduled to continue indefinite- 
ly. 





STORE HOURS 
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not pay overtime, but at the year’s 
end “10% of the net profits are 
turned back to the employes.” 

Some companies stagger em 
ploye hours. One in the southwest, 
open from 9 to 1 on Sundays, Sep- 
tember through May, pays time- 
and-a-half for overtime, but also 
staggers employe hours. The sales 
force is split at noon on Friday, 
half works through the week-end, 
while half is off. They also hire 
part-time help when necessary. 

A New England dealer keeps a 
regular 50-hour work week, 40 at 
regular rate and 10 hours at time- 
and-a-half. A southwest dealer 
uses the same system for his force 
which works 49!» hours weekly. 
A southeastern dealer’ reports 
keeping open till 4 on Saturdays, 
but with a reduced force and no 
deliveries after 12 noon. 
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here's the secret of 


ASSURED UNIFORMITY 


for Greenlee 22 


solid-center auger bits ¥ 


They’re milled on automatic machines 





‘‘How can you get su h unt- 
formity in your Greener 22 solid- 
center auger bits?’’ we've often 
been otek 

It's understandable why this 
question comes up because with 
the old-time, standard method of 
making auger bits, so much hand 
work was involved that close unt- 
formity in most details was im- 
possible. 

For some time now, GREENLEE 
has been making solid-center auger 
bits on a battery of huge automatic 
machines . . . specially designed and 
built at the Greenvee plant to do 
this job alone. This operation was 
adopted solely to bring about as- 
sured uniformity so that all bits are 
the same . . . an important feature 
you and your customers have al- 
ways needed! 


All cutting parts, point, throat, 
and twist of these Greentene 22 
solid-center auger bits are automati- 
cally processed. You always get 
bits with true cutting edges, perfect 
squares, accurately hobbed screw 
points, and cold-formed shanks that 
never vary. 

All this adds up to a new concept 
of auger bit uniformity . . . a decided 
selling ‘“‘plus’’ for you. Here's 
reason again why it pays you well 
to stock and sell the products of 
GREENLEE... your high! depend- 
able source of fine hand tools 

Write today for full details on 
the milled Greener 22 solid-center 
auger bits with assured uniformity. 


z= 
GREENLEE 


GREENLEE TOOL CO., 2271 12th STREET, ROCKFORD, ILL., U.S.A. 
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@ GOOD ADHESION ... slides easily. 


@ DISSOLVES QUICKLY in hot or cold 
water... won't spoil. 


@ FREE FLOWING .. . won't coke in box. 
Aveilable in 5 os and larger quantity size containers 


CONSUMERS GLUE CO 


44 ity | 5 LOUIS M 











QUALITY GRADED PLYWOODS 


for Weathering and 
Durability 





Prompt Attention 
to your needs. 


12 Convenient Warehouses 
MICH, IND. TEXAS CALIF. MO. 
WIRE — PHONE — WRITE 


For immediate Delivery 


BRAUND PLYWOODS INC. 


314 Wabeek Bidg. 
Birmingham, Michigan 
Midwest 4-3450 
TWX 500 
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PRESIDENT-ELECT F. E. MALINGER of Morgan Sash & Door Co., Chicago, 
center, heads an active industry, he is assured by president Clarence Kimball, 
left, and secretary-manager C. W. Nagle, right 


Millwork Jobbers See 
New Sales Opportunities 


Tell how retailers can 
sell more kitchen cabinet and 


storm sash jobs. 


The retail lumber dealer can 
sell kitchens and storm sash- 
screen installations, according to 
members of the Northern Sash & 
Door Jobbers Association. This 
belief was brought out in general 
discussion at that group’s annual 
meeting at Chicago, October 3-5. 
The group met in an atmosphere 
of competition, for across the hall 
at the same time was a meeting 
of the Aluminum Window Manu- 
facturers Association. 

“A planning service is needed,” 
commented C. R. Hunsicker of 
Curtis Companies, Inc., Clinton, 
Iowa. “If the lumber dealer will 
offer this planning service, he’ll 
sell kitchens.” 


Specialists Dominate. The pack- 
age-selling field for kitchen cabi- 
nets and storm sash-screen instal- 
lations is dominated by specialists 
and applicators, according to Hu- 
bert K. Whitmer of The Whitmer- 
Jackson Co., Buffalo, N. Y. Other 
jobbers agreed, adding that the 
specialist is apt to be an oppor- 
tunist on whom jobbers cannot 
rely for consistent volume. 

“But,” complained Whitmer, “in 
these fields that are dominated by 
specialists, the retailer often is 


interested only to the point of ob- 
jecting when a jobber sells to 
one.” 

The future shape of the indus 
try was outlined by S. S. Cook of 
Curtis Companies, Inc., Chicago. 
He said competent observers’ of 
the industry believe there will 
eventually be but two kinds. of 
retail lumber dealers. 

“We will have big dealers, who 
will offer little in the way of extra 
service, but will feature low mark- 
up, low prices and rapid delivery,” 
Cook said. “And we will have 
smaller dealers who are selling 
package products. These wi!l have 
a higher markup but wil! offer a 
lot of service to earn that markup. 

“If this is right,” Cook added, 
“neither jobber nor retailer will 
have a problem in moving mer- 
chandise and the industry will be 
a prosperous one.” 


Must Be Sold. It was noted that 
when products are produced they 
must be sold. The manufacturer 
is not necessarily bound by tradi- 
tion in seeking outlets through 
which to move the goods. 

“In the long run, the manufac- 
turer must sell to the outlet per- 
forming the services required,” 
Hunsicker told the jobbers, “and 
the distributor must do this, too.” 

The question of the millwork 
jobber selling direct to house pre- 
fabricators was touched upon. As- 
sociation president C. M. Kimball 
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commented that while his own firm 
sells only to retailers, he sees 
nothing wrong with sales to pre- 
fabbers. 

“In most cases the retail lumber 
dealer is unable to sell the house 
prefabricator, so the jobber must,” 
he said. 

Almost every millwork distribu- 
tor represented at the meeting is 
setting up substantially 100% of 
all window units sold. The in- 
creasing importance of factory- 
packaged window units was men- 
tioned. A decline was noted in 
retailers’ inventories of KD frame 
stock in almost all territories. 


Pre-Hung Trend Noted. A ris 
ing acceptance of pre-hung door 
units was reported by a number 
of jobbers who reported their suc- 
cess with them. 

“Watch this trend,” advised 
J. C. Coppins of The Whitmer- 
Jackson Co., Massillon, Ohio, “for 
both hardware and door manufac- 
turers are beginning to think of 
developing products especially for 
pre-hung door production.” 

But the jobbers were warned 
that pre-hung doors are not easy. 

“You should expect sizeable ex- 
pense and study,” according to 
A. J. Jordan, Jr., Jordan Millwork 
Co., Sioux Falls, 8. D. “Although 
it is difficult, it is good business,” 
Jordan said, reporting three vears’ 
experience with pre-hung door 


production and sale. Ihere’s no substitute for the 


e 
; Your business experienced personal service and help 
Ads Prove Successful. A co 


a“ sR é you get from your Porter-Cable 
operative advertising program tell- e ° e . thy aie bape ‘ 
ing the merits of wood windows iS his ob representative. or his only interest 
was reported by Hilmar Hall of | is in building your tool business. 
Sea tae tld toe ‘hh el He devotes his time and his energies 
wholesale millwork firms in Sagi- to your problems .. . helps train 
naw, together with 12 retailers, 
are running newspaper advertis . 
ing on wood windows. ther franchise 

“Each week during the fall No © , 

ee . local trade shows, makes himself 
months we have jointly sponsored gives you 
ads at a cost of but $5-$6 per firm xtras! 
per week,” Hall said. “We believe all these 
we are succeeding in telling people 
about the merits and beauty of Your Porter-( 
wood.” 

The problem of combatting the 
jobber’s narrowing profit margin 
was commented on by Cook. He 
urged that the association sponsor 
the development of a good cost 
accounting system for jobbers, a in 
without which a company cannot ° Participation ® 
know where to trim costs in order uote SO" \ 
to increase net profits. @ Displays, loc# 


feing, direst 
advertising, ° - : 
Officers Named. F. E. Malinger e Calls on key prospect Porter-Cable 
of Morgan Sash & Door Co., Chi 


atrol a 
aventory © GQ Eleciue Jools 
cago, was elected president of the ot ns 


: . oblet 
association. He succeeds C. M. @ Service . t 
Kimball of Kimball & Russell, Inc., eo New procus 
Detroit. Kimball was made a information PORTER-CABLE MACHINE COMPANY 
director 1 selling plans 505A WN. Salina Street, Syracuse 8, N. Y 
L. C. Croft of Iroquois Millwork 
Corp., Albany and Syracuse, N. Y., 
was elected vice-president. S. D. 
(continued on page 109) 


your sales force, calls on your major 
prospects when you request, offers 
his services when you participate in 


available for store demonstrations 
and special promotions, 
able 


He has a wealth of power-tool 
rsonally 


representatit e pe knowledge and experience — and it’s 


helps you with all yours for the asking. He's a key 
les peopl reason why the Porter-Cable franchise 
sales pe 


Tes of 4 
e Training ms means business—and profits—for you. 


e Store demonstrat 


ond promotions 1 few franchises are still available. 
Write for details today. 


{ mail 





e Budge 


SAWS + DRILLS + SANDERS 
ROUTERS + SHAPERS + PLANES 





In Canada, write to Porter-Cable, Lid., Box 5019, 
London, Ontario. Canadian prices slightly higher 
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of America's finest hardwoods—Appalachian Hardwoods. Finest 
because rich soil and climatic conditions of this area produce soft 
texture, uniform grain, and easy workability. These woods are 
available now as lumber, flooring, most standard and specialty 
building items. Assure yourself of more sales with their exceptional 
quality. Order Appalachian Hardwoods today from the following firms: 


*M. E. Crisp Lor, Co., Welch, W. Va. 
West Virginia and Kentucky Appalachian Hardwoods, 


Oak, Poplar. Beech, Maple, Ash, Hickory, Chestnut and 
other hardwoods. All facilities. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 


The M. 8. Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods. 
‘Century’’ Oak and Maple Flooring 


*Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring, Dimension 


“McCracken & McCall, Inc., Lexington, Ky. 
Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mill at Flat Lick, Ky. 


A Directory to Better Building and Increased Sales 


The concerns listed below specialize in the precision production 


FOR FINE 


“Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 
J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 
Manufacturers Appalachian Hardwood Lumber 


“Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. Complete Line 
of Appalachian Hardwoods. Maple and Oak Flooring 


*The Mower Lbr. Co., Charleston, W. Va. 


West Virginia Hardwoods, Flooring and Glued-up Di- 
mension. Dry Kiln and Planing Mill facilities. Mi'ls: Cass. 
Nallen, Dailey, Durbin, Colcord and Pettus, W. Va. 


Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut. Poplar. Basswood. Beech, 
Cherry, Mahogany and Lavan Lumber. Domestic and 
imported Veneers. Hardwood Flooring—Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring. 





& *Member Appalachian Hardwoods Manufacturers, Inc. 
ALWAYS SPECIFY APPALACHIAN HARDWOODS 
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Griffeth of Midwest Jobbers, Inc., 
Chicago, was reelected treasurer. 
C. W. Nagle, Chicago, was re- 
elected secretary-manager. 

New directors include David 
Whitmer of The Whitmer-Jackson 
Co., Buffalo, N. Y.; J. Dunean 
Brown, Iron City Sash & Door Co., 
P ittsburgh, Pa. and past- president 
Kimball, who will serve three- 
year terms. 


Knecht's Names House 
New Sales Manager 


Knecht’s Lumbermens Supply, 
Rapid City, S. D., has appointed 
Robert Y. (Bob) House as sales 
manager. 

According to 
the announce- 
by Don Knecht, 

House will work 

with manufac- 

turer’s represen- 

tatives on dealer 

sales aids and 

promotions of- 

fered by manu- 

facturers. He 

will be responsi- 

ble for coordinating the manufac- 
turers’ sales programs with related 
programs of Knecht’s Lumbermens 
Supply and its dealers. 

House has been with the Knecht 
organization for some time as city 
salesman. He formerly was with 
Curtis Companies, Inc. 





Wholesaler Shorts 





The National Wholesale Lumber 
Distributing Yard Association held its 
annual meeting in Chicago last month. 
New officers elected for 1955-56 are: 
president, Vernon F. Christmann, St. 
Louis; 1st vice-president, Dallas Don- 
nan, Seattle; 2nd _ vice-president, 
George D. Patterson, Dearborn 
(Mich.); secretary-treasurer, W. E. 
Drown, Boston. 


The Valley Lumber Co. at Fresno 
has discontinued its retail operations 
while retaining Valco, the firm’s 
wholesale set-up which is now a part- 
nership consisting of F. D. Prescott 
and E. M. Prescott. The former has 
continued his ownership of the Se- 
quoia Lumber Co. and the latter still 
operates the Prescott Lumber Co. at 
Sanger. 


Trevor Sales Co., Centerline, Mich., 
has been appointed exclusive repre- 
sentative in Michigan for the Buffalo 
Steel Corp., according to Franklin B. 
Pinzel, Buffalo Steel’s general sales 
manager ... Russell Trevor, president 
and George Lott, vice-president, head 
the steel warehousing organization. 
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KEYSTONE 
INSECT WIRE SCREENING 


STANDARDIZE on Keystone Screening and 
you'll find it really pays off. Keystone gives 
you the sort of screening that wins friends and 
upholds your reputation for selling top values, 
And there’s no mystery about this. every 
inch of Keystone Insect Wire Screening is 
completely uniform and reliable. Finest ma- 
terials and construction assure maximum 
strength and extra service life... it's a premium 
product without premium price, 


Keystone Insect Wire Screening is available 
in aluminum, bronze and galvanized steel, and 
in all standard and fractional widths. It meets 
U.S. Dept. of Commerce Commercial Stand- 
ard 138-49. Order Keystone from your regular 
supplier for top screening efficiency and the 
good will that spells repeat business, 


KEYSTONE 


WIRE CLOTH COMPANY 
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( Here's the one that \ 
WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 








\< 

DUR, ' 

Most dealers report: @QZ, pred 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What's more, 
urham’s Rock- 
Hard Water Putty 
gives you by far the 
st profit-margin on 
any product of this 
nature, Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chi off, Durham’s Rock-Hard 
Water Putty yon not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel j int or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
lay. Avaflable in 25, 50, 100-lb. drums for 
ndustria) users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


own 






















for Tacking 
NSULATION © CEILING TILE 
BUILDING PAPERS 


Hammers 
These automatic tackers save you time. 
money, and energy. One hand does the 
job. Staples are driven securely as fast 
as you operate tocker. Let Duo-Fast Tackers 
do your work for you. 

Free Service. You'll like the Duo-Fast Free 


Maintenance Service available to all Duo- 
Fast users. 


Rent ‘em — Loan ‘em — Sell ‘em 
Write today for the Duo-Fast Story. 


FASTENER CORPORATION 
860 Fletcher — Chicago 14 
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SOLID TIMBER ROOF TRUSSES span two adjoining sections in Tremont’s new 
lumber shed, giving the firm 45,000 square feet of post-free storage space. 


Tremont Lumber Builds 
With Lumber Trusses 


“Practice what you preach” is 
a time-honored maxim the Tremont 
Lumber Co., Joyce, La., is follow- 
ing to the letter. 

The entire lumber industry 
preaches “use wood” but, accord- 
ing to H. P. Greer, Tremont gen- 
eral manager, a number of lumber 
manufacturers have not followed 
the dictum in their modernization 
programs. Many have used steel 
in constructing buildings and 
storage sheds. Greer says: 


“In most cases, lumber would 
have been better; in all cases, less 
costly. Wood’s competitors have 
very effectively pointed to this in 
convincing those outside the in- 
dustry that they, too, should use 
steel.” 

Using wood, Tremont is com- 
pleting a building program that 
emphasizes the structural and 
economic advantages of wood in 
general, and its use as an engi- 
neering material in particular. 

Two new structures, flooring 
plant and spacious lumber storage 
shed, have been built with lumber 
grown on Tremont’s tree farms. 
Carrying consistency another step, 
the firm is using modern timber 
roof trusses built in conformance 
with the Teco system of engi- 
neered timber construction. 

With the clear-span roof con- 
struction, Tremont’s new lumber 
shed has some 45,000 square feet 
of post-free storage space in two 
adjoining sections, each spanned 
by 64-foot Belgian type timber 
trusses. The shed doubles former 
storage capacity. 

Tremont manufactures southern 
pine and hardwood lumber in its 


mill that has a production capacity 
of about three million board feet 
per month. The firm also produces 
Tremont brand oak strip flooring. 


Temperature Guides 
Weatherstrip Ads 


“Advertise when the tempera- 
ture drops” is the basis of an ad- 
vertising campaign scheduled for 
weather stripping. Local cold- 
spells will regulate the timing of 
2,400 newspaper ads to be run by 
Bridgeport Fabrics, Inc., manufac- 
turers of Inner-Seal, according to 
Richard J. Wilson, sales manager. 

Aimed at the big group of peo- 
ple who don’t think about weather 
stripping their homes until a cold 
wave hits, the ads will be released 
in each geographic area on the 
basis of local weather predictions. 

The new approach to weather 
stripping advertising is planned 
to make local newspaper cam- 
paigns really work for dealers 
when temperatures drop, drafts 
leak in through doors and win- 
dows, and demand is greatest on 
the home front. 


WPA Announces Lists 


Western Pine Association has 
announced a revised list of its 119 
publications and a new list of 
Western Pine Handicraft plans. A 
total of 119 publications are avail- 
able and the list of handicraft 
plans contains 37 separate ideas 
ranging from simple to complex 
designs. Publication list (P.L. No. 
81) and handicraft plans list 
(PLP No. 3) are free upon re- 
quest. Western Pine Association, 
Dept. AL, Yeon Building, Portland 
4, Ore. 
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Better Homes & Gardens Launches 
1956 Home Improvement Contest 


The NRLDA convention in Cleveland was chosen 
by Better Homes & Gardens magazine as the spot 
to launch its 1956 Home Improvement Contest, offer- 
ing a total of $25,000 in prizes. 


The contest, designed to stimulate, recognize and 
reward home improvement, will run throughout 1956. 


It will be announced to consumers in the magazine’s 
January issue. 


Steel Strapping Takes On Color 


Dramatic new colors—-cerise, gold and orange—are 
playing a practical role in lumberyards. These hues, 
and five others, are used on steel strapping to dis- 
courage pilferers. 

Colorgraph strapping, manufactured by the Steel 
Strapping Div., The Stanley Works, is sold only to 
recognized companies. The firm’s trademark or sales 
message, imprinted in any one of the eight bright 
colors, is distinctive enough to deter those who would 
prey on shipments of lumber, brick and other build- 
ing materials. 


Dexter Industries, Inc. 
Is New Name for National Brass Co. 


Announcement of a new 
corporate name, Dexter 
Industries, Inc., for Na- 
tional Brass Co., Grand 
Rapids, has been made by 
Lou M. Dexter, president. 

Adoption of the new 
name represents comple- 
tion of a corporate plan 
begun several years ago. 
The three divisions of the 
pareut corporation are 
Dexter Lock Div., Dexter 
Products Div. and Dexter 
International Div. 

National Brass, founded 
in 1912, patented and pro- 
duced the first tubular 
lock, and in the ensuing 
33 years has become one 
of the nation’s leading lock 
producers. 


Dexter 


Mack Trucks, Inc. Announces 
New Turbocharged Diesel Engine 


To meet the demand for greater power and econ- 
omy for long-distance, high-speed motor freight runs, 
Mack Trucks, Inc., has developed a new turbocharged 
diesel engine. 

The firm claims a gain from 170 to 205 hp is accom- 
plished without increase in engine size, weight, or 
loss of fuel economy, and that fuel economy is even 
better than with the naturally-aspirated type on basis 
of pounds of fuel per brake hp hour. 

The power increase is effected by use of an ex- 
haust-driven turbocharger in conjunction with the 
Mack Thermodyne diesel engine. In action, the 
turbocharged diesel is said to be quiet and smokeless 
except for a short puff at starting. Also, the expan- 
sion and cooling of the exhaust before entering the 
muffler produces a quieter exhaust. 
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Sell the MAGIC of CEDAR for 
Remodeling and Expansion 


It’s easy to plan and sell remodeling with 
Western Red Cedar Siding. Gracefully join 
the new and old structures with the same 
smooth, shadow line pattern of cedar 
siding. And, remember, the remodeling 
market is in addition to the sales you make 


for new home construction. 


You sell more value with Western Red 
Cedar Siding because it has “grown-in” 
values...it’s easy to paint or stain, holds 
its shape, works easily, it’s split resistant, 
goes up fast, resists rot and termites, has 
good insulation value...and gives better 


appearance to any architectural style. 


For Merchandising, Modernization and 
Technical Information, write us... 


aaa ae 


RED CEDAR 


LUMBER 
Sse e 


4403 WHITE-HENRY.STUART BUILDING, GEATTLE 1, WASHINGTON 
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Magna-PF Tool-Time-Plan For Shopsmith Dealers 


A simple time payment program 
for dealers, called Tool-Time-Plan 
has been announced by Magna En- 
gineering Corp., maker of Shop- 
smith. 

Developed by the company in 
conjunction with’ Pacific Finance 
Corp., the new plan will allow a 
customer to select power tools at 
his local dealer’s and pay for them 
on time just as he would a major 
appliance. The new and different 
part of the plan, however, is that 
the local dealer handies the en- 
tire application and credit evalua- 
tion procedure himself. 


Simplified kits with simple in- 
structions for the process, being 
distributed to dealers, will enable 
him to provide the customer with 
fast and efficient service. 

Basically, the system consists of 
a credit evaluation by the dealer, 
delivery of the equipment to his 
customer on payment of a small 
down payment. The contract is 
forwarded then to Pacific Finance 
who sends the dealer the cash 
price less the down payment and 
notifies the customer it is holding 
his contract and asks that pay- 
ments be made by mail to the firm. 


Tarrer.Wenstrer & Jounson. Iwo. 


M 


ontg ery Street ' Box 
SAN FRANCISCO 4, CALIF @ STOCKTON. CALIF 
¢ Teletype f al wd 4.8364 if 
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LITTLE WIZARD handles all basic 
bookkeeping in a small or medium 
sized business. 


Low-Cost Package Deal 
For Machine Bookkeeping 


A new “little wizard,” low-cost- 
bookkeeping machine, capable of 
handling a complete accounting sys- 
tem, promises to outmode the old 
pen-and-ink methods of bookkeep- 
ing. 

Mass produced by The National 
Cash Register Co. to sell at $720, 
the double-duty adding-bookkeeping 
machine will perform all the basic 
bookkeeping tasks in a small or 
medium-sized business. 

The little wizard incorporates 
many features of higher-priced 
models including a front-feed car- 
riage which makes it possible to 
prepare several related forms at the 
same time. It takes care of accounts 
receivable, accounts payable, pay- 
roll, general ledger, stock records 
and so on. Interchangeable control 
bars enable rapid conversion from 
one job to another. A switch at the 
left instantly changes it to a normal 
flexible-keyboard adding machine. 

All the records for an account 
receivable can be handled by the 
machine in a one-shot operation 
ledger, statement and journal—and _ 
everything is in proof on a day-to- 
day basis. New balances are auto- 
matically computed every time a 
posting is made. 

It simplifies payroll records, too 
Earning record, pay statement, 
check, payroll journal and check 
register or disbursements journal 
are all handled at once. Net checks 
are figured automatically. Even the 
earnings to date for the year are 
printed by machine on each em- 
ploye’s earning record. 

Standardized forms, no-carbon- 
required, have been designed for 
use with the machine so customers 
can be offered a ready-made, low- 
cost package deal. Standard forms, 
imprinted with firm name, address, 
phone number and so on can be 
ordered from National at a special 
price. The system is installed with- 
out charge. 
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COMPANIES ANNOUNCE 





Long-Bell Lumber Co. has purchased the Navasota 
Creosoting Co., and will operate it as its Navasota Wood 
Preserving Div. This will make the fifth wood preserving 
plant now owned by the company. C. V. Holbrook, general 
manager of Long-Bell’s Southern Divisions, has announced 
the appointment of P. J. Iles as the new plant manager. 


Huttig Sash & Door Co. Inc., has named Smith Bell- 
snyder manager of its new Atlanta warehouse and assem- 
bly plant. A specially-designed building, the new plant 
is equipped to handle a complete line of millwork, stoc 
assembly and nationally-known brands of building prod- 
ucts. 


Johns-Manville Corp. has appointed 
C. George Dandrow to the newly 
created post of vice-president for cus- 
tomer relations, according to an an- 
nouncement by R. Fisher, presi- 
dent. Dandrow, who has been general 
sales manager of the recently split 
J-M Industrial Products Div., con- 
tinues as vice-president of J-M Sales 
Corp., a position to which he was 
elected in 1946. 


Southern Pine Association has ap- 
pointed Robert W. Lenski advertising 
director, according to a recent an- 
nouncement by S. P. Deas, secretary- 


manager. Lenski will direct the asso- 
ciation’s new national advertising 
program, one of the most ambitious 


in its history. é 
Lenski 

E. L. Bruce Co., Memphis, has named §S. R. Miller, Jr. 
assistant to the president. Miller had been manager of 
the firm’s hardwood flooring plant at Nashville. H. K. 
Magness, assistant plant manager at Nashville, succeeds 
Miller as manager. 


Lockset Screening Co., manufacturers of Lifetime Fiber- 
glas Screening has moved to Lowell, Mass. from Canton. 
According to Arthur Shain, president, this gives the firm 
considerably more space than its present location. The 
new plant location has its own truck loading entrance and 
rail head facilities. 





TWO LUCKY DEALERS received 
Stanley Works at 
Winner of the hand tool fixture was Paul A. Wacha, Mer- 


store fixtures from 
the NRLDA exposition at Cleveland. 


ritt Lumber Yards, Reading, Penna. The power tool unit 
went to J. H. Church, Church’s Lumber Co., Auburn Heights, 
Mich. The winners were selected, above, by Martin C. 
Dwyer, exposition manager, left, and Gordon J. Lawler, 
right, American Lumberman. Both fixtures were built from 
AL fixture blueprints 
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“Ta OR */,,” “— 


HOMASOTE 


"/e WOMASOTE—WITH LINEN, 
STRIATED OR WOOD-TEXTURED 
SURFACE OR SOTE ASBESTOS BOARD 







ANNOUNCING 
WILSON AIR-COR 
ROOF DECKING 


—makes condensation 
problems a thing 
of the past 


—custom-made to 
your specifications 


No matter what the interior or 
exterior conditions—of climate, 
temperature or humidity—you 
need no longer have a conden- 
sation problem. The solution 

is presented in Wilson Air-cor 
Roof Decking—is scientific, 
inique, yet amazingly simple 


Two air channels, running the 
length of each 2’ x 8 panel, insure 
continuous air circulation across 
the entire roof—automatically and 
in sufficient volume to absorb all 
normal condensation. Por extreme 
conditions, forced air could be 
used 


Use this scientifically engineered 
roof decking on flat or pitched 
roofs—and on any type of struc- 
ture. Then apply built-up roofing, 
shingles, slate or metal, as your 
design requires. The panel is de- 
signed for rafter spacing up to 
18” o.c.; nail holes are pre-drilled 
to your order 


The strength is there; the insu- 
le lue is there. ( With built- 
iation Value is there ( 1 Ul 
up roofing and '%%” Homasote, 
the U factor is 0.15.) Here is new 
insurance on air-conditioning in- 
vestments 


Each panel is made up 
of three 2” x 2” wood 
members, | 2” o.c., hori- 
zontally. On one edge 
is a wood tongue; on 
the other a groove. 
The top and bottom 
sheets are weatherproof 
Homasote According 
to your specifications, 
the top sheet may be 
either !°42” or 242" in 
thickness; the bottom 
sheet ( which can serve 
as finished ceiling) may 


, see oun 
caTacecie 





be of Standard, Striated or Wood- 
textured Homasote or of Sote 
Asbestos Board. 


The top piece overlaps 4” on the 
groove side, thus shutting out 
moisture («1d also the asphalt of 
built-up roofing). The bottom 
piece has a 45° bevel on each side 
This overlaps the wood members 
by '4o” to insure a tight joint be 
tween sections. Between the wood 
members—over the bottom piece 

a barrier of 4” Balsam Wool, 
completely encased in vapor 
barrier paper, is glued, At each 
end of each panel two wood blocks 

144"x 1%4"x 1’%"~provide for 
satisfactory nailing to rafters or 
joists. Panels are easily cut to any 
dimension (or supplied in special 
lengths, to order ) 


Sound-deadening partitions and 
sub-flooring — lor interior, sound 
deadening partitions, Wilson Air 
cor Panels are supplied in 2’, 3’ 
and 4’ widths and in heights up 
to 11’ 2”. The combination of 
Homasote and Balsam Wool cre 
ates an unusually efficient sound 
deadening barrier.... For use in 
partition walls, the Homasote 
surfaces are applied as panels bev 
eled on both sides—and without 
overlap. ... For sound-deadening 
between floors, use the panels as 
sub-flooring; nail the finished 
flooring direct to the wood mem 
bers of the panels 


Wiring—An additional advantage of 
the air cores is that electric wiring 
whether conduit or cable type—may 
be passed across the roof 
thus wiring the building 
from above. This is nor 
only the most economical 
method, but permits the 
placing of light fixtures 
wherever desired 


Our Engineering Service 
is available to work with 
you on any specific prob 


lems of roof decking 
partitions or sub-floor 
ing. Let us give you 


complete details and 
specifications, Kindly 
address your inquiry to 
Department 1-12. 


ci) HOMASOTE COMPANY 


TRENTON 3, NEW JERSEY 
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SAWHORSE BRACKETS 


NO NAILS @ NO BOLTS 
NO SCREWS 


ALL-WELDED CONSTRUC. 
TION. Use any 2 x 4a for 
and crossbar ...set up or knock- 
ed down instantly. 
Each package is a 
colorful counter dis- 
play. 12 Sets to a 


Nationally advertised 
—order from your 
wholesaler, or direct if 
he cannot supply you. 


GRAND HAVEN STAMPED PRODUCTS CO 


GRAND HAVEN, M 





GARAGE DOORS 





Built in 68 stock sizes from 8 x 6’ 6” to 
24° «x 24° for all residential, commercial 
or industrial needs, Furnished with section 
ponels open, solid, flush raised or orna- 
mental as per individual specifications. 
Write for complete details. Also ask for 
information on Sawhorse Tresties, Scaffold 
and folding ladder brackets. 


WAGNER MANUFACTURING CO. 


Box AL-55; AL-55H, Cedar Falls, lowa 
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Curtis Staff Rearranged 


To Keep Pace With Growth 


With its enlarged production 
and distribution facilities, Curtis 
Companies, Inc., announces a num- 
ber of changes in its executive 
staff. 


The rapidly-expanding firm will 
celebrate its 90th anniversary next 
year. Recently a study revealed 
some changes were needed to 
make Curtis products more readily 
available to the trade, improve 
and provide a more complete sales 
coverage and to strengthen the 
executive staff. 


President George M. Curtis an- 
nounces a number of changes in 
the firm’s executive staff to pro- 
vide better management for the 
firm’s extensive operations. Under 
the new organizational setup, Cur- 
tis has set up a separate product 
development department. 


The new executive staff, named 
recently by president G. M. Curtis 
is: E. B. Oyaas, controller and 
treasurer; I. H. Ramsey, general 
sales manager; E. J. Curtis, Jr., 
manufacturing and engineering 
manager; C. R. Hunsicker, mar- 
keting manager; H. O. Sugg, op- 
erations manager; G. A. Jensen, 
planning manager; R. E. Milligan, 
personnel manager; F. F. Beil, 
product research and development 
manager; C. W. Ocker, purchasing 
manager, and 8. 8. Cook, adviser 
and consultant, general office staff. 


Among the firm’s various opera- 
tions, the following division man- 
agers were appointed: H. N. Owen, 
Clinton; T. Miller, Wausau; 
Alex Luft, New London; J. B. 
Keck, Sioux City; R. V. Mann, 
Chicago; J. P. Miller, Lincoln; 
A. W. Holk, Minneapolis; C. E. 
Peterson, Scranton; and C. O. Ol- 
son is adviser to the Wausau 
division. 


Clark C. Heritage Leaves 
Weyerhaeuser Timber 


Clark C. Heritage, one of the 
nation’s foremost figures in pio- 
neering new wood, fiber and bark 
products, has retired as Weyer- 
haeuser Timber’s development di- 
rector. 


A registered professional chem- 
ical engineer, Heritage will estab- 
lish offices in Tacoma to serve 
industry in the establishment, 
planning and execution of re- 
search and development programs. 
In November he will lead the ses- 
sions on integration and research 
at the second forestry seminar for 
company executives at Yale Univer- 
sity. He also plans to continue 
as a member of the U. S. Dept. of 
Agriculture’s national forest re- 
search advisory committee. 
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SCALE MODEL of new tree type lum- 
ber storage rack. 


Offers Tree Type Lumber 
Storage Rack Design 


An innovation in materials han- 
dling, a tree type lumber storage 
rack was exhibited at the NRLDA 
meeting in Cleveland last month. 


Developed by Timber Engineer- 
ing Co. to help expedite assembly 
of lumber orders in retail yards 
and facilitate storage of lumber 
specialties, the full-size model on 
exhibit was built by Rilco Lami- 
nated Products, Inc. 


To aid dealers in producing their 
own racks, TECO, an affiliate of 
the National Lumber Manufactur- 
ers Association, has prepared a 
typical design, No. 665. Providing 
specification data, including lum- 
ber and hardware lists, the design 
is available without charge. Tim- 
ber Engineering Co., Dept. AL, 
1319-18th St., N.W., Washington 
ax c 


Western Pine Announces 
New Color Film Ad Series 


Addition of a new six-film series 
to its theater movie advertising 
library has been announced by 
Western Pine Association. 


Featured in the new playlets 
produced by Alexander Film Co., 
Colorado Springs, are western 
pines as used in a kitchen, recrea- 
tion room, living room, attic room, 
family room and in built-ins. 


The film advertisements are 
available for use in local theaters 
and complete servicing—including 
preparation of local voice copy, 
trailer and contacts with area 
theaters—is handled by the film 
company representative. 


The new series brings to 19 the 
number of short movie advertise- 
ments available to retail lumber 
yards through Western Pine As- 
sociation, Yeon Building, Portland, 
Ore. 
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WHICH ONE OF THESE 
BEST-SELLERS 
IS YOUR BEST-SELLER! 


L] NEW! WELDWOOD® PRESTO-SET* GLUE! 
Reports from every section of the First white glue worthy of the Weldwood name. 
ew Brom eevee de 00 Ready-to-use . . . sets fast . . . bonds like magic. 
Dudes whe to bite tie greene i $i Recommend it for home, hobby bench, school- 
ad drive in glue history, ore selling off ; work, and industrial uses. 25¢ and 45¢ tubes, 
5 in stepped-up volume, the year pint, quart and gallon jars; also squeezer bottles. 
‘round! WELDWOOD Tie-In Displays 
— CJ NEW! WELDWOOD CONTACT CEMENT! 
Bonds without nails, clamps or presses, in- 
stantly on contact! For applying Micarta. For 
putting up plywood paneling without nails. 
1001 other uses in home, garage, shop. Bottles 
with brush 25¢, 60¢. Also in 35¢ tubes and 
pints, quarts and one and 5 gallon sizes with 
applicator. 


CJ WELDWOOD PLASTIC RESIN GLUE 
7. ” Deservedly, America’s fastest selling wood 
- ; . slue. Highly water-resistant. Makes joints 
man : B ; 
Mandy OATS vddet stronger than the wood itself. Easy to use — 
== 5 —_—_— = just mix with water, as needed. Widely used 
9. TH ut a) = by professional cabinetmakers. 15¢, 35¢, 65¢, 
cane 95¢; also 5, 10, 25 Ibs. 


LJ FIRZITE” 


“Backed by PIR 2 White—for woodsy blond or pickled finishes 
Biggest Ad Drive Ve ; on any wood, (Also wonderful as an under- 
in Glue History! iid if coat on fir plywood and soft wood paint jobs, 

to help prevent grain raise and checking.) 


1! ee Clear—to tame wild grain on all soft woods 
Wil) or fir plywood. 


We'll Refer Live Leads to Your Store! sss ‘anne, gael, 
Thousands of inquiries ask us “Who is yp - 
nearest Weldwood deoler?” We refer o ‘S ; 

. f our neig iT! ! 
~s paar registered with us pe i NLA ' [| SATINLAC® 

4 this FREE service, 

ja ‘ono ns cr which Weldwod Brings out and preserves the natural beauty 
jvs' v 


items you carry. atte, of any wood. Gives that expensive “hand- 
Write to Dept. AL 11-5 —_ =n ; rubbed” look. Won’t darken or yellow. Dries 


f dust in 20 minutes, ready for next coat 
UNITED STATES PLYWOOD CORPORATION sag : / 
55 WEST 44th STREET * NEW YORK 36, N. Y. in 3 or 4 hours. Pints, quarts, gallons, 5 gamone. 


ORDER NOW! * TRADE MARK 
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COMPANIES ANNOUNCE 





Mastic Tile Corp. of America has 
named Charles DeMatteo as advertis- 
ing manager, according to Carl Resni 
koff, vice-president. 


Pittsburgh Plate Glass Co. has 
named Robert M. Hainsfurther man- 
ager of its $34 million plant now un 
der construction at Cumberland, Md., 
according to Ralph V. Reisgen, gen 
eral manager of plate glass produc 
tion. 


Hyster Co, has named Arvel A. 
Mann as factory manager at the com 
pany’s Peoria, iit. plant, according to 
William M. Campbell. 


The American Hardware Corp. re- 
cently observed ground breaking cere- 
monies at the site of its new plant at 
Clarksdale, Miss. According to Evan 
J. Parker, president, door closers will 
be manufactured for the P. & F. Cor- 
bin and Russell & Erwin divisions of 
the firm at the new plant, which is 
expected to be in operation early in 
1956. 


Atlas Plywood Corp. has appointed 
Louis H. Yardumian to the newly 
created position of regional warehouse 
manager. Yardumian, most recently 
with Georgia-Pacific Plywood Co., will 
supervise the operation of the firm’s 
wholesale plywood and door ware- 
houses in Boston, New York and 
Philadelphia. 


Fast Turnover—good as gold when it’s Goldblatt. (Goldblatt Tool Co. 


1944 Walnut, Kansas City 8, Mo.) 


Net Price 
Only 


$63.50 


Wilmette, til. 
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MAKE SCRAP LUMBER 


PAY win. 


Points 200 to 250 pickets per hour 
» 6 th finish . . . adjustable 
. Light-weight ond porta- 


Ibs.), yet rugged and 
durable for years of service. Any- 
one .con operate .. . prompt de- 
livery. Write for complete infor- 
mation! 





H. A, SCHUBERT C0. mace 


1212 Washington Ave Wilmette, fil 








Long-Bell Lumber Co., Wash., is 
building a new plywood plant at 
Vaughn, Ore., according to an an- 
nouncement by J. D. Leland, president. 
Expected to be in production by next 
March, the plant will have an annual 
production capacity of 50 million 
square feet of plywood. Incorporating 
the latest improvements in equipment 
and design, the new plant will be Long- 
Bell’s fourth plywood plant. 


The Formica Co., Cincinnati, has an- 
nounced the fourth extension of its 
Evendale plant since it was completed 
in 1950. D. J. O’Connor, Jr., president, 
states that the expansion will help 
stabilize production and employment 
at the plant, by providing additional 
warehousing space so that during 
slack times production can be directed 
toward building up the warehouse in- 
ventory. 


Consoweld Corp. has named Ken- 
neth R. MacCowan as assistant to the 
advertising and sales promotion man- 
ager. 


Meet the Snark 


Californian E. G. “Dave” Davis 
was elected Snark of the Universe 
at the 64th annual Hoo-Hoo con- 
vention in Detroit. He succeeds 
J. H. Doleater of Tampa, Fla. 

Davis, sales 
manager, Simp- 
son Redwood 
Co., San Fran- 
cisco, has been 
in the lumber 
business since 
1923. After 
working with 
several com- 
panies in Cali- 
fornia he  or- 
ganized the 
Dave Davis Lumber Co. at San 
Rafael before joining Simpson 
Redwood in 1952. 

Active in Hoo-Hoo since 1946, 
Davis was founder and first presi- 
dent of the San Francisco Lumber- 
men’s Club and Vicergent Snark 
for the Bay City district in 1947. 
He served two terms on the Su- 
preme Nine and in 1947 founded 
Dubs, Ine. 


Dave Davis 


PROPERTIES, uses and grades of 
western white spruce are given in 
booklet prepared by Alberta Forest 
Prod. Association, 10126 - 100th St., Ed- 
monton, Alberta, Can 
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“EVERYTHING HINGES ON HAGER /.’ 


C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Lovis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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OVERALL view of the Showroom Idea Center. Constant 
crowds kept the American Lumberman staff busy. Experts 
said the store was the “hit of the show.” 


WORKING blueprints in the store made it easy for dealers 
to see how the fixtures went together. E. E. LeValley, 
Columbia Valley Lumber Co., Bellingham, Wash., carefully 
studies the prints 


12 Manufacturers Score in Model Store 


During recent months we have presented to readers 
many new store fixtures specifically designed for this 
industry. They have included islands, wall units, py- 
lons and in this issue a roofing and siding fixture. 
But designs are one thing and actual merchandising 
of products on a fixture is something else again. We 
wanted manufacturers to think in terms of display 
ideas for dealer-customers. 

When the National Retail Lumber Dealers Associ- 
ation offered us space without charge at the Cleveland 
exposition we saw a green light. Approaching manu- 
facturers we suggested that they build fixtures from 
our designs and fully merchandise each unit with their 
products. Cooperation was immediate and enthusi- 
astic. Soon the store will take to the road covering 
six leading cities during the 1956 convention season. 
More than 14,000 dealers will be exposed to the latest 
display ideas 

We wish to thank the Weyerhaeuser Sales Co. for 
providing a home planning desk something essen- 
tial for every model store. Also the Congoleum-Nairn 
Co. for installing a quality floor in the store. 


CELOTEX merchandised their interior finishes on 
the half-island they built. They used regular 
samples and other sales aids to round-out their 
exhibit 





SHERWIN-WILLIAMS provided a complete, 14 
foot paint department with accessories in the 
upper panels and paint on the lower shelves 
Canopy was lighted 


INLAND STEEL tackled a tough line of products 
from a display point of view and came up with 
this attractive unit. Six lines of products were 
merchandised. 











STANLEY WORKS devel- 
oped both a hand tool and 
power tool fixture for the ex 
position. The fixtures were 
beautifully stocked with bin 
ning, price tagging all es 
sentials 





PHILIP CAREY devoted 
their unit to a bathroom cabi 
net and roofing and siding 
The cabinet was lighted and 
the emphasis was on the dis 
play of lots of samples 


im Cm = fy 
e 








FORMICA merchandised both 
the product and the needed 
tools to make the application 


A presently available rack 
was placed right in the island 
fixture to hold the product 


BUILDING PrRopUCTS MERCHANDISER 


MASONITE designed a spe 
cial design for a unit that 
could be wrapped around a 
column at American Lumber 
man’s request. Dealers are 
now being offered free plans 
on the item. 


U. S&S PLYWOOD displayed 
all the accessories required 
for installation of their pro 
ducts. Note the use of their 
wizard logotype something 
dealers can use more of in the 
store. 


MACKLANBURG-Duncan in 
stalled a complete depart 
ment in just five feet of space 
The photo illustrates how AL 
islands can be used as a wall 
unit at low cost 


' 
U. &8. GYPSUM CO. built this 
interesting pylon unit from 
our designs Dealers were 
amazed and delighted that the 
entire gypsum story could be 
given in limited space 





AMEROCK produced a dis 
play on cabinet hardware that 
provoked much _ favorable 
dealer comment Upper 
shelves were glass binned, 
lower shelves displayed pro 
ducts in new cartons that 
eliminate the need for bin 
ning 





CARR, ADAMS & Collier built 
an eight-foot wall fixture and 
worked in a model kitchen in 
limited space. All cabinets 
are removable, permitting 
changing the display. 
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How to 


educate 











consumers 











to buy 


the best 


Yes, you could hold classes to teach your 
consumer customers and prospects how the 
best materials are the cheapest in the long 
run, But there's a less costly, less time-con- 
suming way to tell this story to more people. 


Try using HOME Maintenance & lmprove- 
ment magazine, sent quarterly to your con- 
sumer trade. Over 1600 lumber dealers have 
found that sending this helpful magazine to 
their 400,000 customers and prospects is a 
profitable promotion—because HOME makes 
it easier for the consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, with 
full color cover bearing your name, address, 
phone number and sales message. We mail it 
to your customer and prospect list — live 
names, not just occupants or boxholders. 





(For more data on advertised products fill in coupon on page 162) 














There is timely, worthwhile information 
for the homeowner in HOME. It is full of de- 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you. 


And, if a suitable mailing list might be a 
problem for you, we are prepared to supply a 
prospect list for you at nominal cost—compiled 
from proved homeowners in your trading area 
—available for nearly every U. S. city and 
town of 5,000 population and over. 


We want to give you full information about 
this solution to your local advertising prob- 
lems. Just fill in the coupon below and mail. 





Service Manager, Room 2000M, 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 

Financial 6-5380 

( ) Send us comaiote information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 

( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 





Street 





ES SR ts 


Your name 
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@ DEALERS REPORT: 


Bigger Profits, Larger Turnover 
with Du Pont Custom Colors 


@ “Custom Colors are sure giving us a 
plus business. Our painters are really 
enthusiastic over this additional service 
where they can get the wide range of 
colors in high-quality material.’’ 

Anson R. Thompson Co., Inc., Troy, N.Y. 


@ “With the Custom Color Line we are 
able to satisfy the color demands of our 
most particular customers. In terms of 
profit and turnover, I cannot recom- 
mend your System too highly.”’ 

City Paint Store, San Diego 5, Calif. 


@ ‘It not only has prevented customers 
from leaving my store in search of hard- 
to-match colors, but has given them 
top-quality paints in the colors they 
want. My painter customers are also 
very much sold on this system and the 
results they get.’’ 

Lookout Mountain Hardware Co., Inc., 

Lookout Mountain, Tenn. 


@ “We think that these Custom Colors 
have brought many new customers to 
our stores and will bring them back 
again,”’ 
Lenray Glass & Material Co., Inc., 
Natchez, Miss. 


@ “We are enjoying good retail as well" 
as painter business since we added this 
valuable item to our stock. I feel that 
this system is far superior to any on the 
market.” 
Daley’s Paint and Wallpaper Store, 
Madison, Ill. 


@ “One of the best profit items we 

have sold to date is our Custom Color 

Line. Customer acceptance has been 

very good and we have turned over the 

line once every three months.”’ 

Brookside Paint & Wallpaper Co., 
Tulsa, Okla, 


®6.u.4. pat. off. 


BETTER THINGS FOR BETTER LIVING 


ve Gtto'hgde #.aT i CLES, OOD cad 
— evauth Sane wat Mut 


jes ete tte Netaes 4 
Spe eegan en | 
| lil aetna 
gee?” -eteiget we 
\e® vs Beehr Fey 


cea tr ae 


“After we had the Du Pont Custom Color System for three months, we found 
it to be a necessary part of our paint business. We do not know how we were 
able to handle our volume of business without it.’"’ The Paint Bucket, Bing- 
hamton, N.Y 


DU PONT CUSTOM COLORS will make your store the color center 
of your community! Here are seven reasons why... 


—You'll have 572 colors to meet every color request, and each shade is available 
in all three sheens. They're all alkyd base; all odorless during application. Hun- 
dreds of colors also available in ‘“‘Flow Kote’’ Rubber Base Wall Paint and 
Exterior House Paints 

—Colors and bases are manufactured under strict controls—tinting strength is 
exceptionally uniform 

—The Du Pont Custom Color System requires small investment—saves on 
inventory and storage space, too 

—Simple to operate—colorants mix quickly and easily with the base. 

— Personalized service—each can bears your name and address. 

—Custom Colors are sold for you by the most dramatic color display in the 
industry. 

— Dealers enjoy high profit margin with this amazing new Color System. 


SEND THE COUPON TODAY for information on how you can take 
advantage of the new Du Pont Custom Color System. 


E. I. du Pont de Nemours & Company (Inc.) 
Finishes Division, Dept. AL-511, Wilmington 98, Del. 


I'd like to know more about Du Pont Custom Colors. 


Name 








Address —__. 
Cr... 
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SUILDING Propucts MEekCHANDISER 





(For more data on advertised products {ill in coupon on page 162) 
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King Cotfon 





ae 


Man-o-man what a line! Clean, 
white and strong... displayed for 
real sales. And what a market — 


CONSTRUCTION FISHING 
Mason's Line Hand Lines 


Chalk Line or hnanaes 
Net Repoirs 
layout Line 


HOME USE 
FARM & GARDEN 


Shade Cord 
; Pull Cord 
Seed Planting Parcel Post 
Staking 
Lawn Edging 


Express 
Wrapping 
Hedge Trimming 


Heavy Tying 





Ask your jobber for 
KING COTTON CHALK LINE 


Sa 


> ))) 
\Cotfon corpact 
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JOUN H. GRAHAM & CO., INC. 


105 OVUANE STREET, NEW 70ORK G6, WN. Y, 


ACOUSTICAL TILE NAILS 
m. . designed for the job 


When installing acoustical tile choose a 
job-designed nail that combines ease of 
application with these special features: a 
head end which allows the nail to be 
driven home without damaging the tiles 
...@ collar which holds the tiles firmty in 
place...annular threading which gives su- 
perior holding power. The nails are fur- 
nished with a plated finish to preven? rust 
streaks where moisture is present. Send 
for free samples and descriptive literature. 


JOHN HASSALL, INC. 


P. ©. Box 2156 
Westbury, Long Island, N. Y. 
Estabiisned 1850 
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(For more data on advertised products fill in coupon om page 162) 


THE LUMBER MARKET 


West Coast Driver Strike 
Weakens Green Fir Market 


SAN FRANCISCO — A strike 
staged by 150 truck drivers in the 
cement industry in Southern Cali- 
fornia has thrown some 15,000 
workers in allied trades off their 
jobs for several weeks and has 
had definite repercussions in the 
lumber industry of Northern Cali- 
fornia. 

Effects of the strike are credited 
with a weakened demand for green 
fir, with No. 2 and No. 3 and bet- 
ter off by as much as $2-$3. Studs 
also are much weaker than they 
were the first of the month. 

A slight flurry of buying in the 
last few days may indicate a de- 
sire to stockpile against the end 
of the strike. Rumors also are 
flooding the San Francisco Bay 
area that stocks in the southern 
part of California are already high 
and that the end of the strike will 
see no increase in demand. 

Low grade redwood is off, with 
price being determined by what 
the dealers have and how badly 
they wish to sell. Upper grades are 
firm. 


Seasonal Lag Hits Tacoma; 
Panel Door Sales Also Sag 


TACOMA — The seasonal leth- 
argy common at this time of the 
year is apparent once again. Buy- 
ing is at a minimum and confined 
largely to items needed to fill in 
stocks against immediate require- 
ments. Demand consequently is 
down, but operators do not appear 
to be particularly concerned since 
they feel the situation is a season- 
al one. 

On the encouraging side, weath- 
er conditions have been excellent, 
forest fire restrictions have been 
removed and logging operations 
are back to a normal full-scale 
basis. This is reflected in steadily 
filling log dumps. 

An interesting commentary on 
the door manufacturing situation 
was made in a talk before the East- 
ern Grays Harbor County Cham- 
ber of Commerce last month by 
Henry Bacon, Jr., vice-president 
and general manager of the Simp- 
son Logging Co. He said that the 
door manufacturing business in 
the Pacific Northwest is in trouble 
because new style doors are more 
in demand than the panel doors 
manufactured in this area. 

Because of this, Bacon said, 
there is a possibility that Simpson 
may relinquish the door business 
for some type of manufacture suit- 
able to a more stable market. He 
said that during the past year, his 
company’s McCleary door plant, 





with a capacity of 3,500 doors 
daily, has only been producing 
1,300 doors a day. 

The Weyerhaeuser Timber Co. 
was the successful bidder for a 
block-of state-owned timber on an 
80 acre tract 20 miles east of 
Castle Rock with a bid of $777,727. 
The exact price will not be known 
until logging is completed because 
the timber was sold on a scale 
basis. The Weyerhaeuser bid was 
$81 a thousand for Douglas fir, $30 
for hemlock and $19.50 for cedar. 


Scarcity Keeps Dried 
Southern Pine Price Firm 


BALTIMORE — Southern pine 
continues quite firm, and several 
dealers here indicated that they do 
not look for a slackening off of this 
market until next spring. Dried 
southern pine is at a premium; and 
dealers are unable to procure any- 
thing like the quantity they need 
to fill their customers’ demands. 
It is generally felt that scarcity, 
rather than demand, is responsible 
for keeping the market at its pres- 
ent high level. Pricewise, dried 
roofers bring from $87 to $89 per 
M, while the 8” pine is around 
$92 per M. 

Fir from the west coast has 
shown no indication of recovering 
from its present slump. It was re- 
ported that fir log prices are about 
the same as they have been for 
some time, and that the mills are 
cutting prices. This is attributed 
to a lessening in demand for this 
lumber as spring and summer con- 
struction taper off. Transit car- 
loads of fir are not nearly as preva- 
lent here as they were two weeks 
ago. 


Kansas City Market Firm, 
Some Woods Advance 


KANSAS CITY — Talk of price 
easiness on west coast woods is not 
bothering the southwestern and 
southern mill operators, who find 
stability and firmness the rule. In 
fact, in some lines, notably pine 
finish and hardwoods, quotations 
have advanced in recent weeks ow- 
ing to the stronger demand. Mill- 
men report that lumber prices, es- 
pecially on fir, spurted ahead much 
faster on the west coast than did 
vellow pine prices in this district. 
Consequently when demand tap- 
ered off a bit the price reaction 
set in on the woods marked up 
the most. 

The backlog of orders in the dis- 
trict, while not large, still is com- 
forting to mills pressed to keep 
production on a par with ship- 
ments. Until the first week in Oc- 
tober, weather conditions worked 
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against the air-drying and logging 
in the forests, but in the latter part 
of the month the production and 
shipment situation has improved. 

Evidence of price stability in the 
key items, mills report that 1x6 
No. 2 kiln-dried boards still com- 
mand around $82 to $83 a thou- 
sand, and that the 1x8s are rang- 
ing at $86 to $89. On dimension, 
2x6 No. 2 commands $86 and $87; 
2x6, 8’s at $87 and 2x10’s at $95 to 
$100. 

Reflecting the high level of home 
construction oak flooring is bring- 
ing $78 to $80, up about $8 in the 
last two weeks. Improved buying 
from furniture factories has boost- 
ed ash prices about $2 to $5 a 
thousand and gum prices also are 
up about the same. 


Seattle Fir Prices Firm, 
Slight Dip in Green Boards 

SEATTLE The market is 
“draggy” with green fir dimension 
the softest item. No. 3 green 
boards are down $2 and the di- 
mension items have dropped $1 to 
$3. But uppers are steady and fir 
timbers are hard to buy. There is 
speculation that the bottom has 
been reached or is about to be at- 
tained when prices will be similar 
to those of last spring. 

Buyers who want lumber are not 
shopping for price but will accept 
the prices current. Transits out 
have been reduced about 25%. The 
car shortage is still a considerable 
factor in shipping and will con- 
tinue to be until grain shipments 
are over. 

Hemlock, both green and dry, is 
soft but prices are about the same. 
Shingles are unchanged. Califor- 
nia demand which has held the 
price up is expected to slow up 
shortly. Red cedar siding mills 
have a backlog of orders amount- 
ing to four or five weeks and the 
mills have obtained enough new 
orders to maintain the price. 
Pines and spruce are soft but pric- 
es remain steady. 

Some dealers here are of the 
opinion that the fir market will 
level off at about $70 per M, al- 
though there are a few who ex- 
pect prices to go as low as $65 be- 
fore firming. Studs are currently 
bringing around $97; a drop of 
several dollars over their price 
two weeks ago. 

Hardwoods have been quiet for 
the past 15 days, and many deal- 
ers are beginning to feel a little 
uneasy. Although prices remain 
stable, demand is decidedly off 
from what it was a few weeks 
back 

Hard maple is the only item in 
the hardwood field which has 
evinced any activity over the last 
several weeks. This item has be- 
come very scarce, and prices have 
advanced from $10 to $15 per M. 
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easy to install 
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CONTOUR CANOPY 


ao 


+ WEATHER-GUARD CANOPY 
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WEATHER-GUARD AWNING 


FULL LOUVRE SHUTTERS 


For FREE ® 
Colored 
TT 


FAWSCO MFG. DIVISION 


(OF Wale} oli -1- Faw \ AlLEAl? E-) 


and Shutters 


When labor costs go down, profits 
go up. Fawsco all-aluminum can- 
opies, awnings and shutters are 
packed with full instructions for easy 
installation, make an easy to sell “do 
it yourself” item. Easy to handle, fit 
80% of all doors and windows made. 
Six different styles to complement 
most architectural designs. Choice of 
green, red, blue or white baked 
enamel finish on sturdy aluminum. 
Will not rust, warp, or deteriorate. 


Distributorships available in a few 
choice areas. Write immediately for de- 
tails on adding this profit-boosting line 
of home accessories. 


FAWSCO MANUFACTURING DIVISION 
Cuyahoga Falls, Ohio 


AL-11-55 


Cuyahoga Falls, Ohio 


Please mail me illustrated 4-color FAWSCO catalog. 


NAME 


ADDRESS 


CITY 
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Lumber Prices at Press-Time 


The following index is intended merely as @ check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as a 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 
Vertical Grain Flooring 
BLBtr. 


ONG icekaussonvse ; 170,00 
Fiat Grain Flooring 

x4 . 145.00 

heres , 165.00 
Drop Siding 


inh (Pat, #106)......... 
txb (Pat. #116 


Rs 
83 


33 
88 


160.00 
160.00 


ss 


aa Ss 
88 88 


; + veers 12500 
i bebtewecay secs 115.00 


No. | . 
No. 2 
No. 3 


No. | Dimension 


2x12 72.00 
No. 3 Dimension ¢/! only 


(Add $10 for dry lumber) 





RED CEDAR SHINGLES 


24"° 4/2 16.00-16 
24 4/2 950-10 
24" 4/2 6. 
18" 5/2 
18" 5/24 
18 5/2'/, 


12,50-12.75 
. 6,50 
4.25-4.50 
16” 10.75-11.00 
/ 6.25 


16 
16" / 5.00 





WESTERN RED CEDAR 


Prices for Western Red cedar siding in 
cars, new bundling, & to |é' are: 
Beveled Siding, '/4 Inch 
Clear 


y/ by 4 inch.. .. 100.00 
y by 5 inch -.» 80,00 
y by 6 inch.. .. 115,00 
A by @ inch... 150.00 
Clear Bungalow Siding, % Inch 


8 inch . 180.00 
10 inch 205.00 
220,00 


RSURS 
RRES 


33 


C2 WER avkonsds 
Finish, 8 and Br, $2 or 45, 


s' to 16" of Rough 
tai 
1x12 


Gating or Flooring, 8 and Btr. 
¥' to 16° or Longer 
BABtr. 


135.00 


883 3388 
g 
888 8838 


S38 


338 
338 


Cc i) 
125.00 100.00 
125.00 100.00 

odd lengths. 
Series 6,000 

Listing under 4.00—list plus 35 

Listing 4.00 and overt inn 35% 
Clear Lattice, 5/16" « 1%"—3' to it’ 

100 lin, ft. .. v- 
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WESTERN PINES 
5/4 RW 
and 
4/4 RW b6/4RW 8B 
.. 275.00 290.00 


Ponderosa Pine 


Selects 
$2 or 45 
C&Bir, RL 


Shop, $25 


6/4 ces 
IE: see 


Commons, $2 or 45 


. 5 ae 


Idaho White Pine 
Selects $2 or 4S 


Commons, $2 or 45 


x6... 
Ix!2 


Suger Pine Selects $2 or 45 
4 
i secves 
C RL Ve 
D RL 
Shop, $25 


5/4 
6/4 


8882 83- 


38 


nN ~ 
Sas. 585: 
8388<- 38” 


SSF 
88 


Raz 
88e 


et 4 
S85 


BBRS SR 
B88= 8B- 


Lad 
wa 
o 


88F 
88u 





OAK FLOORING 


Clear Plain 


White 
Red 


Sel Plain 
White 
Red 

2! Com. 
White 
Red 


#2 Com. 
Pin. White & Red.!05.00 


> Sem. & Btr. 


1%" 


Hx2"/, 
215.00 
220,00 


205.00 
210.00 


185.00 
185.00 


. 135.00 


tess 


185.00 


173.00 
175.00 


158.00 
158.00 


85.00 


VYox2 
195,00 
185.00 


175.00 
175.00 


167,00 
167.00 


9% .00 





SOUTHERN PINE 


Vertical Grain Flooring 


1x4 Heart 


Fiat Grain Flooring 
x4 ‘ et . 
1x6 

Drop Siding 
ix6 2106... 
inh Bile .. 


Boards & Shiplep 
1x6 
No. | (D0 Grade) 140.00 
SS See 
No, 3 ese» 70,00 
No. | Dimension (Dense) 


2x2 


No. 2 Dimension (Dense) 
2x 4 94.00 94.00 
2x 6 d 
2 8 
2x10 
2x12 


No. 3 R/L Only 
> 4 
m&é. 
> 8 
2x10 
2xi2 


All prices based on kiln dried stock. 


B&Btr. 
280.00 


33 
38 


8885 


S8=sa5 wsk 


moses aB=aa 


88888 88883 ~ 


33 
88 


WSSz 
8838~ 


33x 


88888 88888 88383 ~ 


— 
~ 


= 


~) 


Bates 


REDWOOD 
Beve! Siding 
You 4 
ft 
Vi 6 


< 
® 


Clear All Heart.. 
Clear All Heart 
Clear All Heart.. 
Clear All Heart.... 
Clear All Heart... 
Clear All Heart..... 
Clear All Heart 
Clear All Heart. 
Clear All Heart 
Y%xi2 Clear All Heart.... 


Note: A grade V.G, Redwood 
for ‘+, % and % in above sizes. 


<<<<<<<<<: 
DODDOOOOD 


220.00 
pikcerdie ee 
Siding $5.00 less 


Anzac Siding 


1x10 V.G, Clear All Heart.......... 
ixi2 V.G. Clear All Heart nist 
Note: Deduct $15.00 for A Grade. 


Finish 


tx 4 Clear Heart S$45S.. 
Ix 6 Clear Heart S45 
ix 8 Clear Heart S4S 
ix!0 Clear Heart S45 
1x!2 Clear Heart S48 





WESTERN HEMLOCK 
Vertical Grain Flooring 


B&Btr. 
1x4 


Fiat Grain Flooring 
0D weve 


Drop Siding 
1x6 (Pat. 3106) 
Ixb (Pat. #116) 
Ceiling 
Ygx4 . 
x4 
Boards and Shiplap and 2" (Dry) 


x6 1x8 
e+e -7400 76.00 

67.00 69.00 

60.00 52.00 


No, | 
No. 2 . 
eo 


No. | Dimension 


2x12 
No. 2 Dimension 


2x 4 
2x 6 
2x 8 
2x10 
2x12 


No. 3 Dimension r/! only 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 
x6 1x8 


No. 2&Btr. ...... 100.00 105.00 
No, 3&Btr. ...... 79.00 84,00 


1x10 


103.00 
82.00 


No. | Dimension 


Sisss 
geese ® 


No. 2 Dimension 

12" 14’ ! 

; 71.00 i 
69.00 69.00 9. 69.00 
2 8 75.00 75.00 3. 73.00 
2x10 72.00 7400 72: 72.00 
2x12 73.00 7300 73.00 75.00 


Mills are now grading boards No, 2 and 3 com- 
mon. Mills do not grade out No. 3 dimension 
as in fir, 


18° 
2x 4 71.00 


2x 6 


ATS=>. 
833383 ~ 
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Alabama Wire Co., Inc. 


Clark Wire & Supply Corp. 





American Wire Fabrics Corp. 


Donald Ropes & Wire Cloth, Ltd. 


How to be a screen star! 


Wien YOU stock up on aluminum insect wire 


screening you're offering your customers triple- 
feature value... 


1. Aluminum screening is rust-proof . . 
stain siding of window sills. 


2. It’s fire-proof . . . never marred by acciden- 
tal burning by matches, cigarettes, or flying 
sparks. 


. can’t 


3. It’s maintenance-free ... never needs paint- 
ing or other protective coatings. Keeps its 
handsome appearance indefinitely. 


With these big selling points, no wonder alu- 
minum insect wire screening is growing in sales 


at a faster rate than any other as a home replace- 
ment material, Place your order now — with your 
supplier—and share in this profitable business! 


While we do not make insect wire cloth, we 
do supply the leading weavers listed below with 
Kaiser Aluminum Wire—nationally recognized 
for outstanding quality. 


Made of strong, durable, cladded aluminum, 
Kaiser Aluminum Wire meets or exceeds com- 
mercial standards and federal specifications. 


Kaiser Aluminum & Chemical Sales, Inc. Gen- 
eral Sales Office, Palmolive Blidg., Chicago 11, 
Illinois; Executive Office, Kaiser Bidg., Oakland 
12, California. 


Kaiser Aluminum 


setting the pace—in growth, quality and service 





Promote the aluminum wire screening of these leading weavers— 
for big markup, big profits and for greater customer satisfaction! 


Gulf Screen & Wire 

Hanover Wire Cloth Division 
(Continental Copper & Steel 
industries, Inc.) 


Keystone Wire Cloth Co. 
New York Wire Cloth Co. 
Pennwoven, Inc 

Phifer Aluminum Screen Co. 


Seneca Wire & Mfg. Co. 

Spargo Wire Co. 

Standard Wire Cloth & Screen Co. 
Wire Products, Inc. 
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Fiberglass Panel 


A new fiberglass panel makes new 
applications possible because of its 
increased strength and rigidity, it is 
claimed. In the new security panel a 
sheet of expanded metal lath is embed- 
ded in a layer of three-ounce fiberglass 
mat impregnated with polyester resin. 
The new product is suitable for glaz- 
ing security windows, truck side pan- 
els, housing dangerous equipment, etc. 
Standard length is eight feet, with 
one, two, three or four-foot widths. 
Special sizes and colors can be sup- 
plied. Resolite Corp., Dept. AL, Ze- 
lienople, Penna. 


For more data circle No. | on coupon, p. 162 


Crystalite 


A new white roofing aggregate, 
known as Crystalite, makes possible 
an attractive white built-up roof with 
high reflective properties. Buildings 
are said to maintain temperatures 8 
to 10 degrees lower when Crystalite 
is used. A dust free, hard non-porous 
marble limestone, Crystalite is sized 
to meet bonded specifications. It is 
available in 100 pound paper bags or 
in bulk in cars or trucks. Black White 
Limestone Co., Dept. AL, Quincey, II. 


For more data circle No. 2 on coupon, p. 162 


Maticork Vinyl-Asbestos 


Claimed to be the first cork pattern 
in vinyl-asbestos tile, Maticork vinyl- 
asbestos has been added to the Matico 
line. Maticork, the firm’s newest floor- 
ing pattern, has previously been avail- 
able in asphalt only. Maticork vinyl- 
asbestos may be obtained in three cork 
shades—light, medium and dark-—in 
9” x 9” tile in %” and standard gauge. 
Mastic Tile Corp. of America, Dept. 
AL, P.G. Box 1151, Newburgh, N. Y. 
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Foundation Ventilator 


A new improved foundation ventila- 
tor is said to be made of die-cast alum- 
inum alloys which will not rust or de- 
teriorate. Designated the Lo Man Co 
foundation ventilator, it is available 
in four models, with or without screen 
and shutter in one standard 8” x 16” 
size. Use of the aluminum grate alone 
allows 104” of free area for ventila- 
tion; used with an 8 x 8 mesh screen, 
the free area is 83.2”. Optional shut- 
ters of either aluminum or galvanized 
metal have aluminum operative levers 
which keep the shutter locked in an 
open or closed position. Louver Manu- 
facturing & Supply Co., Dept. AL, 
5807 W. 36th St., Minneapolis 16, 
Minn. 


For more data circle Neo 4 on coupon, p. 162 
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Dura-Seal Stickers 


Home builders and buyers can now 
quickly identify windows equipped 
with Zegers Dura-seal combination 
metal weatherstrip and sash balance 
by an attention-getting, three-color 
sticker. This sticker, which is im- 
printed with the window unit manu- 
facturer’s name, is placed on the glass 
when the window units are made up. 
The new sticker will be featured in 
the company’s national advertising. 
Ads will remind home buyers to look 
for the sticker and for the trade name, 
Zegers Dura-seal, embossed on the 
aluminum jamb member. Zegers, Inc., 
Dept. AL, 8090 S. Chicago Ave., Chi- 
cago 17, Ill. 
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When answering advertisements please 
mention 


AMERICAN LUMBERMAN 





Low-Cost Router 


Mall claims that its new Model 
53510 is the first really low-priced, ef- 
fective router. Compactly made and 
lightweight (2% pounds), it has a 
capacity of .250 diameter; a motor 
speed of 24,000 rpm and a standard 
voltage of 115V ac-de. This new rout- 
er comes equipped with motor, base, 
guide, nuts and screws. Handles and 
bits are available at slight extra cost. 
There are special adapters available so 
that bits with %” shank may be used. 
Mall Tool Co., Dept. AL, 7725 S. 
Chicago Ave., Chicago 19, Ill. 


For more data circle No. 6 on coupon, p. 162 


Micarta Unitop 


A seamless surface of Micarta high- 
lights the full-formed new Unitop, 
one-piece sink or counter unit com- 
bining deck and backsplash. Unitop, 
practical and beautiful in 10 colors 
and patterns, is engineered for easy 
do-it-yourself installations in kitchen 
or bath. Through approved local fab- 
ricators, lumber dealers can also serv- 
ice those who do not choose to do their 
own work. Launched jointly by U. S. 
Plywood and Westinghouse, the Uni- 
top is packaged in 60, 72 and 96 inch 
lengths. United States Plywood Corp., 
Weldwood Bldg., Dept. AL, 55 West 
44th St., New York 36, N. Y. 


For more data cirele No. 7 on coupon, p. 162 


Garage Ventilator 


To assure proper air-circulation in 
garages with small-area glass block 
construction, new Weather-Bloc all 
weather louver ventilators are avail- 
able. These ventilators eliminate the 
danger of carbon-monoxide poison- 
ing during winter months, since small- 
area glass block panels do not allow 
for circulation and doors are usually 
tightly closed to keep out the cold. 
Weather-Bloc ventilators come in 
single units to replace 6”, 8” or 12” 
glass blocks and double units to re- 
place two 6” or two 8” blocks. Weath- 
er-Bloc Co., Inc., Dept. AL, 3734 N. 
Southport Ave., Chicago 13, III. 

For more data circle No. 8 on coupen, p. 162 
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SINGLE SOURCE BUYING THAT MULTIPLIES YOUR PROFITS! 


FARM FENCE end Posts Continental Flame Sealed Fence lasts longer. The zinc is actually 
welded tothe steel. Two styles of fence posts, studded “T” and “U”. 


ORNAMENTAL Fence Customers like Continental Ornamental Fence with its clean, 
bright galvanized finish. Made of special analysis 
COP’ STEEL. Single and double picket. 


waus All popular sizes and types with a variety of finishes, heads and 
ints to meet every need. Available in convenient, easy-to-handle, 
iberboard containers. 


ryt-trxe sim Doon «© (Shown below) The easy-selling advantages of the new 
Tyl-Lyke Bin Door. . . help you sell more roofing. 

Farmers like the better looking, longer lasting, more 

weather tight Continental rooting and siding. 











CONTINENTAL 


STEEL CORPORATION - KOKOMO, INDIANA 
PRODUCERS OF: 15 Types of Farm Fence, 
Posts, Gates, Barbed Wire. Standard 
Styles of Galvanized Roofing and 
Siding. Nails, Staples, Lawn 
Fence, Wire Products. 





WE HAVE THE HARDWARE 
IF YOU HAVE THE DOOR! 


oe ae 


COMPLETE HARDWARE 


for Residential & Industrial overhead doors... 


@ 3-4-5 SECTION Doors 
@ QUICK DELIVERY .. . from 


our own Fabricating Plant. 


CALL or WRITE 







INCLUDES 


SPRINGS 
Tapered TRACK 
Mechanical Wedge 





Here’s the “good line of 
hinges to handle”... that’s 





HINGES the trade’s way of saying, 
CABLE LIFT “We like to sell Griffin 
BALL-BEARING products.” Full line of 
ROLLERS wrought steel butts and 


shelf hardware. Just dis- 
play them, and you'll sell 
them. Order in any selec- 


All Necessary 
BOLTS — NUTS 








LAG SCREWS tions you know your cus- 
oe | tomers want. 
. ® 
POWER DOOR CO.| |. GRIFFIN 
MONMOUTH JUNCTION, NEW JERSEY wit permease sched beerogs “since 1899” 
TELEPHONE » MON. JUNCTION 7-8511 MANUFACTURING CO. sme. PA 
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NEW PRODUCTS 
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Twist-Grip Chalk Holder 


Measuring four inches overall, this 
lightweight aluminum chalk-holder 
may be carried in the pocket and com- 
pletely encases the chalk or crayon 
piece. It is equipped with an adjust- 
able tip which holds any shape—round, 
hexagonal, oval or square — marker. 
The holder provides a sure-grip for 
crayon, chalk, heat measuring crayon, 
paint brush tips or paint sticks and 
welder’s short ends. Twist Grip Sales 
Co., Dept. AL, 34 S. High St., Akron 
8, Ohio. 


For more data circle No. 9 on coupon, p. 162 
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Nylon Mason Line 


Made from 100% DuPont Nylon, 
the new Brownell mason line, cello- 
phane packaged and easily identified 
by its bright red and yellow label, is 
available in two handy sizes—% pound 
size in 4” and 6” tubes, each at the 
same price. Outstanding advantages 
include its uniform twist for proper 
elasticity, its long lasting strength, its 
ability to withstand water, mildew, 
gasoline, kerosene, paints, etc. Brown- 
ell & Co., Ine., Dept. AL, Moodus, 
Conn. 


For more data circle No. 10 on coupon, p. 162 


Elmer's Glue Chart 


A new three-color chart outlining 
the uses and properties of the three 
types of E)lmer’s glues is offered free 
of charge. Designed to answer the 
most common questions by customers, 
the new chart is available as a paper- 
board easel for retailers’ counters or 
as a catalog insert. It describes the 


(continued on next page) 
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Back of every ‘PERFECTION’ Brand shipment stands the responsibility of this old 
established company, now in its 40th year, and its large modern flooring factories, 


YWhy PERFECTION” Brand Oak Flooring 


Quarter-Sawed 
Tongued and Grooved 
End-Matched Oak Flooring 


LEZ 


Vy ”” 

Plain-Sawed Tongued 
and Grooved End- 
Matched Oak Flooring 


%"’ 
Plain-Sawed Tongued 
and Grooved End- 

Matched Oak Flooring 


5/16” 

Plain-Sawed *'Velvet- 
Edge’ Oak Flooring 
Strips, $25 with 
Squere or 


“Velvet” Edges 6 PS han 





Backs lp Your Reputation 
As A Dealer in 
(Natowe Chalily 


We've been manufacturing oak flooring 
a long time... 40 years, in fact. You 
learn a /ot in 40 years, particularly when 
you concentrate exclusively on one prod- 
uct—in this instance, oak flooring and its 
by-products. For that’s exactly what we 
do, and all we do, in our big modern 
factories. Each is manned by specialists 
trained and skilled in turning out oak 
flooring that meets the exact requirements 
of custom quality implied in our long 
established name ‘PERFECTION’ Brand. 


As delivered to you in trimly bound, 
clearly labeled bundles of unique eye and 
sales appeal, ‘PERFECTION’ Brand 
supplies special refinements developed 
through our own research which will 
enhance your inventory with oak flooring 
of sustained uniform custom quality. 


Produced under the grading requirements 
of the National Oak Flooring Manu- 
facturers Association, the outstanding 
superiority of ‘PERFECTION’ Brand, 
confirmed by nation-wide builder and 
floor-layer acceptance, invites 

your inquiry for our stand- 

ard oak flooring and 

“Velvet Edge” strips. - 





Pine Bluff, Arkansas 
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best uses of Elmer’s Glue-All, Elmer’s 
Waterproof Glue and Elmer’s Contact 
Cement, which collectively meet the 
requirements of most gluing jobs. The 
Borden Co., Chemical Div., Dept. AL, 
350 Madison Ave., New York 17, 
N. Y. 


Vor more data circle No. 11 om coupon, p. 162 





Plate Glass Truck 


Built to handle large plate glass, 
this new plate glass truck is specifical- 
ly designed for places where safe and 
efficient handling and transporting of 
large, heavy glass is required. Of 
hardwood construction, the truck is 
equipped with heavy duty swivel cast- 
ers and center load wheels, all with 
molded-on rubber tires and roller 
bearings. It is available in four stand- 
ard sizes and also can be custom built 
for specific job applications. Hamil- 
ton Caster & Mfg. Co., Dept. AL, 1700 








Polyethylene Package 


A new polyethylene package for 
Commander clothesline is announced. 
One hundred foot hanks of sizes six, 
seven and eight of Commander sash 
cord are packaged in dual-pack poiy- 
ethylene bags. The cord is on visible 
display yet protected from dirt, dust 
and handling marks. Easy to cut apart 
for single hank sales. John H. Graham 
& Co., Inc., 105 Duane St., New York 
G, Ne ¥- 


For more data circle No. 13 on coupen, p. 162 


Kwik-Fit Screen Kit 


New all-aluminum Metcoid Kwik- 
Fit Sereen Kits, prefabricated and 
ready to install on double-hung win- 
dows, are announced. Available as in- 
dependent half-screens or full screens 
for double-hung windows, these kits 
are easy to assemble with only ham- 
mer and screwdriver. Screen material, 
bought to size, is rolled permanently 


aluminum extrusions, patented Kwik- 
Korners, spline and complete hard- 
ware for one window screen. Kwik- 
Fit Screen Kits are packaged in self- 
selling display cartons. Metal Engi- 
neering Co., Dept. AL, 134 N. LaSalle 
St., Chicago 2, Il. 


For more data circle No. 14 on coupon, p. 162 





Hand Masonry Drill 


The addition of a new self-sharpen- 
ing diamond bit masonry hand drill is 
announced. Known as the Model A-1 
Hanmole, this lightweight, high speed 
(3,200 rpm) hand drill is equipped 
with a special integral water injection 
system which forces water down the 
center of the drill bit to act as a cool- 
ing agent. Quick-change adapters al- 
low bit size differences of from \4” to 
2” od. The drill operates on standard 
110 volt power. Molco Drilling Ma- 
chines, Inc., Dept. AL. 1100 - 20th St., 
N.W., Washington 6, D. C. 





Dixie Highway, Hamilton, Ohio into the frame. Each Kwik-Fit kit 
contains heavy duty, non-warping 
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REDUCE delivery costs 


Top Rental Profits SPEED UP deliveries 


with AMERICAN 
...the Sander with Real 
Customer Appeal! 














All-new American AMR Sander 
makes old floors quickly look 
new again . . . delights cus- 
tomers with its operating 
ease... insures top per- 
formance and profit for 
you! Lowest mainten- 
ance .. . practically 





tamper-proof... uni- Comsiots 
que motor. . . exclu- . 
: Bed: Shipped 
lal sive guarantee. 
. s » s 
The only sander with Amazing Plan OD. Easy 
1djustable Removable « for Profit’ backs ssembly & 
Handle requiring no tools! " 
you all the way! Mounting 
; 


BUYING FACTS 


Send now for new 4-page circu- 

lar... plus How-To booklet on e 
sanding floors. Address lewer or | '*! 

ostcard tos Reus Tool Prete 

Division .. “he American Floor 

Surfacing Machine Co., $21 So. mess seeracine “are <0 

St. Clair St., Toledo 4, Ohio . ebb. = ; 


Unioad a Load 








or Half Load at a Time 


I] The R-B Company | 


PERFORMANCE PROVED DO-IT-YOURSELF RENTAL TOOLS \ 1921 Guinotte, Kansas City 20, Mo. ] 
@ WORLD-WIDE SALES AND SERVICE © »_ — 
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ve won’t have any trouble mov- 
ing popular USS StormSeal. The 
name is well established. For many 
years, U. S. Steel has kept farmers 
and roofers reminded of the advan- 
tages of this high quality roofing 
sheet through national and state ad- 
vertising in leading farm papers, 
read by some six million subscribers. 
Radio commercials have done their 
share in spreading the sales story, 
too. And thousands of satisfied 
StormSeal users have increased our 
advertising tremendously by word 
of mouth. 

Back up this vigorous advertising 
by having a good supply of USS 
StormSeal on hand. Your customers 
will find it the best product for re- 
roofing or new construction. And 
StormSeal will give their livestock, 


SUILDING PRODUCTS MERCHANDISER 


grain, and machinery year ‘round 
protection against fire and bad 
weather. StormSeal is available in 
both the standard galvanized coat- 
ing, and the extra-long life Seal of 
Quality coating. 

Don’t forget to point-out to your 
customers these five unique features, 
available only in USS StormSeal: 


© Pressure Lip. Slight depression in lower end of 


sheet for pressure contact between overlap- 
ping sheets at end laps. Eliminates seepage of 
wind-driven rain and snow. 


Triple Cross Crimp. Three dams to stop rain 
from being blown under end laps, or drawn in 
by capillary action. 

Twin Drain. Double safety drains—double in- 
surance. They trap any moisture that might 
get into lap areas and drain it off. 

Flat Top Seams. Make nailing easy. 

Tension Curve. Slight arch to each sheet makes 
it fit snugly to roof decking. 

In addition to StormSeal, U.S. Steel 
makes top quality 144,” and 21,4” 
corrugated and 5-V Crimp Sheets 
for roofing and siding, available in 
both standard galvanized and Seal 
of Quality coatings. 





USS Formed Roofing and Siding prod- 
ucts are made from steel sheets, coated 
with a certified, uniform, protective 
zine coating, produced in accordance 
with American Society for Testing Ma- 
terials Specification ASTM A-361. 





UNITED STATES STEEL CORPORATION 


525 William Penn Place, Pittsburgh, Pennsylvania 


See “THE UNITED STATES STEEL HOUR” —Televised alter 
nate weeks—Consult your newspaper for time and station. 


USS 


RM anal 


©>-"s 
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as described in 


Reader's Digest 


Stock, 
Display, 


Sell the 


Tits 


For better, faster dry wall jobs 
Cuts costs, speeds dry wall con- 
struction. Especially effective for 
installation of gypsum boards 
to studs in new method proven 
by Builder Andy Place, South 
Bend, Indiana, to effectively pre- 
vent nail popping and board 
warpage. 


MIRACLE (new improved) 
WALLBOARD CEMENT 

Gives greater strength, extra 
waterproofness 

A rugged rubber base adhesive 
that provides the ultimate in 
bonding strength and water- 
proofness for installation of fin- 
ished board or panels directly to 
plaster or masonry walls. 


A cinch to sell this do-it-your 
self kit that enables your cus- 
tomers to transform drab cellars 
into colorful gamerooms with- 
out the back-breaking job of 
drilling holes in foundations. An 
easy $10.00 “come-on”™ sale that 
means extra tie-in sales, too 


MIRACLE RT1000 ADHESIVE 


For installation of rubber tile 
and linoleum on or below grade 


Featuring outstanding bonding 
strength to concrete, masonry, 
and tile floors, completely water- 
proof RT1000 may be used in 
damp or even wet areas. 


(new non-slip coating) 

Makes stairs, floors, patios 
safer, more beautiful 

Your customers prevent 78% of 
household falls by painting 
amazing easy-to-use Slip-Not on 
concrete, wood, metal, tile or 
porcelain. Four beautiful colors 
Just display. Watch it sell! 


White, plus four gorgeous colors 


Applies like toothpaste around 
tubs, sinks, or showers to do a 
permanent waterproofing job 
Colors harmonize with all col- 
ored bathroom fixtures and tiie 
No easier, more economical way 
to glamorize and waterproof at 





NEW PRODUCTS 
(begins on page 126) 





Door Weatherstrip 


New double-acting V-Bronze weath- 
erstrip is announced. This weather- 
strip is packaged complete (less 
threshold), including nails and an 
easily installed lock strip for any door 
to 36” x 84”. Individually packaged 
with illustrated instructions printed 
on package. A. J. Spanjers Co., Dept. 
AL, 5800 Lilae Drive, Minneapolis 12, 


Minn. 


For more data circle No, 16 on coupon, p. 162 


The Barnes Blade 


A new idea for eliminating a large 
amount of hand sawing, where it is 
necessary to saw flush or very close 
to studding, rafters, etc., is the basis 
for the design of the Barnes Blade. 
The Barnes Blade is a specially built 
circular saw blade which fits onto the 
No. 77 Skil Saw and can be adapted 
to it by removing the Skil blade and 
installing the Barnes blade and guard 
—an operation which can be accomp- 
lished in about a minute’s time. The 
Barnes Blade—Model 7—has a 7%” 
blade of Nickel-Chrome Moly Steel 
with No. 40 combination deep gullet 
fast cutting teeth. The Barnes Blade 
Co., Dept. AL, 16249 Colorado Ave., 
Paramount (Los Angeles County), 
Calif. 


For more data circle No. 17 on coupon, p. 162 


Pivoted Hook Carrier 


Pm de 


Portrait Design 


A straddle carrier with load hooks 
which pivot inward to permit carry- 
ing without bolsters is offered. Pivot- 
ing movement is controlled by hy- 
draulic cylinders actuated by a lever 
on the left side of the driver’s seat. 
A second lever hydraulically controls 
the vertical movement of the hooks. 
The carrier is available in six models 
capable of carrying loads ranging in 
height from 48 to 66” and in width 
from 40 to 52”. Ross Carrier Div., 
Clark Equipment Co., Dept. AL, Ben- 
ton Harbor, Mich. 


For more data circle No. 18 on coupon, p. 162 


Latest addition to Dexter’s Regal 


line of key-in-knob entrance locks is 


the same time, a new Portrait design. The big styling 
feature of the Portrait is the 5%” 
square escutcheon which can be 
mounted either as a diamond or 
square. The Portrait has a five-inch 
backset and is available with pin or 
the extra sales and profits of the entire dise tumbler cylinder, deadlocking or 
Miracle line. Each sells fast, right from spring latch. It is available in stand- 
display, to your trade and to “do-it- ard or two-tone finishes and is re- 
yourself” homeowners, too! versible for any hand door without 
disassembly. Requires only a 1%” 
diameter hole through the door for 
easy installation. Dexter Lock Div., 


DEALERS: If you've just been stock- 
ing and selling Miracle’s nationally fa- 
mous Black Magic Adhesive or one or 
two of these other products, get wise to 


, “ee veeneee 


MIRACLE ADHESIVES =. '4 ©. 53 Street 


New York 22 : ‘ 
) § .» & 
CORPORATION New York a gd Industries, Inc., Grand Rapids, 


For more data circle Neo. 19 on coupon, p. 162 
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Color Selector 


A SWP House Paint Color Selector, 
designed to be loaned to consumers 
by dealers, shows exterior decora- 
tion schemes at a glance. It displays 
full-page chips of all available colors 
and with a split-page device, shows 
recommended trim and accessory col- 
ors with the major color. Also avail- 
able is a SWP Color Cascade which 
displays all available colors on six- 
square-inch color swatches, designed 
for take-home use by customers. The 
Sherwin-Williams Co., Dept. AL, 
Cleveland 1, Ohio. 


For more data circle No. 20 on coupon, p. 162 


McCall's Patterns 


The Pattern Division of McCall 
Corp., through the John H. Graham 
sales organization, is cffering dealers 
a combined shipping-and-display car- 
ton containing one each of all 48 de- 
signs in their full-scale and transfer 
do-it-yourself pattern line. A catalog 
card illustrating the designs is in- 
cluded with the carton. In addition 
to the display unit, a complete promo- 
tion kit with point-of-sale and adver- 
tising material is available with every 
initial order. Among the designs in 
the current line of patterns are house- 
hold, kitchen and outdoor furniture 
and accessories, toys, doll houses, a 
workbench, ete. John H. Graham & 
Co., Ine., Dept. AL, 105 Duane St., 
New York 8, N. Y. 


For more data circle No. 21 on coupon, p. 162 


Hot Water Heater Unit 


The Pate Imperial CB135, hot water 
heater unit, is designed for the prac- 
tical purpose of supplying hot water 
and for home heating in one compact 
package. The Pate Imperial automati- 
cally and instantly stops circulating 
water to the radiation system when 
hot water is required. It is able to de- 
vote its total heating capacity to fur- 
nishing hot water for bathrooms and 
kitchen at a rate of 3% gpm. The Im- 
perial is completely assembled at the 
factory and is furnished either oil 
fired or gas fired. Pate Co., Dept. AL, 
Walnut at Moore Sts., Darby, Penna. 


For more data circle No. 22 on coupon, p. 162 


Boose Wood-Worker 


A complete wood-working machine 
with the added feature of a portable 
power saw is being offered by the 
manufacturer. The Wood-Worker not 
only cross-cuts, rips, bevels and miters 
but also has shaper and jointer at- 
tachments as standard equipment. The 
big, split-top table expands to 36”, 
easily handles full-size plywood sheets. 
The % hp motor and eight-inch saw 
blade can be detached from the ma- 
chine and fitted with specially de- 
signed shoe and telescoping safety 
guard to make a light, efficient port- 
able power saw. Reamstown Pro- 
ducts Co., Dept. AL, Reamstown, 
Penna. 

For more data circle No. 23 on coupon, p. 162 
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Satin Aluminum 
Track with Apron— 
Adjustable Hangers 
With Nylon Rollers 


Vterli nq. 
sets the 
standard in 
satmtetiic | sliding door 
hardware 


No. 1058 Lock 








Through extensive research 
and engineering, Sterling 
has pioneered and perfected 
many new ideas which 
simplify and improve 
sliding door installations. 





Sterling is the most imitated 
sliding door hardware. 


The new locks, hardware 


and T-Frame pictured here 
embody'many new ideas. 





Builders everywhere depend 
on Sterling Hardware for 
advanced design and 
trouble-free operation. 


Specify Sterling Hardware 
for your sliding door 


Pocket Door T-Frame, installations. 


All Steel .. Warp-Proof 





No. 700 Series 
Track and Hangers 
Specially Designed 

For Pocket Doors 


Sterling 


HARDWARE 





STERLING HARDWARE MFG, CO. 
Chicago 18, Illinois 


SEE OUR CATALOG IN SWEET'S:; 
Architectural File © Light Construction File 


VISIT OUR DISPLAYS: Architects Samples Corporation, N.Y.C, 
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CHAIN DOOR GUARD 


Neot design. Narrow (%") 

chain holder fits modern 

trim. Case hardened steel chain. 
Extruded Brass and extruded Aluminum 
in standard finishes. 


Bright red cards 
feature new IVES 

No. 483 Chain Door 
Guard in transparent 
plastic bubble. Sells itself! 


MERCHANDISER D483 


Colorful counter salesman gets 
impulse sales. Holds six self-selling 
Chain Door Guard bubble cards. 
Available in Brass (D483), or 
Aluminum (D4834A), 


YOU DISPLAY ‘EM THEY'LL 
SELL THEMSELVES! 


THE H. B.IVES CO. Soneencut 


——*ef mii 5 Nt . 
Asphalt-Aluminum ROOF PAINT 


SELLS AND SELLS BECAUSE 


it does more 
GOES FURTHER 
LASTS LONGER 
LOOKS BETTER LIKE ANY 

THAN ORDINARY OTHER OlL- 

ROOF COATINGS BASE PAINT. 


Pure Gilsonite Asphalt combined with aluminum pigment 
and linseed oil make this Champion oil-base roof paint. It’s 
just what your customers need for easy, economical, effi- 
cient roof maintenance ...or new roof construction... for 
homes, shops and plants. 
Brushes or sprays on, sealing 
cracks and seams to stop leaks. Dries 
to a durable, high gloss aluminum 
finish that reflects heat. Makes 
any roof COOLER IN SUMMER, 
WARMER IN WINTER, TOUGHER 
ALL YEAR ‘ROUND. Weather and 
waterproof, wear resistant... will 
not crack. 
Available in standard bulk con- 
tainers: 1 gal. can to 55 gal. drum. 


Write today for literature and prices 


it goes on easily 


BRUSHES OR 
SPRAYS ON 


JOBBERS: Some territories open. 
Write for facts. 


CHAMPION BRONZE POWDER & PAINT CO., INC. 


2101-2121 N. Elston Avenue * Dept. Al * Chicago 14, lil. 
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CAREFULLY! 


Labor and materials 
are expensive and 
depend on the glue! 


Don't take chances with 
your customers 


Is Always Dependable ! 
Easiest to work with under all circum- 
stances — QUICK HOLDING, LIGHT 
CLAMPING, PERMANENT! 


WILHOLD 


The BEST Quality! 
The BEST Packaged Line! 


Tubes, Squeeze Bottles, 
Jars and Pails. 


The Most ATTRACTIVE Display! 
See the KK-1 Assortment Kit. 
FAIRLY PRICED © FULL DISCOUNT 
JOBBER DISTRIBUTED 
Mere Withold Give is sold through Jobbers 
and Dealers than any other Give Line! 
Ask for samples, literature and Jobber or Agent 

ACORN ADHESIVES CO., INC. 
Chicage 44, Iii. Los Angeles 31, Calif. 











FREE! EZ-Way profit kit to give you more sales! 


Full of sales aids and sales-making ideas, the 
EZ-WAY PROFIT KIT will help you increase 
tie-in sales—as well as create demand for EZ-Way 
Disappearing Stairways. An EZ-Way unit starts 
home owners thinking about ATTIC CONVER- 
SION—and that can create $200 or more in tie-in 
sales for you! 

One or two EZ-Way units in a housing develop- 
ment creates a demand that snowballs into tre- 
mendous sales possibilities—if you are ready. So 
don’t wait. Get a good advance look at what 
EZ-Way offers you. Learn how EZ-Way can help 
you make more sales. Write for your EZ-WAY 
PROFIT KIT today. 


EZ-WAY Sales, inc. 


Box 300-3, St. Paul Park, Minn. 
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NEW PRODUCTS 


(begins on page 126) 





Decorfold Door 


Made of strong but lightweight 
plastic panels in five soft pastel colors, 
Curtition Decorfold offers homeown- 
ers and builders a new type accordion 
door. They are available in sizes, 
68%" height and widths of 2’0”, 2’8”, 
3’0”, 40”, 50”, in grey, ivory, beige, 
pink and green. Space-saving Curti- 
tion Decorfold accordion doors fold 
back to a slim stack of only one inch 
for every 12” of door width. The plas- 
tic surface of the panels are scuff 
proof, stain resistant and easy to keep 
clean. Curtition Corp., Dept. AL, 2227 
Sawtelle Blvd., Los Angeles 64, Calif. 
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Awnair Awn-a-Lite 


A new fixed aluminum awning, 
Awn-a-Lite was designed especially to 
meet the demands of industry and 
homeowners for a_ graceful, fixed 
louver type of awning. Locked open 
at a predetermined angle, the awning 
affords light, ventilation and unlimit- 
ed vision, with complete protection 
from the weather. he Awn-a-Lite, 
as the other Awnair awnings, has the 
Porcenamel finish. All Awnair pro- 
ducts are available in 16 House and 
Garden colors and may be ordered in 
any combination chosen. Awnair Corp., 
Dept. AL, Wayne, N. J. 
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Florply Floor Enamel 


Florply floor enamel, said to be the 
first paint ever to contain true natural 
rubber, is now being distributed by 
Forman, Ford. The new Forman, Ford 
process retains the exact chemical 
structure of natural rubber. Florply’s 
resistance to strong soaps, acids and 
alkalis is almost unbelievable and its 
stretching reactions to temperature 
and moisture changes are a revolu- 
tionary improvement, it is announced. 
Forman, Ford, Dept. AL, 111 S. See- 
ond St., Minneapolis, Minn. 

For more data circle Ne. 26 on coupon, p. 162 
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C.D. JOHNSON LUMBER COMPANY 


Manufacturer: WEST COAST LUMBER © Mills: TOLEDO, OREGON 
Shipments: RAIL AND WATER 


Sales Offices: EQUITABLE BUILDING 


~~ ‘A 
(' A ic $ ft—t-1- tc" ) 


jf 


/TRADECMARK OF QUALITY LUMBER 


PORTLAND 5, OREGON 


w OF 


° 
al AGEORGIA~ PACIFIC +i 1 wooo COMPANY 
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made from 
select Ponderosa 
Pine, toxic and 
water repellent 
treated for 
extra wear. . . 


K Beautiful, Practical 
can be painted in 
two tone colors to 
match or harmon 
ize with any color 


scheme you chocse 





Look for the 
EASY-CHANGE trademark 











‘d efor further particulars ask your 
TRADE MARK REG Sash and Door Distributor or write - 


Leet S°l.1-11) F-Nele), melele) aa aer 


FOND DU LAC WISCONSIN 


Locking Device 





DURABLE 


Low Cosf 


FARM 
BUILDINGS 


with J. NEILS 
TREATED POLES 


More and more of your cus- 
tomers are asking about 
treated pole frame construc- 
tion because it costs less... 
lasts longer. Treated Lodge- 
pole Pine from J. Neils is the 
answer to their needs and to 
increased sales for you... 
J. Neils poles are straight, 
strong—selected from our 
own timberlands...and treat- 
ed (penta or creosote) in our 
own plant. Mixed cars can 
include poles with treated or 
untreated lumber. Write for 
information. 


J. NEILS 


LUMBER COMPANY 


MILL AND TREATING PLANT 


AT 
LIBBY, MONTANA 











SPRING! 


rue best DO-IT-YOURSELF season 


of the entire year 


DOZENS 


of refinishing jobs this Spring are 

going to require the use of Wood 
Scrapers. Cash in on this profitable business by 
selling a kit of three assorted scrapers instead 
of just one. Three books of ex- 
tra blades are also included to 
make this kit an outstanding 
seasonable buy. Order them 
from your regular jobber. 


KIT RETAILS 
FOR ONLY 


$19 


THE FLETCHER-TERRY CO. 


802 SOUTH STREET + Forestville, Conn. 








THE 


ANACONDA 
COMPANY 


Lumber Department 


BONNER, 
MONTANA 
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Wood Dowel Display Rack 


i. Oa Oe Oe Om ae me ee Om nO 
Increased use of dowels less than 


30” long by do-it-yourself customers 
encouraged the manufacturer to de- 
velop optional packages in regular 
size 30” lengths or king size 36” 2) 
lengths. Each package offers six 


popular diameters of kiln-dried hard- 
wood dowels, individually boxed for 
easy replacement. The manufacturer’s 
new get-started offer provides a com- 
plete display free with each unit pur- 
chased, including colorful wire rack, 
eye-catcher price card and six display 
boxes. Cleveland Dowel Pin Co., 
Dept. AL, 12703 Triskett Road, Cleve- 
land 11, Ohio. 
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Miracle-Wood 


Newton Manufacturing, producers 
of the wood filler, Miracle-Wood, an- 
nounces an industry-approved mer- 
chandising display. As the result of 
a hardware industry check, the new 
Miracle-Wood display box sports full 
impact newspaper headlines and an 
actual Miracle-Wood demonstration 
piece right on the display. The dis- 
play contains an inventory of one. one- 
fourth and one-half-pound cans. New- 
ton Manufacturing Co., Inc., Dept. 
AL, Nashua, N. H. 
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Encased Tapes 





‘ : YALE #197 DEADLOCK 
Customers may examine the blades 


of Kevffel & Esser’s steel tape rules 
while they remain secured to the new 
individual display cards. Devised by 
the manufacturer for its Handy YALE HAS THE PRODUCTS 
Wyteface and Mighty Handy Wyte- : 

face tape rules, the cards contain the 


encased tapes in a transparent ace- 

tate blister that has a precut slot AND THE POINT OF SALES DISPLAYS 
——_ which the blade a be pulled 
out for examination without remov- 
ing the tape or damaging the card, THAT SELL THEM WE 
The cards, measuring 4%” x 6”, are 
designed to fit the average counter 
tray or to hang on a displav rack. 
Keuffel & Esser Co., Dept. AL, 300 
Adams, Hoboken, N. J. 
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Hardware Package 


Newly designed packaging for its 
line of rust-resistant shelf hardware 
is announced by the manufacturer. 
Included are flat corner irons, corner 
braces and mending plates. Packaged 
in sets of four, complete with screws, —_ : 
the hardware is displayed in tear- / 
proof, clear-view plastic bags backed 
by bright red and yellow cards on . x Y i 
which size and contents are printed. my mee | FREE! SEND NOW! 
The cards are punched for easy dis- oa ; “A ‘nie Ciera neste 
play on the perforated board type of a i . \\ Write for veluable . 
display. ‘The back of the cards mer- : The Key te spores Aunitiory Locks” 
chandise the rest of the line. The ’ pe Sg Rang Maggs Fane Piclas, N.Y. 
Empire Tool & Manufacturing Co., 4 
Dept. AL, Stock Place, Manchester, . 


VALE, REG. U.S. PAT. OFF 





\ i 
Conn. — 
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Power Tool Merchandiser 


A new space-saver power tool mer- 
chandiser, the DK-60, makes it pos- 
sible to set up a power tool depart- 
ment on top of a counter or table top 
2 ft. by 5 ft. in size. It displays $21.50 
worth of Shopmaster power tools and 
accessories in each square foot, show- 
ing a total of $215 in the 10 square 
foot area. Shopmaster, Dept. AL, 1214 
S. 3rd St., Minneapolis, Minn. 
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Advertising Mats 


A new series of dealer advertising 
mats for Marlite plastic-finished wall 
and ceiling paneling is being distrib- 
uted by Marsh Wall. Illustrations 
and copy emphasize the theme of Mar- 
lite’s suitability for any room of the 
house. Separate mats are provided 
for Woodpanels, Marble Panels and 


Plank and Block. Mats for the tongue- 
and-groove Plank and Block panels 
carry a do-it- yourself appeal, one 
message suggesting “modernize a 
room in a weekend.” Marsh Wall 
Products, Inc., Dept. AL, Dover, Ohio. 
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Chalk Line Reels 


Dual-purpose chalk line reels, which 
are a new addition to the Evans line, 
are available in 50’ and 100’ lengths. 
The new Evans chalk line, which is 
also designed to be used as a plumb 
bob, is equipped with a flush rewind 
handle, a positive action mechanical 
brake and a combination hook and 
ring securing device. Both the CL- 
50 (50 line) and CL-100 (100’ line) 
are individually boxed and come in 
colorful display cartons, six to a car- 
ton. Evans Rule Co., Dept. AL, 400- 
416 Trumbull St., Elizabeth, N. J. 
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Micarta Display 


A new Micarta display, which shows 
the entire Westinghouse line, is keyed 
to appeal to women as well as men. 
In addition to chips showing the Mi- 
carta colors and patterns, the display 
shows sheet stock, panel stock and 
the Unitop. This display will be pro- 
vided to all rticipating dealers. 
United States Pirwusa Corp., Dept. 
AL, Weldwood Building, 55 West 44th 
St., New York 36, N. Y. 
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Strand Counter Card 


A new profit plan portfolio includes, 
in a compact package, the complete 
dealer merchandising program worked 
out by Strand. Included are samples 
of a new 12-page garage modernizing 
book that’s complete with how-to in- 

(continued on page 144) 





For Warmer Kindergarten Floors . . 


when the little tykes lie down for naps — Remember 
the latest school board findings favor hardwood 
floors and nothing holds heat better than J. W. Wells 


Diamond Hard Northern Maple. 


Nothing’s more 


resilient, easier on teacher's feet. And when you're 
selling schools remember too, janitors say, “hard- 
wood floors are a sight easier to clean.” 








KEYHOLE TYPE 


ee a er 


SHIPMENTS MADE PROMPTLY 


Highest Quality 
fat UARANTEED) 
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5. PARKER HARDWARE MFG. CORP. 


November 14, 1955, 


SNAP-ON TYPE 

STATUARY BROWN 

CHROME ° NICKEL 
Adjustments Spaced V1” Apart 


a ee 





Lowest Prices’! 


AMERICAN LUMBERMAN AND 





ip. 
“Home handymen like to work 
with these Cyclone Hardware Products 


Ked Taggs ; J @ Merchanalising [ips: 


It’s far easier to do a good job with top quality materials like Cyclone Insect Wire Screening 
and Cyclone Hardware Cloth. And because “do-it-yourself” devotees are quick to recognize 
this, it’s far easier to sell these Cyclone “Red Tag” Hardware Products. 


Here’s what your customers can count on 





IN CYCLONE INSECT WIRE SCREENING 








straight wires and even uniform mesh 
attractive appearance and durability 

a complete selection in galvanized, bronze 
and aluminum 

plus the Improved Multiple Wire Selvage 
that makes a snug, flat fit a sure thing. 











a woven cloth with a welded selvage that 
makes installation easy 


heavy galvanizing for long life 
straight and even wire for good looks 


You'll establish your store as headquarters 
for quality when you stock and sell these and 
other Cyclone “Red Tag’’ Hardware Prod- 
ucts. But maintain the complete line; if your 
inventory is low, order from your jobber today, 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 


WAUKEGAN, ILLINOIS - SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Sate USS CYCLONE:ped 707° 
HARDWARE PRODUCTS 


SCREEMIN® , ‘ Baskets FENCE bar 
mie Alumino™ CATCH-AL Wi 4 awn . “ te 


wwsect wire 
palvor zed- Bre 
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Tusky Hoist 


A completely portable and automa- 
tic construction elevator, the Tusky 
hoist may be towed by truck or car 
fully assembled to the job site and 
erected in 2% minutes by one man. 
Ready for towing, the hoist weighs 
2,650 pounds, is 26’ long, 96” high 
and 70” wide. The Tusky is free 
standing at 24’ but extra sections can 
be added, making the tower over 100’ 
high, if necessary. A_ two-cylinder 
gasoline engine is coupled to a hy- 
draulie unit which drives the platform 
and a load of 1,000 pounds up or down 
at 100’ per minute. Tubular Structures 
Corp. of America, Dept. AL, 2960 
Marsh St., Los Angeles 39, Calif. 


For more data circle Neo. 35 on coupen, p. 162 


EEMAEQUIP 


MENT 











HC-50 Lift Truck 


The Hyster HC-50 Lift Truck, a 
compact, highly maneuverable 5,000 
pound unit is now available. The HC- 
50’s outside turning radius of 79” is 
said to create unexcelled maneuvera- 
bility in narrow warehouse aisles. Its 
short length, narrow width and ease 
of steering contribute to fast on-the- 
job output. The HC-50’s net weight, 
7,110 pounds, is said to be the light- 
est in its capacity and permits truck 
operation on lighter weight floors. 
The Hyster HC-50 units are powered 
by Waukesha gasoline engines. Hy- 
ster Co., Dept. AL, 2902 N. E. Clacka- 
mas St., Portland 8, Ore. 


For more data circle No. 36 on coupon, p. 162 


industrial Lift Trucks 


Yale & Towne has announced the 
introduction of a brand new series of 
industrial lift trucks. This is the 
KGA5i line, equipped with Yale torque 
transmission which provides fully au- 
tomatic gear shifting. Built in capa- 
cities from 3,000 to 8,000 pounds in- 
clusive, these trucks provide a whole 
new dimension to the Yale line of gas, 
diesel and Lpg powered equipment. 
Yale & Towne Mfg. Co., Dept. AL, 
11000 Roosevelt Blvd., Philadelphia 15, 
Penna. 

For more data circle No. 37 on coupon, p. 162 


Portable Band Saw 


A new high-speed steel blade for a 
portable electric band saw now makes 
it possible to cut most tough metal 
materials such as stainlers steel, car- 
bon steel, nickel and high speed tool 
steel, it is claimed. Specifically de- 
signed for use with the model 524 
Porta-Band saw, this special blade— 
along with the conventional blades— 
permits the saw to cut practically 
100% of all metal mater‘als being 
sawed today. The model 524 Porta- 
Band saw may be used with the Port- 
er-Cable generator when electric cur- 
rent is unavailable. Porter-Cable Ma- 
chine Co., Dept. AL, 59 Exchange St., 
Syracuse 8, N. Y. 
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International "S" Line 


Added power and new cab comfort, 
plus a wide selection of two-tone color 
combinatic:.;, are features of the new 
International truck “S” line. The In- 











The annual 


DEALER 
PRODUCTS 
FILE 





April 4th 


featuring 700 pages of 
essential information on 
the buying, selling and 







Ta use of building products, 
satisfaction equipment and supplies . . 





AMERICAN 
LUMBERMAN 


4 BUILDING PRODUCTS 
MERCHANDISER 


Through the years, Mt. Ver- 
tae chinend 
beauty, endurance and repeat sales, that’s because 
there's no substitute for quality—and it’s traditional 
that each strip of Mt. Vernon flooring be made of 
finest timber, and carefully manufactured and graded. 
For sutisfaction and sules, make your next order 
NOFMA-certified Mt. Vernon Brand flooring. 


OAK ALSO BAND SAWN HARDWOODS 


Latest equipment; kilns, 
Seecn aning mill and betes plant. 


ee 

















H 
PECAN Send us your inquiries. 


MOBILE RIVER SAW MILL CO., INC. 





139 North Ciark Street 


es ee Chicago 2, Illinois 
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ternational S-112 pickup is one model 
in this new line. With gross vehicle 
weight rating of 5,400 pounds, the S- 
112 is available in 115 and 127” wheel- 
bases, with 6% or eight-foot body and 
is powered by the 131 hp Black Dia- 
mond 240 engine. The International 
S” line ranges in gvw ratings from 
1,200 to 33,000 pounds and includes 
four and six-wheel conventional and 
specialized motor truck chassis. In- 
ternational Harvester Co., Dept. AL, 
180 North Michigan Ave.. Chicago 1, 
Ill. 
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Ford's Big Job 


Ford’s 200 new 1956 truck models 
have a new wraparound windshield, a 
hooded roof outline over the wind- 
shield and a restyled one-piece grille. 
The Big Job, designated F-750, is a 
heavy duty truck with a gross vehicle 
weight of 21,000 pounds. High per- 
formance is obtained with a special 
heavy duty 168 hp Y-8 engine equipped 
with a four-barrel carburetor. It is 
one of the most powerful engines in 
this weight class. Five different wheel- 
bases and power steering are avail- 
able on this model. Ford Div., Ford 
Motor Co., Dept. AL, P. O. Box 638, 
Dearborn, Mich. 
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Contractor's Load-Lift 


Market Forge announces a new 
contractors’ load-lift with a capacity 
of 1,000 pounds; width, 30”; method of 
lfting—hand hydraulic; method of 
moving horizontally, hand; height of 
lft, 8” to 60”. The unit was designed 
to handle building materials in thou- 
sand-pound lots without pallets. Mar- 
ket Forge Co., Dept. AL. Materials 
Handling Div., 35 Garvey St., Everett 
49, Mass. 
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Plan Hold 
Plan Hold, a new device for holding 


building or engineering plans, has 
been designed to fit any existing plan 


HIGHER 


rack or file and will hold one or 150 
prints securely without the necessity 
of punching or drilling holes. The 
Plan Hold is made of high grade satin- 
finished aluminum and all corners and 
edges are rounded. Soft plastic tips 
srotect desks and tables. Plan Hold 
Jiv., Air Comfort Co., Dept. AL, 5204 
Chakemco St., South Gate, Calif. 
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Payloader Tractor-Shovel 


A completely new and larger two- 
wheel-drive payloader tractor-shovel, 
model HAH, is announced. The new 
model has a struck capacity of % cu- 
bic yards and a heaped capacity of one 
cubic yard. A bucket breakout action 
permits 40 degrees of tip-back at 


(continued on next page) 


PROFITS IS THE.# calder 


To anyone who can read a 
blueprint, Calder’s exclusive 
design indicates the way to 
faster, easier sales and higher 
profits. That’s because Calder 
overhead sectional garage 
doors feature the famous 
“Wedge Tight” action for built- 
in sales appeal to open and 
shut easier, fit tighter, last 
longer. 


in addition . ae we 


and commercial doors in varied 
styles to meet all door prob- 
lems. And Calder's engineering 
department is always available 
to help you with special door 
applications. 

SOLD DIRECT TO DEALERS 


WAREHOUSES IN: Lancaster, Pa.; 
Chicago, Ill.; St, Paul, Minn. 


KEverONs 
Address inquiries to Dept. 11 


calder MANUFACTURING CO. 
LANCASTER 4, PA. 


TRACK 


Widely acclaimed as the 
easiest, fastest installing 
sectional door on the 
market. Backed by exten- 
sive national advertising 


in consumer magazines 


DABS oh ok 
sae 


STURDY 


. Nl To, 
PARALINE 


FLUSH 


TRILINE 


ALL CALDER DOORS 
MAY BE ELECTRICALLY 
OPERATED BY REMOTE 
CONTROL 
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corners, are made of 18-gauge steel, 
stand 31” high and are 18” wide. A 
wooden top up to 24” wide and from 
30” to 6’ in length can be mounted on 
a pair of ends. Hoffman also manu- 
factures 26”-high steel ends for the 
construction of utility tables. Hoff- 
man Iron & Steel Co., Dept. AL, 
Vienna, Ohio. 
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a 
ground level. The HAH has a break- 
out force of 4,500 pounds, a lifting Cabinet Lock Div., The American 


capacity of 4,000 pounds and a carry- Hardware Corp., Dept. AL, New Bri- 
ing capacity of 3,000 pounds at four tain, Conn. 
mph. The Frank G. Hough Co., Dept Vor more data circle No. 44 on coupon, p. 162 


AL, 972 Seventh St., Libertyville, Ill. 
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Cleanout Door & Ash Dump 


Superior announces a new cleanout 
door which may be used for a fire- 
place or any furnace chimney. It fits 
brick width and courses. Assembly is 
made of heavy 12-gauge stamped 


Pint-Size Padlock 


Corbin Cabinet Lock Div. announces 
a new addition to its Sesamee line of 
combination padlocks. This addition 
will be known as the Sesamee 410. It 





is the smallest padlock in the line. ra steel and the door fits snugly tight. 
The Sesamee 410 offers a choice of 1,- of Superior’s patented stamped steel ash 
000 opening combinations for each » dump is also made of heavy pressed 
owner and it is easy for the owner to 12-gauge steel. This ash dump vl 
change from one combination to an- weer one a - a ae 
other. It is designed specifically to Do-It-Yourself Workbench pg von bey lig TB ngs oe 
meet a demand for small size combi- Do-it-yourself fans can build work- placed in cartons of 12 for easy ship- 
nation padlocks to use on golf bags, benches to fit individual needs from ment and handling. Superior Fire- 
zipper bags, gun cases, telephone dials, 30” to 6 in length, with steel end place Co., Dept. AL, 1708 East 15th 
etc. It is made of forged brass with a pedestals manufactured by Hoffman. St., Los Angeles 21, Calif. 

steel shackle heavily plated. Corbin The ends are finished, have rounded For more data circle No. 46 on coupon, p. 162 


progressive, profit-minded 


jobbers and dealers sell 


ohawk 


FLUSH DOORS 


WITH THE WARP-FREE CORES! 





More and more builders, dealers 
and jobbers are switching over to 
Mohawk Flush Doors. Their reasons 
are clear—Mohawk's highly skilled 
craftsmen ...the use of only the 
finest materials and the most mod- 
ern door manufacturing equipment 
in the country—result in the highest 
quality interior and exterior doors for 
either commercial or residential use. 
Check Mohawk's quality for your- 
self! Check Mohawk's prices 
too, before you order 

your next carload., 


Mohawk FLUSH DOORS 


_—_—_-— 





— ee ey 





Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 20 Million for past half century under exacting Forest 
Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 


DEFEND YOUR TRADE WITH 








MENOMINEE INDIAN MILLS 


213 W. Ewing Ave., South Bend, Ind ‘ . . 
: Neopit, Wisconsin 








& Air-dried QUALITY LUMBER Kilm-dried 
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Here’s why Gyps 


waar = LEE. 


a 
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1940 1955 
HOUSES ARE GETTING BIGGER —The 


average new house in'55 has | to 2 rooms 
more than the '40 model qi 








A 1940 1955 


WALLBOARD IS GETTING THICKER— 
in '40, %" was standard; in ‘55 the trend 
is toward 4% — takes more gypsum and 
* more time to produce. 





| 


NATIONAL GYPSUM SAW 


STARTED TWO-WAY PLANNING 
THE SHORTAGE COMING 


10 EXPAND PLANTS 
AND DEVELOP NEW DEPOSITS 


SHOALS, INDIANA 
New plant and quarry 


dr —--" 








1947 


JUST COMPLETED: $6 MILLION 
GYPSUM PLANT IN MIDWEST 
NOW IN OPERATION 


WE HAVE MORE THAN DOUBLED OUR 
TOTAL GYPSUM PRODUCTION SINCE 
W.W.!| AND THERE'S MORE COMING 


THE NATIONAL GYPSUM COMPANY, BUFFALO 2, NEW YORK 


LaATH, PLASTER GYPSUM BOARD INSULATION BOARDS 2ocn woo 


PAINTS AND acousricar 
AND Lime PpROoUcTs PLANKS ANDO THES INSULATION 


Textures thes ANO SIDING 


BUILDING Propucts MERCHANDISER 


ASBESTOS ROOFING 


AND BUILDING IS BOOMING... .602,000 
houses were built in '40; in ‘55 over 1.3 
million units will be started ! 


SAVANNAH 


RECENT EXPANSIONS AT THESE 
3 PLANTS HAVE INCREASED 
THEIR OUTPUT 33%. 


WESTWEGO, LA 


BURLINGTON, N. J. 


THE NEXT STEP IN A NEW 5~-YEAR 
$75 MILLION EXPANSION PROGRAM 
ARE THESE PLANTS, SOON TO START 
PRODUCTION 


Gold Bond 


BUILDING PRODUCTS 
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formation and sketches; the 32-page 
Strand book, Garage Plans and Ideas, 
that features 12 garage designs, how- 
to build instructions and material lists, 
plus proofs of newspaper ad mats, 
sales folder and a catalog sheet. The 
portfolio provides information about 
Strand’s big new three-dimensional 
counter card; a special offer on a full- 
size Strand display door, available in 
9 x 7 and & x 7’ sizes and informa- 
tion about an illuminated display for 
limited-time use at exhibitions and 
home shows. Strand Garage Door 
Div., Detroit Steel Products Co., Dept. 
AL, 3108 Griffin St., Detroit 11, Mich. 


For more data civele No. 47 on coupon, p. 162 


Merchandising Campaign 


A merchandising campaign de- 
signed to bring prospective home 
builders into the dealer’s store is be- 
ing furnished free with the purchase 
of Homes for Living plan books. The 
program consists of newspaper mats 
and suggested advertising copy and 
layouts aimed at the home-building 
prospect. Homes for Living, a 9%6- 
gage book, shows 40 carefully selected 
ot plans. The plans fit all budgets 
and carry interior suggestions, color 
schemes and landscape presentations. 
Homes for Living, Inc., Dept. AL, 
Macy Building, Jamaica, N. Y. 


For more data circle No. 48 on coupon, p. 162 


DO-IT-YOURSELF -KIT 
FOR STATIONARY PATIO AWNINGS 
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Awning Kit 


Two new Littco do-it-yourself awn- 
ing frame kits make it easy for the 
home mechanic to build his own sta- 
tionary patio or terrace awnings. The 
two kits are available for awning 
widths of up to 12’ or 20’ and contain 
all the fittings needed to construct an 
awning frame. Pipe and canvas covers 
are the only extras needed for installa- 
tion. All the fittings are made of 
Tenzaloy, an alloy of the aluminum- 
zinc-magnesium type developed by 
Federated Metals Biv. of American 
Smelting and Refining Co. Littlestown 
Hardware & Foundry Co., Dept. AL, 
Littlestown, Penna. 


For more data circle No. 49 on coupon, p. 162 


Garden Shear Department 


The complete No. 100 Garden Shear 
Department consists of a free, three- 
color metal display disperser, accom- 
modating one each of 11 popular Sey- 


mour Smith tools. These and the back- 
up stock, which includes free goods, 
cover every pruning and trimming 
need. Recommended assortment is 
said to be based on a national survey 
and to represent average dealer re- 
quirements of stock. Seymour Smith 
& Son, Dept. AL, Oakville, Conn. 


For more data circle No. 50 on coupon, p. 162 


Tell 'N Sell Rack 


Yardley Plastics is offering its 75- 
pound ClearStream PressuRated pipe 
mounted on attractive dispenser-type 
reels. Made of cardboard, these dis- 
posable reels feature a metal grommet 
at the core for convenient mounting 
on the manufacturer’s recently intro- 
duced Tell ’N Sell rack. Packaged at 
no extra cost on these easy-to-mer- 
chandise reels is 75-pound Clear- 
Stream PressuRated pipe in sizes of 
%”, %”, 1” and 14”. It is marked 
in ten-foot lengths for convenient dis- 
pensing. Yardley Plastics Co., Dept. 
AL, 142 Parsons Ave., Columbus 15, 
Ohio. 


For more data circle No. 51 on coupon, p. 162 
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TWIN HARBORS 
LUMBER COMPANY 


INCORPORATED 1921 


ABERDEEN, WASHINGTON 


Manufacturers and Distributors 
of 
WEST COAST WOODS 
Douglas Fir, Hemiock, Cedar, 
Pine, White Spruce 
AND SHINGLES 


Each office of Twin Harbors is 
geared to provide fast, experienced 
and complete information regarding 


placement of your order 


BRANCH OFFICES 


Portiand, Ore New York, WN. Y. 
Eureka, Calif Medford, Mass. 
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MAKE MORE MONEY! Cash in on the 
lucrative business available to those who 
can ESTIMATE! Leorn to read plans, take 
off building moterial lists from biveprints, 
ond figure labor costs. 


The short, concise home-study course 
“BLUEBOOK of ESTIMATING” will prove a 
soles booster for you! Build your do-it 





yourself trade by leaps and bounds, and 
increase profits from your contractor and 
smoll builder trade. The “BLUEBOOK” will 
prove invaluable in training all personnel. 
Certificates are issued to successful gradu- 
ates. Let us prove how easy it is to leorn 
by doing, and at an unheard-of LOW 
PRICE, Send for free information NOW! 


HOME BUILDERS SCHOOL OF ESTIMATING 


P.O. Box 912, San Jose, Calif. 
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HOME BUILDERS SCHOOL J ESTIMATING ! 
P.O. Box 912, Son Jose, Collf. ! 
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NEW PRODUCTS 


(begins on page 126) 





Dishwasher 


Packaged complete with simple in- 
stallation instructions, a parts-adapter 
kit and wrenches, the Gerity Dish- 
washer can be installed on a kitchen 
sink in just a few minutes without the 
aid of an outside expert, it is reported. 
This new install-it-yourself dishwash- 
er fits most swing-spout faucets with- 
out any major plumbing changes. 
When the original swing-spout is re- 
moved from the sink fixture, an adapt- 
er unit fits readily into the opening. 
Gerity-Michigan Corp., Dept. AL, 
Dishwasher Div., Adrian, Mich. 
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Garage Door Operators 


A new line of Stanley electric 
garage door operators is announced. 
An outstanding feature of the resi- 
dential garage door operator is the 
low headroom required above the high- 
est door arc—a scant 2%”. Installa- 
tion is simplified by having only two 
basic sets. One set operates all doors 

-roll-up or swing-up—up to 16’ wide 
x 7’ high; the other set will operate 
« all doors up to 16’ x 8’. The new % 

hp self-lubricating motor can be 
plugged in like an electric appliance. 
The Stanley Works, Dept. AL, 111 
Elm St., New Britain, Conn. 
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Routo-Jig 


A new type, low-priced, portable 
electric tool, the Routo-Jig Model 140 
combines the functions of a jig-saw, 
router, jointer and shaper table. A cir- 
cular base makes it a router while a 
rectangular hase converts the machine 
quickly for jig-saw work. Attached in 
an inverted position to a shaper table, 
the tool becomes a shaper and jointer. 
The Routo-Jig has a powerful ac-de 
Universal Motor which turns a high 
speed collet at 24,000 rpm, making the 
tool equally effective on soft or hard 
woods, plyboard, plastics and comnosi- 
tion. Porter-Cable Machine Co., Dent. 
AL, 56 Exchange St., Syracuse 8, N. Y. 
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Electric Fork Trucks 


A new line of electric fork trucks 
designed especially for high maneuv- 
erability, ease of maintenance and in- 
creased operator comfort and conveni- 
ence has been introduced. The new 
Model FT line includes trucks with 3,- 
000, 4,000 and 6,000-pound capacities. 
The FT trucks have high stability, 
due to low center of gravity, increased 
width and low overhang. They have 
three braking systems. Other fea- 
tures include: automatic-type steering 
column, foot pedals and instrument 
cluster. Baker-Raulang Co., Dept. AL, 
1250 W. 80th St., Cleveland 2, Ohio. 


For more data circle No. 55 on coupon, p. 162 
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FREE DISPLAY CASE 


=) tle “os 
‘), WELDWoop as 


‘il : FLEXIBg a Uy it 
Bilele) a -1t ie 


Me 








Actual Size 
17” high x 18 
wide of compa 
display space 











Real wood veneer 
in handy rolls... 
sells right off your counter 


FLEXIBLE 


Wood-Trim 


Here's a new profit item by 
Weldwood that every do-it-yourselfer 
is waiting for 
— for edging plywood 
(no more exposed edges) 
— for decorating coffee tables, 
picture frames, lamp shades, 





FREE! 
wooo-Trim \ 
DISPLAY CASE 


Stacks 36 rolls of 
assorted woods, 
including Oak, 
African Mahogany 
Walnut, Birch, Fir 
and Korina. Each \ 
roll is 8’ long 
1” wide, in trans 
parent re-usable 


Seem \ waste baskets, etc., etc. 
Wood-Trim is so flexible it easily 
4 wraps around curved or angled sur- 


faces, yet it won't readily chip, split, 
peel. All that’s needed to apply it is 
ja good wood glue like Weldwood" 
Contact Cement or Weldwood Presto- 
Set” Glue. No need for heat, irons, 
pressboards, clamps, nails. 


/ Another \ 


weldwood) Heavily Advertised Nationally! 


} Sete *Trade Mark 
ORDER WOOD-TRIM TODAY! 


Made by UNITED STATES PLYWOOD CORPORATION 
Dept. AL 11-SWT 55 West 44th Street, New York 36, N.Y. 
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Annular-threaded 
metal weather 
strip nails... 


FOR GREATER 
HOLDING POWER 


USERS REPORT, Apr. 4— 
“Fast replacing the old fash- 
ioned unthreaded naill’’ 


< S| 


Plated for maximum rust 
resistance. Early delivery in 
packages and in bulk. Write 
for prices and samples. 


JOHN HASSALL INC. 


?. ©. Bex 2160 
Westbury, Long Islond, N. Y. 


Established 1850 


slecctell 


blished 1850 





Recommended Reading for Lumber Dealers 
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B saanine'ts sine fl FOR 

| PROFIT 
AND 

MAKING IT 

STICK 


How to sell luniber and bullding products 
profitably tlow to calculate costs, make mart- 
ups and set prices that insure an adequate 
promt, This is ART HOOD’S fumous text on 
“compensatory pricing’’...... i did 5Ne 












AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 
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Chimney Housing 


Introduction of a new custom brick- 


panel housing for the Van-Packer 
Packaged Masonry Chimney is an- 
nounced. The new custom housing 


measures 24” x 48” and is available in 
addition to the company’s de luxe 
brick-panel housing which measures 
16%” x 24”. Constructed of rugged 
cement-asbestos, the new custom hous- 
ing is available in buff, white or red, 
and comes in two,three and four-foot 
lengths. The housing cap and rain 
cap come as a preassembled unit for 
fast installation. The Van-Packer 
chimney is completely packaged, in- 
cluding the flashing. Van-Packer 
Corp., Dept. AL, Bettendorf, lowa. 


For more data circle No, 56 on coupon, p. 162 








Ultra Twenty Fan 


The Ultra Twenty, available in a 
bevy of decorator colors and featuring 
a futuristic control panel with Saf-T- 
Eye thermostat, is the first residential 
fan to be introduced in the 1956 line 
of air movers manufactured by Lau 
Blower. Set in the mottled control 
center are the Saf-T-Eye and three 
dials, which give the Ultra Twenty 
versatile and safe features. The Saf- 
T-Eye glows brightly whenever there 
is any current in the unit—whether or 
not the blade is running. Blades are 
rubber mounted for smooth, quiet op- 
eration. Lau Blower Co., 2007 Home 
St., Dayton, Ohio. 


For more data circle Ne. 57 on coupen, p. 162 


Sliding Door Hardware 


A new track and facia of one piece 
aluminum construction offers more 
convenience, more roominess and is 
available in two sizes for either 4” or 
1%” doors. The new sets permit the 
use of sliding doors on kitchen cup- 
boards and under counter storage 
areas, on built-in cabinets in studies, 





in bedrooms, bathrooms, etc. They are 
available in addition to the regular 
Leigh sliding door hardware. Each 
set is packed complete in one contain- 
er, ready for installation. Leigh 
Building Products Div., Air Control 
Products, Inc., Dept. AL, Coopersville, 
Mich. 


For more data cirele No. 58 on coupon, p. 162 





Corner Clamp 


An improved corner clamp which 
permits the user to correct errors in 
mitered corner cuts is available. Two 
thumbscrews are used and the clamp 
has a specially channeled section in 
the right-angle corner, which permits 
the use of a saw to correct any errors 
which might have been made when the 
user makes miter cuts. The clamp has 
a two-inch capacity for square and 
molding stocks. The new clamp has 
openings in its back and sides to per- 
mit fastening all kinds of right-angle 
corners with glue, patent fasteners, 
dowels, etc. The Gunver Manufactur- 
ing Co., Dept. AL, 234 Hartford Road, 
Manchester, Conn. 


For more data circle No. 59 on coupen, p. 162 
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Private Door Eye 


Residents can enjoy greater privacy 
and safety when entrance doors are 
equipped with Private Door Eye, a 
new optical development. Only ‘'” 
in diameter, it gives a clear, 175-de- 
gree angle view of anyone wishing to 
be let in. The caller can’t look in be- 
cause of the one-way design of the 
lens elements. Private Door Eye is 
easily installed by drilling a %” hole. 
It is available in lengths to fit any 
door up to 2%” thick, each with a %” 
adjusting range. The Callboy Co., 
Dept. AL, 7147 Lyndale Ave. 8., Min- 
neapolis, Minn. 
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for roofing—siding—fencing and decorating. 


voted to the kind 
of easy-to-follow installation instructions your cus- 
tomers appreciate. Keeps those instructions right on 


the job, too. Illustrations show your customers at a 
glance that this is the easiest roofing to put on. 


pletely seals in the 
corrugated rolls . . . keeps them free from dust, dirt, 
smudges, dents or scratches. Roofing in rolls means 
less storage space... now rolls in cartons make this 
revolutionary new roofing easier to store . . . easier 
to handle. 


Be the first in your area to sell the only 
aluminum roofing in cartons and build your 
sales and profits. Mail the coupon for details. 














Look at these sales extras: 


Rolls On... for faster, easier applications on any roof 
new or old. 


Unrolls Fiat... rolling out to the full length of the area 
to be covered. 


No Side Laps to Leak .. . one sheet goes the full length 
eliminating side laps. 


1001 Uses... perfect for roofing, siding, fencing and 
decorating. 


For Raisler Selling — Put these newcolorful cartons to work as silent 

salesmen in your showroom. A full side shows 
your customers where Corrugated Aluminum in Rolls can be used. Helps 
you cash in on our national advertising that suggests Aluminum in Rolls 








SIREN OS 














QUAKER STATE METALS COMPANY 
Dept. 27, Manheim Pike 


Lancaster, Pa. 








Sp te 
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Please send me facts on the new QSM Corrugated Aluminum 


Rolls in cartons. 


Name 
Available 28’' and 48’ widths. 
50-100 foot rolls. 
Mill Finish or Embossed. Ochitwee Potent Address 
No. 2,369,487 
City. State 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set 
up” for service. With many long- 
established mill contacts, knowledge 
of mill's specialties, resources, manu- 
facturing and shipping facilities and a 
thorough understanding of buyer's 
requirements, the leading Western 
Wholesalers below can help you take 
the worry out of your lumber buying. 
Tell them your needs. Let them supply 
your complete requirements. 











VAN VALER LUMBER COMPANY 


Radic Central Bidg., Spokane 4 Wesh. 
Phone: Timpie 2743 Tw oP 0 





CURTIS LUMBER COMPANY 
700 PITIOCK BLOCK. PORTLAND 5, ORE. 


FOREST PROOUCTS 
leleghene AY 65¢1 Velervee POST? 


WALES LUMBER COMPANY 
O18 NATIONAL BANK SUM Oma 


SPOKANE - - ~- WASHINGTON 
Ow Bind Year 


HALLINAN LUMBER CO. 


428 5 W Harrison St Portiand 1. Ore 


MANUFACTURERS DOUGLAS FIR 
Atwater 9774 Velatune Of 457 
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Specification Manual for NOFMA 
Certified Oak Floors has been ivsued 
in a new 12-page edition. Three main 
sections offer detailed specifications 
for subfloor construction, laying and 
finishing oak floors. Included are 
specifications permitting omission of 
wood subflooring in installation of 
strip oak floors over concrete slabs; 
specifications for laying plank floors 
in conventional joint construction and 
general pointers on laying block and 
parquet oak floors. The National Oak 
Flooring Manvfacturers’ Association, 
Dent. AL, 814 Sterick Bldg., Memphis 
8, Tenn. 


For more data circle No, 61 on coupon, p. 162 


Lawn, garden, and farm tools are 
described in catalog and price list No. 
65. Specifications are given on garden 
growers, cultivators, various tynes of 
weeders, meat fork, cheese fork and 
so on and all are illustrated. C. S. 
Norcross & Sons Co., Dept. AL, Bush- 
nell, Ill. 


For more data circle No. 62 on coupon, p. 162 


Seven-step procedure for renairing 
eoncrete floors with non-shrink mor- 
tar is deecribed in a folder: each step 
is illustrated with actual photograph. 
Ready-to-use, Embeco pre-mixed mor- 
tar requires only mixing with water 
and is said not to shrink on harden- 
ing. Repairs made with the mortar 
are said to have high compressive and 
structural strengths; actual strength 
comparisons with ywlain mortar are 
given in the folder. D. C. Dres«ler, The 
Master Builders Co., Dept. AL, 7016 
Euclid Ave., Cleveland 3, Ohio. 
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ENEW4 LITERATURE 


Progress Chart ovtlines, step-by- 
step, all phaces of building trades one 
needs to know to be an expert in the 
field. Covers blueprint reading, car- 
pentry, masonry, house planning, re- 
modeling, carpentry mathematics and 
ectimating for the building trades. 
Used as a guide for review, also as 
study guide for student-builders,—es- 
timators and—contractors. American 
Technical Society, Research Dept. AL, 
850 E. 58th St., Chicago, Il. 
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Tu-Tone door sets with pitch black 
rovettes. said to be the very latest in 
builders’ hardware, are described in 
catalog sheets and new literature. 
Rosettes are available with knobs in 
all standard finiches, braces, bronze, 
chromium and aluminum. New match- 
ing idea offers many onporturities for 
vnusual decorating effects. Metallon 
Products, Inc., Tegco Div., Dent. AL 
2050 E. 48th St., Los Angeles 58, 
Calif. 
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Revision of Western Pine grading 
rules for No. 3 shop Ilnmber are sa‘d 
to clarify grade by defining type and 
grade of enttings which must ke con- 
tained in No. 3 shop pieces. Special 
rules for white fir shop grades, when 
used for finch door cores, mav now be 
applied to Douglas fir shop which is to 
be used for the same purpose. Supple- 
ment containing changes may be ob- 
tained. Western Pine Asvociation, 
Dent. AL, 510 Yeon Bldg., Portland 
4, Ore. 


For more data circle No. 66 on coupon, p. 162 


(continued on page 156) 


What's Your Answer? 


How much do you remember of what you read? You can check 
your reading retention with the ten questions listed below. 


Whet’s Your Score? 9 or 10 correct: Excellent! 7 or 8: 


Good. 


5 or 6: Fair. Fewer than 5. perhaps you read too fast. Check the index 
to see if there’s an article you missed that might be of particular 
help to you at this time. Answers on page 151. 


1. Who advertises “1,322 colors in all inside and outside finishes”? 


2. How can dealers who missed the NRLDA Show in Cleveland, 
see the Showroom Idea Center developed by American Lumber- 


man? 


What company manufactures K-V Hardware? 


What does New York firm, Wheeler-Staley, stress in selling 
homes in its Lu-Re-Co subdivision? 


Who makes Perfection Brand Oak Flooring? 
What three phases of the church market can dealers capitalize 


on? 


Who offers you a free display case for rolls of flexible wood- 


trim? 


What dees the lumber dealer need to offer in order to sell 


kitchens? 


Who advertises “Corrugated aluminum in rolls and in cartons”? 


Where can you get a desien for the new tree tvve lumber stor- 
age rack shown at the NRLDA exhibition in Cleveland? 





November 14, 1955, AMERICAN LUMBERMAN AND 








UNCLE ‘cuRLY’ 
(HATES DRAFTS) 


A drafty window is dangerous } 
when it catches a guy with his wy 





hair down. That's why Unc wants 1}}. 


ns; 


(PARTY BOY) 
Charlie knows what it takes to 


* get a head... and knows what 


Dura-seal equipped window units /: ( 
sh 


which afford 4% times 
better weather protection. 





THE NAME 
ON THE 
METAL! 


makes the snowflakes clang. 
He loves those Si-Vel coated 


springs in Dura-seal—so quiet, 


so hushed . . . kinda spooky! 


By the blister-bright moon of the 
yammering Yukon! A man needs air! 
It's almost 60 degrees in here! Get those 
dad-blasted windows open! He's a card 

player and Dura-seal equipped win- 

dows don't take two jacks to open. 





LITTLE ARBUCKLE 
(THE LOLLIPOP KING) 

This little rapscallion can fall off the roof 
—unharmed—tumble into the well 
—whistling “Dixie"—but let him get 

into a draft and it's beddy-bed for a 
week. So his mother naturally insists 
on Dura-seal's wonderful protection. 





AUNT BERTHA 
(DELICATE LIKE A HORSE) 
if Bertha threw her weight around, every 
seismograph in the country would pop. 
Luckily, she thinks she's a frail, fragile creature, 
That's why she likes Dura-seal's 
sash balance that opens with the lightest, 
delicatest, eepsy-weepsy, tiny touch. 








(POP!) 

Last on the list is the man with the money 
—or, at least, the man who has to pay. 
Dad's the one who likes Dura-seal 

because Dura-seal weatherstripping 
pays its way many times over on fuel 
savings ... it's a good investment! 
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 , Ae . 





S Gi ee 8 tT OT AR OA R O'S 


Take sheathing, for example. It provides three 
vital functions in the structure: It encloses, it 
strengthens, it insulates. To give top efficiency 
in all three, it must be well manufactured and 
properly dried...to assure a snugly matched 
flush surface, permanent nail-holding power 
for maximum stiffness and, in particular, 
proper drying to specified moisture content for 
highest insulating effectiveness (which keeps 
out as much heat as 5” of common brick; 9” of 
face brick; 12” of stone; 1314” of concrete). 
Recognizing these qualities as paramount in 
lumber at its best, Crossett Standards are de- 
signed to provide and maintain them... yet 
always with an eye to still further refinements 
through our comprehensive facilities and the 
natural superiorities of Arkansas Soft Pine. 


Constant betterment through research. 
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A Division of The Crossett Company 


CROSSETT, ARKANSAS 
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MR. FITTS 


(begins on page 96) 





payable the tenth of the month following the pur- 
chase. On the fifteenth of each month, the bookkeeper 
audits the accounts receivable. He notes all accounts 
that are 30-60-90-120 days past due. 

If bills are not paid by the tenth, the firm sends out 
a pleasant-reminder letter which usually brings in 
the payment. After 60 days, a special letter is sent 
to the debtor. If the bill remains unpaid, the man- 
ager or owner makes a personal call on the customer. 
If the case appears to be hopeless, it is turned over 
to a collection agency or lawyer. 








DEALER POINTER 


“Thank You" in Reverse 


“For the past five years we’ve been writing our cash 
customers, selected at random, a letter thanking them 
for their patronage,” says W. A. Barksdale, president, 
Charlottesville (Va.) Lumber Co., Inc. 

Though the letters vary somewhat, in general they 
say: 

“Recently you made a cash purchase at our store 
which was appreciated by us. We are prone to take 
our cash customers as a matter of fact, but we want 
you to know your business is appreciated. We will 
welcome having you come back whenever our materials 
or services may warrant it.” 

Several customers have written Barksdale thank- 
ing him for this personal attention. One letter said: 

“This is one of the finest examples of good public 
relations that I have seen. You are to be highly com- 
plimented. Thank you for your interest.” 











What's Your Answer? 


(Questions on page 148) 


Colorizer Paints. See ad on pages 84-85. 


At one of the conventions during its six-city 
tour beginning in January. Dates and places are 
given on page 8. 








Knape & Vogt Mfg. Co., whose ad is on page 88. 


Selling a quality home, rather than just selling 
building materials, as explained in article begin- 
ning on page 60. 


Arkansas Oak Flooring Co., See ad on page 129. 


1, New church buildings; 2, church remodeling 
and 3, church millwork packages. See article 
page 82. 


United States Plywood Corp., see ad on page 145. 


A planning service, according to speakers at the 
Northern Sash and Door Jobbers Association, as 
quoted in article on page 106. 


Quaker State Metals Co., whose ad is on page 
147. 


Timber Engineering Co., whose address is given 
on page 114. 


BUILDING PropucTts MERCHANDISER 





YALE 
IGHTLATCHES 





#042 
/ WIGHTLATCH 


YALE HAS THE PRODUCTS AND 
THE POINT OF SALE DISPLAYS 
THAT SELL THEM FAST 


i 


i 


GM-3 Merchandiser 
with #2, 112,197 
deadlocks 


GM-2 Merchandiser 
with #36, 80, 042 
Nightlatches 


GC-1 Counter 
Merchandiser 


features 3 #042 
Nightlatches 


FREE! SEND NOW! 


Write for valuable booklet 
“The KEY To Selecting Auxiliary Locks”’ 


THE YALE & TOWNE MFG.CO., 
lock & Hardwore Div., 


\ White Pioins, N. Y . 
’ VALE REG US PAT OFF 


apes YALE & TOWNE 
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Youll Serve Customers Faster 
Modern Tube Color System... 











300 Modern Decorator 
Hues in Three Famous 
Interior Finishes ... 


FROM ONE LINE 
OF TUBE COLORS! x 







@ Pittsburgh’s new MAESTRO TUBE COLORS can be used 
in WALLHIDE Rubberized Satin Finish, WALLHIDE 
Alkyd-Type Fiat wall paints and in SATINHIDE Enamel 
for trimwork. This reduces tube inventory and lessens possi- 
bility of error in mix ing. Only 50 tubes are re a 1ired—in 4-oz., 


l-oz., and 4-oz. . Nearly half of the colors are made 
by a Waite call vilve Colas fn take seca. Teas tebe eilils 
ee produce neste the quantity your cus- 
tomers want—in a matter of minutes. 











R @ PirtsBURGH 


PAINTS *« GLASS «© CHEMICALS + BRUSHES 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LTD. 
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and Better with Pittsburgh's 





Cost Less to Stock... 
Are Easier to Sell! 


“There’s nothing else like it’! That's 
what paint dealers everywhere are saying 
about Pittsburgh’s new MAESTRO 
COLOR system. 


Here’s the simplest, most practical way 
of all to sell paint. It enables you to offer 
300 modern colors in three standard Pitts- 
burgh interior wall and trim paints—in- 
cluding rubberizedand Alkyd-type finishes 
—with only a very small investment. 


This wide range of smart, fashion-wise 
hues can be supplied quickly and easily 
in gallons or quarts from one set of uni- 
versal tube colors and only two tinting 
bases for each of the three finishes—white 
for pastel colors and neutral for deep tones. 


Pittsburgh's new MAESTRO COLOR 

system requires an unusually small stock. 

In fact, you can operate with a minimum 

assortment of tubes and tinting bases re- 

quiring only 25 square feet of shelf space! 

Such a small inventory assures faster turn- 

over and greater profits from paint sales. 

Pittsburgh’s widespread distribution sys- 

tem guarantees fast replacement of stock ; : 

~rien rom cond pad ich sam of ae not ee en 
: . ittsDbur rovides eale 

sales. And the famous Pittsburgh Isbel COLOR SELECTOR. It conindaa all 300 of these exciting hues, 

Besides assisting customers in finding the colors they want, this 

display rack helps dealers serve more customers with a minimum 

of sales help. COLOR SELECTORS are furnished to dealers with 

a full supply of take-home chips. Additional chips are supplied 

without cost as they may be needed. 


assures your customers of finest quality, 
easy application and lasting beauty. 


if you are interested in selling paints 
this modern, business-building way, send 
the coupon below—today! 


PaINnTs 


PLASTICS . FIBER GLASS Address_ 


oO Corres sg 


BUILDING PrRopUCTS MERCHANDISER (For more data on advertised products {ill in coupon on page 162) 


Pittsburgh Plate Glass Company, 

Paint Division, Dept. AL-115, Pittsburgh, Pa. 

Gentlemen: I am interested in further details of your new MAESTRO 
COLOR SYSTEM. 


Name 





tn | 























Jeffreys - McElrath 
MANUFACTURING COMPANY 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 
@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 


Daily Capacity 300,000 feet 
Factory Locations 





mM Macon, Ga. Keesville, Va 
Arhwerlaht, Ge Chase City, Yo. Raleigh, W. C 
Jockson, Go . id Oxford, N. C. 















Manufacturers and Wholesalers 


WEST COAST A 
LUMBER 


All «species Extensive con- 

trolled production. Write for 

name of local wholesoler 

or commision mon. ° 








SUGAR & WESTERN 


PINE AGENCY, INC. 
1 MONTGOMERY ST 
SAN FRANCISCO, CALIFORNIA 


wm SUGAR PINE x PONDEROSA PINE % 
% WHITE FIR x 
Kiln Dried Douglas and 


Send us your 
specifications White Fir Movidings 


§ scl 














classified 
advertising ... 


. le the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every tesue—you'll find column after column 
offering real business opportunities 


. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Every other 
Monday copies reach some 30,000 interested per- 
sone in American Lumberman’'s nationwide distri- 
bution. Check the classified pages for rates in thie 
issue. 
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YOUR PROFIT- MAKING 


Pack "Em In 


The more you get people into the habit of shopping 
daily or weekly in your yard for small pick-up items, 
the better chance you have of getting them to come 
first to you for expensive things. Here’s an excellent 
way to bring them into your showroom constantly 
for small items that lead to much bigger sales. 

In your local newspapers, run short series of spe- 
cial ads now and then, with headlines like these: 
“Look what $1 buys!” ... “Look what $5 buys”... 
and ‘Look at all you can get for only $10!” Under- 
neath, run copy listing a wide variety of items you 
are featuring for just a dollar or five dollars. 

Ads of this kind do four big jobs. They get cus- 
tomers to associate price tags they can easily afford 
with your yard and your products . . . make regular 
shoppers of them. Ads of this type also offer concrete 
proof of the real values you give and acquaint people 
with a wide range of products they have no idea you 
carry. However, they should never be regarded as 
substitutes for ads which sell your organization as a 
whole and should always be used as a supplementary 
selling tool. 


Smart Variation 


Another good variation of this idea is to run occa- 
sional ads with headlines reading, “Look what $5 a 
month buys!” ... “Look what $7.50 a month buys!” 

. and “Look at all you can get for just $10 a month!” 
Underneath, run copy featuring a wide variety of 
major modernization and decorating jobs which can 
be done for the monthly amount your headline prom- 
ises. Explain in each ad that this small monthly cost 
includes expert planning, financing and all labor 
costs. 

At the same time, plan coordinated window and 
counter displays, using the same headlines, in large 
display posters. And fill your windows and counters 
with pick-up items that can be bought for just $1, 
or beautiful materials that can be bought for only $5 
a month. The more people see low price tags in your 
newspaper ads and window displays, the more they 
will keep running in! 


King Size Profits 


Kitchen modernization sales will go zooming up 
and up if you try this promotion. If there’s anything 
that fascinates women and brings them on the run 
by the hundreds, it’s free recipes and food prepara- 
tion demonstrations. So why not cash in on this pub- 
licity angle? It’s easier than you think and really 
pays off. Here’s how. 

First, set up one or two super model kitchens in 
your showroom. And arrange with one or more of the 
big national food companies that sell a large assort- 
ment of food products to send a demonstrator to 
lecture on subjects like these: Short-cuts to food 
preparation and cooking — new recipes — new, easy 
ways to lose weight and stay thin — attractive, invit- 
ing snacks for all kinds of parties. With topics and 
demonstrations of this kind, you’ll find your show- 
room packed at every session. 

Most major food companies have a budget for sales 


By Nerves a Advertising, Inc. 
New York, N. Y. 
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promotions of this type and are more than happy to 
cooperate. Between their talks on cooking and 
recipes, arrange to have one or more of your own 
experts give talks on the advantages of your model 
kitchen and snack bar equipment, how little it costs 
to modernize the average kitchen and planning dream 
kitchens. 

Such a promotion is well worth putting on for a 
whole week with morning and afternoon lectures and 
food preparation demonstrations scheduled. For 
maximum attendance, have your ad agency prepare 
some special announcement ads. A good agency can 
also advise you on how to get some excellent free 
publicity. 


Outstripping Competition 


With competition at an all-time high, it’s more 
essential than ever before to promote your yard in 
new and different ways. Ways that get you into the 
news and make your yard stand out from the big 
chain suppliers, paint and hardware shops, depart- 
ment stores and other competitors. 

Everybody loves taking pictures of their children 
and the whole family having fun or enjoying a party. 
So how about a photographic contest with prizes for 
the best snapshots showing people enjoying your 
products? 

Indoor camera experts will get a huge bang out of 
snapping dad in his basement workshop or the rest 
of the family having fun in that new cellar playroom. 
And some fascinating pictures can be made of mother 
and the youngsters helping with do-it-yourself jobs. 

Besides focusing unusual interest and attention on 
your yard and products, such a contest will provide 
you with some excellent human-interest photographs 
of your products in actual use which can be used in 
many ways. For example, you can have them blown- 
up for use in your window and showroom displays 
and can arrange to use them in newspaper publicity. 

In announcing your contest, make it clear in your 
newspaper ads and on all entry blanks, that entries 
cannot be returned and become the property of your 
company to use in displays or other ways if you wish. 


Important Points 


In your contest announcement ads, invite everyone 
to come down to your showroom for free entry blanks. 
And arrange to hand out entry blanks toward the rear 
of your store. In that way, you can get many people 
to stop and browse around and get a good look at 
your displays on their way in and out. 

Also, announce prizes for as many classifications 
as you can. For example, for the best picture of chil- 
dren under five enjoying your products, for the best 
picture of youngsters between five and ten years old, 
for the best outdoor living room or terrace shot, for 
the best indoor living room and kitchen or snack bar 
pictures, showing people enjoying your products. 

Home repair kits, small do-it-yourself and hobby 
kits make grand prizes. Certain close-out items also 
make fine prizes and help keep expenses down. Most 
camera hounds are overjoyed at having their pictures 
chosen as winners in a contest, so prizes need not be 
expensive. Local camera clubs can provide you with 
expert judges and advise you about setting up entry 
blanks and classifications. 


BUILDING Propucts MERCHANDISER 





for eye appeal 
with 


BUY 


. 


HERE’S A MONEY MAKER THAT 

ACTUALLY PAYS FOR ITSELF! 

It's the new Structoglas door canopy kit and a 
self-liquidating display unit. 

Featuring a colorful Fiberglas-reinforced corrugated 
plastic panel and wrought aluminum brackets, the 
canopy is designed for do-it-yourself installation . . . 
priced for quick sales. 


Packaged dispiay includes six complete canopy kits, 
detailed projects booklets entitled 20 Plans” and 
free literature on Structoglas 

canopies and awnings. 


You can’t miss! The six canopy 
kits and the “20 Plans” book- 
lets will write-off initial cost 
of display and give you a sub- 
stantial profit at the same time. 


SEND COUPON TODAY 
FOR DETAILS AND PRICES. 


SMUCNOAS 


division of 
international molded plastics, inc. 
4252 west 35th street 
cleveland 9, ohio 


manufacturers 
of famous 2 
BROOK PARK 
plastic 
dinnerware 


Cleveland 9, Ohio 


— 
STRUCTOGLAS . 4252 West 35th Street 


NAME 





Piease send, without 
obligation, soles 
promotion file 
describing 
Structoglas canopy 
kits and 
building panels 


TITLE 





COMPANY 
STREET 
city 
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NEW LITERATURE 


(begins on page 148) 





Fact folders designed to help manu- 
facturers select the right materials 
handling equipment for specific opera- 
tions, provide facts at your fingertips 
on any specific series of Towmotor 
fork lift trucks and tractors. First 
of the new series, designed for easy 
readability, one folder details advan- 
tages of the Towmotor 500 series, the 
compact and maneuverable 5000- 
pemecepncty fork lift truck. It 

ighlights important features, gives 
detailed specifications, operating data, 
and lists the wide range of standard 
accessories and optional equipment. 
Towmotor Corp., Dept. AL, 1226 E. 
152nd St., Cleveland 10, Ohio. 


Vor more date circle No. 67 on coupon, p. 162 


Acoustical Suspension is the subject 
of a new brochure and set of draw- 
ings. Accesso suspension systems fea- 
ture flexibility, permit moving lights 
and other ceiling fixtures in acoustical 
tile ceilings one module or a dozen in 
a matter of moments. A fully con- 
cealed system of steel channels and 
hangers, installed with minimum la- 
bor, it presents a finished job with 
any size or make of tile. Accesso 
Systems, Ind., Dept. AL, 4615 -8th 
Ave., N.W., Seattle 7, Wash. 


Vor more data circle No. 68 on coupon, p. 162 


Savings in time and money through 
attractive new development in label 
identification is described in “How 
Southern’s ‘EZ to C’ Label System 
Works.” Called “confusion-proof for 
you and your customer” the system 
reduces margin of error in package 
recognition. A chart explains the 
logical method behind the design and 
color of labels. In addition to usual 
printed description, EZ to C border, 
silhouette and color instantly identify 
fastener type, head style, material 
and finish. Southern Screw Co., Dept. 
AL, P.O. Box 1360, Statesville, N. é 


For more data circle No, 69 on coupon, p. 162 


Hardwood Veneered Hollow Core 
Flush Doors, Commercial Standard 
CS200-55, has been issued by the Com- 
modity Standards Div. of the U. S. 
Dept. of Commerce. The standard 
provides minimum specifications for 





hollow core flush doors in three nomi- 
nal thicknesses—1%, 1% and 1% 
inches. It covers construction, grades, 


tolerances, inspection, methods of 
test, labeling and nomenclature and 
definitions. Price 10¢. Superintendent 


of Documents, Government Printing 
Office, Washington 25, D. C. 


For more data circle No. 70 on coupon, p. 162 


Permite Rust-Blok, a one-coat rust 
inhibitor aluminum paint, developed 
by Aluminum Industries and the Alu- 
minum Co. of America, utilizes new 
anti-rust Celestite SR and a new alu- 
minum pigment compounded with 
waterproof phenolic resins. An in- 
hibitive primer and Bakelite aluminum 
finish combined, one coat does the job 
after removal of rust scale. he 
manufacturer states tests have shown 
that Permite Rust-Blok will yield four 
to seven years of protection on re- 
paint work with just a single coat and 
spot priming is unnecessary. Litera- 
ture available. Permite Paint Div. of 
Aluminum Industries, Inc., Dept. AL, 
Cincinnati 11, Ohio. 


For more data circle No. 71 on coupon, p. 162 


Z & K Master Door Jig, described in 
a two-color, four-page folder, is said 
to make possible high speed assembly 
of wood doors and jambs. It is 
adaptable to either wood or metal 
frames. The maker claims one man 
can fit and hang 50 doors in one day 
and the jig may be used in the shop 
or on the job. Uses only three by 
seven feet of floor space. Z & K Tool 
Co., Dept. AL, 407 Sand Hill Rd., Leb- 
anon, Penna. 


For more data circle No. 72 on coupon, p. 162 


Oak Floors for Your Home, 32-page 
home owner’s guide, contains flooring 
information in its new edition helpful 
to anyone planning to build or buy. 
Details of modern, lower-cost method 
ef installation over concrete slabs 
without use of wood subflooring are 
given as well as requirements for resi- 
dential floors; available styles, sizes 
and grades of oak flooring; various 
recommended procedures; how to esti- 
mate board feet required for given 
area; approved procedures and rec- 
ommendations on care of oak floors. 
The Oak Flooring Information Serv- 
ice, Dept. AL, 77 W. Washington St., 
Chicago 2, Ill. 


For more data circle No. 73 on coupon, p. 162 


Home Owners’ Guide to Better In- 
door Living is a 16-page booklet de- 
scribing how a new line of combina- 
tion units provides year-round indoor 
comfort. It gives suggestions for 
heating and cooling economies. Ex- 
plains operation of various types of 
warm air heating equipment that can 
be used for wintertime comfort and 
utilized for summer air conditioning 
as well. A. Y. McDonald Mfg. Co., 
Dept. AL, 12th and Pine Sts., Du- 
buque, Iowa. 


For more data circle No. 74 on coupon, p. 162 


A Do-It-Yourself Display is de- 
scribed in new literature. The display, 
built of heavy-duty rugged steel, is 
said to accommodate a variety of hard- 
paced iu of equipment in constant 


deman Features auto-top carriers, 
safety ladder arms, ladder step 
brackets, mortar pans, plastering 


jacks, etc. The base is said to be suit- 
able for carrying extra stock of dis- 
layed items as well as tie-in items. 
ewark Ladder & Bracket Co., Inc., 
Dept. AD-AL, Walnut & Central Ave- 
nues, Clark, N. J. 


For more data circle No. 75 on coupon, p. 162 


(continued on page 161) 





LUMBER SHED 


(begins on page 56) 





ing the roof. 

Now the 70’x240’ shed is sup- 
ported by 15 yellow pine 12x12s 
on 17-foot centers. The laminated 
yellow pine rafters, 7”x29" and 
7”x34”, provide adequate roof sup- 
port and provide four, 60’x70’ stor- 
age bays. 

The old wood siding has been 
removed and the remodeled shed is 
sheathed with corrugated alumi- 
num siding. The shed floor is com- 
posed of fine crushed gravel com- 
pacted over coarse rock to give a 
tight, well-drained surface. 

According to Alex B. Claney, 
treasurer of the 99-year-old firm, 
the remodeling job will cost be- 
tween $22,000 and $24,000. The re- 
building job was planned by Har- 
old Chalmers, member of a Wauke- 
gan, Ill., engineering firm, and son 
of Lord & Bushnell! president John 
J. Chalmers. 








WHITE FIR 


SUSANVILLE 








PONDEROSA PINE 


INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kiins 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 





CALIFORNIA 
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...66% 


\ * 
DERLERS® Draglire MARKUP 


New weatherstrip for DO-IT-YOURSELF market 


BRINGS YOU NEW PROFITS 











DRAFTITE ...a new weatherstrip door 
seal that initially has received wide ac- 
ceptance by both dealers and customers 
alike. 


DRAPTITE .. . seals doors against pene 


trating drafts or dust. Pays for itself in 


SALES IMPACT reduced fuel bills. 
COUNTER DISPLAY Order your 


FURNISHED stock now— YOUR MARKUP 66% 


FREE seg — DRAPTITE. . . nationally advertised to 
distributor sell for $2.49...acomplete package... 

17 feet of weatherstrip to seal the largest 

stock door. Your cost is $1.50 per package. 





* TRADEMARK 


University of Minnesota tested DrafTite in a sealed 


READ THIS... 
hamb h ind veloci 45.5 mph. Crack 
Proof that DrarTiteE reduced prison aatek dae oe of a heh: Yes 


DrafTite reduced leakage past the door by nearly 


70%! This scienti oS gaara 
draft by nearly 70%! is scientific proof is a big selling poin 


The Standard Feoducte Ce. 


BUILDING PRODUCTS DIVISION « LEXINGTON, KY. 
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the magic of the brand 


There’s something about a touch of 
red paint on RED BRAND fence 
that attracts buyers... that draws 
customers to you... that turns sales 
resistance into a desire to buy. That 
is why RED BRAND dealers agree 
there’s a certain magic in the woven 
wire with the top wire painted red 
... the bright red Galvannealed barbs 
... and the distinctive Red Top Steel 
Posts. That’s why they sell on sight. 


the magic of advertising 


For over 60 years, we’ve been telling 
farmers why RED BRAND is a 
better fence. We tell them in farm 
magazines. We tell them on radio. 
Now, we’re telling them on televi- 
sion. The magic of this is that every 
week we tell almost every farmer in 
your territory why RED BRAND 
is his best fence buy. What other 
products you sell give you such 
powerful support? 


the magic of special promotions 


RED BRAND wants to do more for 
you than just help sell more fence, 
That’s why we push Practical Land 
Use. When a farmer begins this pro- 
gram, he starts to buy more and 
more of things he needs. You help 
him become a better farmer, You're 
first in line for his business. This is 
the kind of magic we like to do for 
our dealers. For more facts about 
Red Brand magic, write today. 


KEYSTONE STEEL & WIRE COMPANY 


Makers of Red Brand® Fence - 
Red Top® 
Non-Climbable Fence * 


ma RED BRAND Defender 50 


GALVAMMEALEO’ COPPER Stanineg 


KEYSTOWE 


BUILDING 


Propucts MERCHANDISER 


yom 6 wee 
women, ios 


or 


Peoria 7, Winois 


Red Brand” Barbed Wire + Bale Tie 
Keyline Poultry Netting + Nails + Gotes 
Keymesh” 

Keyweld 


Stee! Posts 
Ornamental Fence + 
Keybead * 


Keycorner * Keywall - 


the only fence 
line that 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
Rates. 


| Time —20c per word for each insertion. 
Minimum charge of $1.00 per line. 


3 Times — I5e per word for each consecutive 
rtion. Minimum charge of 75c 
per line. 


fee 05.48 » per insertion for blind ads bearing 
No agency commission or cash discount 
allowed. 

All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of publi- 
etion. Adve is are set in uniform 6 
point style. No cuts or special borders 
allowed. 

Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 
When answering box b or iling copy 
for ads address them to: 


AMERICAN LUMBERMAN, IN 
139 N. Clark St., Chicago 2, ii, 








HELP WANTED 





MANAGER 
RETAIL LUMBER YARD 
IN SOUTH FLORIDA 


Socenee of people. climate any om round 
sunshine, people are south 
Florida .. . The place is Deamite + There- 
fore we are expanding ding and want young men 
retail Lumber 
Yard. I you want to live in South Florida and 
ances | ¢ Retail gu for a well established 
firm w! can offer you security with oppor- 
veahy, _ further advancement, write in com- 
plete detail as to yous past experience, per- 
-~ ay > Fh 4 - 

e a recen ogra ress Box 
H-36 American a Tinbarh inc. 








WANTED: Managers. Several openings avail- 
able for men with right qualifications to man- 
age —y yards in Upper Midwest. We are 
looking for sales-merchandising-minded men 





who are ambitious and aggressive. Compen- 
sation with iti and quali- 
fications. These career positions include op- 


portunities for advancement, profit sharing, 
and insurance and retirement benetits with 
a large, firmly | established concern. Please 
inclu of your experi- 
ence, qualifications and personal data with 
yous po a a Address Box H-24 American 
umberman, Inc. 





Wholesale Lumber Firm with offices in Dayton. 
Ohio, desires to employ young man wndes 38 
with —¥ knowledge of the lumber business. 
Excel i cppestunn for man with ambition. 
cele ry. Very little traveling. 
Apply in own hand writing giving personal 
tory, education and experience background. 


Send picture. 
Address Box G-53 American Lumberman, Inc. 


LUMBERMAN 


We are looking | for ,@ man with at least five 
years of retail We have 
two positions open. We are a large mid- 
western firm, not a chain operation, doing a 
volume of more than a million. Opportunities 
are unlimited for a qualified man with ambi- 
tion. Apply Py letter, ving all Rortinast 
an merican Lumberman, es © o. 
139 N. Clark St., Chicago 2, Mlinois 











HELP WANTED—Salesman to cover metropoli- 
tan area for buildin ng, sUBPly wholesaler. 
State qualifi and Address 
ox H-50 Ameri Inc. 





WANTED: By a well- established, Sa rowin 
Midwest nb turer and w he ~ 
—An d |i salesman (25-40 
years of = to call on retail dealers and 
lodustriais in a well-established Southern 
i territory. Top mill connections in 
twoods and Hardwoods. This is a 
wondertul opportunity. Our sales commission 
plan can mean for the 
man = can produce. Include full informa- 
} en po OP 
m, and expe oe oun rst letter 
Address Box H-5S American Lumberman. Inc. 
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HELP WANTED 





BUSINESSES WANTED 





GENERAL MANAGER 
LUMBER 


$25,000 - 50,000 


One of the largest producers in the 
U.S. is seeking a man who is excep- 
tionally HEAVY on the SALE of lumber 
and Industrial Hardwoods on a whole- 
sale, national basis. He must have 
knowledge of related functions. A top 
Sales Executive would find this open- 
ing extremely desirable. This is a sal- 
aned p Cc y will pay 
moving expenses and fee. 





Contact in confidence: 
J. L. OVERHOLT WAbash 2-5020 
Wabash Agency 202 S. State Chicago 


DETAILER AND BILLER 
Florida Special Millwork Company wishes to 
employ experienced Draftsman who can make 
details and bill into Mill. None but compe- 
tent men need apply. Address Box H-S6 Ameri 
can Lumberman, Inc. 





Filer Wanted.  Cepaees weld, bench, etc. Two 
8 foot head rigs. Hospitalization and insur- 
ance benefits. Plant located Eastern Sea- 
board. Write references and qualifications to 
Box H-57 American Lumberman, Inc. 


WANTED 
An old and established Mid-West Wholesaler 
has opening for man of experience to head 
West Coast Department. ill and customer 
contacts necessary. Good opportunity for right 
man. Reply contidential. Address Box H-58 
American Lumberman, Inc. 





SITUATIONS WANTED 





LUMBER BUYER AVAILABLE: West Coast man 
with 10 years experience in all species would 
like to represent an established Eastern, Mid- 
West or Texas outlet. Address Box H-39 Amer- 
ican Lumberman, Inc. 





Experienced Lumberman, 45, desires to locate 
in Northern Indiana or Michigan. Qualified to 
handle every phase of your business, ee. = 
small, Will consider perpentes pte 

with reliable ane. Address Box H- Pm 
ican Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 





Active Metal Moulding Salesman 
Full time or side line. To call on lincleum— 
hardware ~ furniture stores — cabinet shops — 
turers and wholesale 
distributors. Representing Manufacturer of 
complete quality line ves aluminum and stain- 
less steel mouldin qaaive territories 
open. National Alum 
Creek Drive. Galesten | 9, 





i “an 1134 Alum 





Banulecturscs Agents to soprenent America’s 
most revolutionary Portable Picnic Table. 
Lumber dealers buy this steel parts Do-It- 
Yourseli Kit on “aa assuring big volume. 


Lynn Corporation, Inc. 
234 South ane St., 








Marshall, Mich. 
Manufacturers Representative Wanted for 
he red wood legs. Terrific deal for salesman 
o sets up di No objection to other 


lis Most States open. 
ines. vad 


Address Box H-59 
American Lumberman, q 


STEEL AND ALUMINUM WINDOWS—30- -year- 
old company manufactu @ complete line 
of b t, utility and commercial 
types of steel windows, also the newest in 
aluminum awning type windows seeks repre- 
sentatives calling on architects, building sup- 
ply distributors and dealers. Nationally ad- 
vertised lines with exclusive features and 
attractive prices | that enable successful selling 
Several choice 
territories now open. " Address Box H- 60 Ameri- 
can Lumberman, Inc. 








November 14, 1955, 





WANTED — LUMBER YARD 
Desire location in Central U; te New York. 
ust have railroad si Rhone 
will be retained. J. Mulroy. Box $008, Alban 
5S. New York. 





WANTED — RAILS 





RAILS. New and Re! 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks, in stock 
$6.00 each. 


M. K. FRANE 
460 Lexington Ave., New York Ii. N. Y. 





STEEL RAILS 
16%, 20H. 2H, 3H. IH, 40% and heavier. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





USED MACHINERY WANTED 





TRADE 


Mas Control 





Electric — Transformers. 
For use in planin - i one one mills FOR Tri- 
Pacer = Cesna | 1952 or newer. 
Give al | speciications —y lane in 3 letter. 
ta 8 Se for differenc ss r down. 

han 2. STATE COLLEG: STATION. 





BUSINESS OPPORTUNITIES 





CHOICE BUSINESS OPPORTUNITIES 
CABINET SHOP. So. Calif. near Los Angeles. 
Good profits. 50x100 land w/ultra modern 
buidlings incl. Estab. 1932. On main thorough- 
fare. Priced far below actual value. Terms. 
Dept. #22474 


CABINET, STORE FIXTURES & MILLWORK. 

So. California. Makes all items of wood. Hard- 

ware and everythin g that goes into building 

of a home. Located in large building area. 

Ideal ere compl. ogg. High reputation. 

Well established over yrs. Ideal buy. Dept. 
##22590. Netted $11,227 last year. 


Soucaere & WOOD PROD. Cent. Fila. Gross: 


$12,500 in 8 mo. current yr. Loc. is Florida 
fish and game haven. Fully equipt. power 
mach. Sale incl. saw mill, lumber shed, 


planer shed, etc. Cement a steel frame. 
pa $7,500 down, terms. F. $25,000. Dept. 


CONTRACT WOODWORK, W. Cen. Alabama. 
Bids for jobs, and govern. work. Needs part- 
ner, in office. w/experience. Loc. in indus. 
area, w/ample rm. for @ msion. Lg. Bidg.., 
well equipt. Netted 000 in 3 months. 
Chance for man w/connections to make large 
returns for investment. Dept. #' » 


FENCING & BLDG. MATERIALS CO.., So, Cutts. 
Top ctiy nr. »s Angeles. _,Netted $4,382 in 6 
=. To Hi lete fenc- 





ing, patios, etc. s Mela eee Fan loc. Priced 
to sell. Dept. #22145 for full information. 


GENERAL CONTRACTOR, Denver. Colo., area. 
Grossed $396.679 last iA _Large amt. of 
schoo! work. Enjoys ta- 
tion. 125x125 land w/all bidgs. inci. ‘Choice 
lec. Compl. equip. Ill health forces owner 
to sell. Priced right. Dept. #22565. 


LOGGERS’ SUPPLY. W. Cen. peers In op 
lumber area. Netted $5,244 in 

160x125 land w/bidg. inc. Ideal location. Top 
franchises. Priced to sell. An xint. opportunity 
to the right buyer. Dept. #22576-20M. 


LUMBER & BUILDING lye fae Angeles. 
Calif. area. Netted $8,000 in 1955. Top 
franchises. Choice loc. on ass if a Mn 

Compl. equip. Owner ret . Priced at only 
cost of inventory (appr. $35,000). Dept. 4 


FREE BULLETINS ON ABOVE BUSINESSES 
Chas. Ford & Assoc. 


6425 Hollywood Bl.. Los Angeles. Calif. 
87 Walton St., Atlanta, Ga. 





AMERICAN LUMBERMAN AND 








BUSINESS OPPORTUNITIES 





LUMBER MILL. So. Georgia. 20 Acres. '/; 
mile on R.R. in indust. center. Finished lum- 
ber, structural timber, poplar & cypress main 
source of income. Bldgs. consists of Planing 
mill, sawmill, other bldgs. & living quarters. 
All compl. equipped with modern equip. Own- 
er is ill & must retire. Forcing the sale of 
this profitable bus. Nets $39.426 in 11 months. 
pF one familiar with lumber. Dept. 


cod 
eee 


LUMBER SUPPLY CO., NW Georgia. Est. gross 
$123.000. Lumber, paint, cabinets, kilnwork. 
Gold Bond, Dutch Boy & other franchises. Gd. 
loc. transp. nr. schools. Fully equip. Modern 
bldgs. Intercomm. Dept. #6834. 


LUMBER YARD & BUILDING SUPPLY. No. 
Florida. 8.9 acres, fenced. Planing, sawmills, 
storage sheds, works w/contracts. Well known. 
does good work. Compl. equipped, plus many 
miscel. tools, etc. Loc. on two Iq. hiways. 
Ideal buy for one interested in this type of 
business. Dept. #6633-A. 


PLANING MILL, No. W. Oregon. Nr. Portland. 
Nets $10,900 to $15,000 per yr. Complete de- 
tail wood work. Ideal ind. loc. Land w/2- 
story bidg. incl. Priced far below value. Dept. 


~ 
— . 


PLANER MILL. Cen. So. Carolina. Lg. planing 
mill, doing bus. w/many comp. Loc. in indust. 
area, with rr siding. Lg. bldg. compl. equipt. 
in xint condition. Established clientel. Ig. 
volume bus. Nominally priced. Dept. #6777-A. 


RETAIL LUMBER & BLDG. SUPPLIES. Cen. 
Colo. Grosses $8,000 to $12.000 per mo. 230x 
120 land w/all bidgs. incl. Compl. equip. 
Priced to sell. Dept. #22523 


ROOFING & SIDING COMPANY. Cen. Colo- 
rado. Complete roofing, siding & waterproof- 
ing operations. Franchise on Bird roofing 
prod. and Carey. Loc. in expanding Denver 
area. Choice commer. site. Lg. compl. eauipt. 
bldg. Well established, lucrative bus. Dept. 
#22396. 


SAND & GRAVEL CO., W. Cen. Oregon. Nets 
$10,000 or more per yr. No competition within 
30 miles. 5'/, acres land w/all bidgs. incl. 
comm. equipt. Priced at only: $28,000. Dept. 


SAW MILL. So. W. Oregon. Grosses $153,000 
last yr. Capable of sawing 5.000 ft. of wood 
per man. Automatic. 7 acres land w/all 
bidgs. incl. An xint. opportunity, priced right. 
Dept. #22390. 


WHOLESALE LUMBER CO. & PLANING MILL. 
No. Cen. Calif. above Sacramento area. Net- 
ted $16,059 in 5 mos. 1955; not incl. saw mill 
income. 71/, acres land. RR siding. Compl. 
equip. Priced to sell. Write Dept. #22427 tor 
full information. 


WOOD & CABINET MANUFACTURING. So. W. 
Georgia. Wood products of all kinds, chairs. 
porch swings. bed ends, cabinets, etc. Loc. in 
lg. progressive city. Lg. bldgs., compl. eauipt. 
xint. dition. Lg. exp i possible. Dept. 
#6804-A. 





FREE BULLETINS ON ABOVE BUSINESSES 
Chas. Ford & Assoc. 


6425 Hollywood Bl., Los Angeles, Calif. 
87 Walton St., Atlanta, Ga. 


If you are a retail lumber yard or a whole- 
saler in good financial condition, and can in- 
crease your volume with the use of additional 
eupital, Write Box H-51 American Lumberman, 
nc. 


EXCLUSIVE FRANCHISE AVAILABLE 
for distributors and dealers. 1956 Power 
Guide Chain Saw, 3 HP Gasoline Engine. Ex- 
clusive features found in no other Chain Saw. 
Write for parr. Ram Tool Corp., 928MM 
Irving Park Rd., Chicago 13. Ill. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





ny De » “ee from ae ~ news- 
t advertising by using our low cost 
PTimber-r-1" cartoons. For FREE proofs write 
to DAVID LILLY ADVERTISING, Box 167, Long 
Beach 1, California. 


BUILDING PropucTs MERCHANDISER 


LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir In trial Clears 
Standard a throu 16/4 


° 
Extension Ladder fails 
sut Door Stock 
Millwork Blanks p-Ladder Stock 
Inquiries answered ):omptly: 
Al Clements Lumb«: Co 
O. Box 90: 
Eugene, Oregon 
TWX EG-049-U 


Mouldings 


Phone 6-253] 





BUSINESSES FOR SALE 





SOUTHERN CALIFORNIA LUMBER YARDS 
FOR SALE 


Advise amount you wish to invest: also see 
our ad in previous issues. 

Twohy Lumber Co., Licensed lumber yard 
brokers for over 40 years. 714 W. Olympic 
Bivd., Los Angeles 15. 


FOR SALE Profitable lumber and building su 
ply business including complete hardware fa 
center of the most productive farming area in 
Northern Illinois. Complete stock. Business 
has large farm pickup trade. Business is clear. 
No indebtedness. A wondertu! opportunity for 
energetic man. ress Box F-24, American 
Lumberman, Inc. 


For Sale: Yard located in South-Central Wis 
consin. Best dairy and farming section. Com 
pany owns all the ground the yard is located 
on and should get about $15,000.00 for yard 
and equipment. Stock amounting to about $35,- 
000 to be taken over at market. Interested 
only in buyer who has cash or sound securi- 
ties. Annual business between $150,000 and 
$175,000. Owner desires to retire account age. 
Address Box H-47 American Lumberman, Inc. 


FOR SALE 
Attractive Lumber Yard in Central Minnesota. 
Recently built. prospereas territory. Average 
annual sales $225,000. Volume can be easily 
increased to $300,000. Address Box H-52 Amer- 
ican Lumberman, Inc. 


FOR SALE: Lumber and complete buildin 

terials yard and store. Good location, West 
ern New York State. Annual sales $170,000. 
Address Box H-53 Ame n Lumberman, Inc. 


FOR SALE 

Retail Lumber and Building Material Yard in 
fast owing town of 12,000 population in 
West Texas. Farming. ranching and oil! trade. 
50 mile trade area. 150 ft. frontage x 115 ft. 
depth on leading Highway to Farm area. 
Ample office, display room and lumber sheds. 
In business 5 years, Gross sales last year 
$200,000.00. This year approximately the same. 
40 percent to Percent mark-up on sales. 
This business can be a real money maker. 

or selling: Owner wants a change. 
Ideal climate, sunshine practically spends the 
winter. Will sacrifice for cash sale $30,000.00 
and inventory, (approximately $20,000.00). Wil! 
sell accounts receivable at discount, (approxi- 
mately $20,000.00). Also $40,000.00 Four Bed. 
room Home and other business lots for sale 
if interested. Might consider equity in nice 
motel in Southwest or other business prop 
erty in trade. 


Address: PECOS LUMBER CO. 
Box . Pecos, Texas 
Larry Ross. Owner 








RETAIL LUMBER 
and 
BUILDING SUPPLIES 


Business for sale. Located in Central 
New York. Complete facilities and 
equip t y for manufacture 
and distribution of lumber. millwork 
and building supplies. Established 
over forty years. Norma! sales volume 
$600,000. Entire personne! to remain 
upon sale except owners who have 
other interests. Principals only. Send 
reply to Box 1560, Grand Central Sta- 
tion, New York 17, N. Y 





Yard For Sale: Located in an exceptional good 
town in Great Bend, Kansas. Can be handled 
on about $15,000 down and four years to pav 
the balance. Does about $250.000 to $390,000 
per year. Have been here |7 years and have 
never done under $250,000 business in any 
—. Address Box H-61 American Lumberman, 
ne. 





USED MACHINERY FOR SALE 





We are changing to a 72° carrier and lift truck 
package and offer for sale | two year old Ross 
Straddie Carrier Series 70 model 6663-60" 
capacity. Price $2975.00 f.o.b. our plant. This 
machine is like new and a bargain at the 
above price. 
HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Ill. 





FOR SALE 


We will be receiving new equipment from Ross 
and can offer for sale and immediate delivery 
two Mode! 10H Ross lift trucks at $4,175 each. 
Hydraulic side shift carriage 66°. Operator's 
quard. 172" forks can be cut down to any 
desired width. Lift height 28°. Ross will cut 
down towers if a lower height is required for 
clearance, on the 28’ pistons. Also available: 
One Model 5W Ross \ift truck car unloader, 
lift height 9’ free lift, fork length 42°, stand- 
ard, with 60° extension. eavy counter- 
weights. Two lights for closed loading. Price 
$2.075 f.0.b. Chicago. 


HUSS LUMBER COMPANY 


1350 W. Fullerton 
Chicago 14, Il. 





NEW LITERATURE 


(begins on page 148) 





Idea Book is an eight-page bro- 
chure outlining uses of Philippine ma- 
hogany in new construction and re- 
modeling. Its application in paneling, 
cabinet work, trim, ceiling paneling 
or sheathing, exterior siding and fur- 
niture is discussed and illustrated. 
Particularly interesting are sections 
dealing with estimating material 
required and methods of installation. 
Philippine Mahogany Association, Inc., 
Dept. AL, 111 W. Seventh St., Los 
Angeles 14, Calif. 


For more data civrele No. 76 on coupon, p. 162 


Ray-O-Lite translucent fiberglas 
awnings are described in a four-color 
brochure containing product and mar- 
keting informaticn. The awnings are 
fabricated by franchised regional 
manufacturers, each with its own 
dealer organization, and there is op- 
portunity for new franchises. Two 
series of awnings are offered, Im- 
perial and Regency, created by Ray- 
mond Loewy Associates. Available 
in 16 built-in colors, the awnings are 
said to transmit diffused light, filter 
out harmful effects of the sun and give 
full weather protection. Brochure 
D-55, Ray-O-Lite Corp. of America, 
Dept. AL, 316 Peachtree St., N.E., 
Atlanta, Ga. 


Vor more data cirele No. 


77 on coupon, p., 162 

Power tools for cutting, shaping, 
drilling and finishing wood, metal, 
fiber and plastics are covered in a new 
catalog. Illustrated and fully de- 
scribed are jointers, planers, band 
saws, contour saws, drill presses, band 
filers and grinders, jig saws, lathes, 
belt sanders, spindle sanders, shapers, 
tilt arbor saws and saw jointers. 
Boice-Crane Co,, Dept. AL, 1000 Cen- 
tral Ave., Toledo 6, Ohio. 


For more data circle No, 76 on coupon, p. 162 


Economical Cable Conduit is an il- 
lustrated booklet describing advantag- 
es of Tenite butyrate plastic pipe as 
conduit for electrical power lines and 
telephone cable, Plastic pipe is applic- 
able to electric utility industry. East- 
man Chemical Products, Ine., Dept. 
AL, Kingsport, Tenn. 


For more data civele No. 79 on coupon, p. 162 
, 
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CANADIAN ForEST ProbuCcTs LTD. 





THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


EBURNE SAWMILLS DIvIsION 











VANCOUVER, B.C. 
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TEASER ADS run three weeks be- 
fore the show were followed by in- 
creasingly larger ads each week, Post 
eard mailing was sent to 600 names 
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DO-IT-YOURSELF HOME SHOW in East Rochester resulted in enough sales in 


60 days to more than pay the entire cost of the promotion $800. 


Do-It-Yourself Show 


Pays Dividends 


New York state dealer considers $800 well spent to 
bring back “lost” customers and attract new ones. 


Monroe Lumber & Supply Co. 
Inc., East Rochester, N. Y., had 
two important reasons for staging 
a do-it-yourself home show re- 
cently: 

1. To bring back customers, who 
were going elsewhere because the 
firm’s main entrance was torn up 
during a public construction pro- 
ject. 


2. To capitalize on the tremend- 
ous building expansion and do-it- 
yourself trend in the area. 

Promotion for the show was 
handled by a newspaper salesman, 
who used all the local newspaper 
and shopping guide advertising 
media. Publicity stressed free ad- 
mission, free prizes every two 
hours and a gift for everyone. 

Seventeen suppliers cooperated 
with exhibits. The show was held 
in a vacant building at a main in 


tersection of the town’s business 
district. Demonstrations included 
adding extra rooms, installing 
screens and storm windows, lay- 
ing bathroom and kitchen tile and 
even building a backyard swim- 
ming pool. The show was held 
from 1-10 p.m. on Friday and from 
9 a.m. to 9 p.m. on Saturday. 


Prizes included hammers, levels, 
wrench sets and saws. Each visi- 
tor was given a yardstick and a 
registration card for prize draw- 
ings. Over 900 persons filled out 
cards and indicated what home 
improvements they were consider- 
ing. Between 1,200 and 1.500 per- 
sons visited the two-day show. 

The successful promotion, first 
of its type held in the area, not 
only publicized the firm to a great 
many new prospects, but resulted 
in enough additional sales to more 
than pay for itself. 
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Key-holes in the soli 
of the Super-Ex flan 
provide a secure plastt 





of MircoR Super-Ex Corner Bead 


makes your selling job easier 








. .. because it makes your customer's job easier 


Help the builder or plastering contrac 
tor give property owners a better job — 
and uphold his reputation for quality 
work — and you've got yourself another 
sure bet for repeat business 

And that’s exactly why you should 
recommend Milcor Super-Ex Corner 
Bead to your customer. It combines (1) 
the rigidity of a solid wing with (2) the 
added plaster reinforcement of expanded 
metal. It provides greater depth of plaster 
adjacent to the bead — to protect cor- 
ners against cracking and chipping, and 
to assure true-edge beauty. 


Super-Ex goes on fast, to reduce erec 
tion costs. It requires little or no align- 
ing. It can be wired, nailed, or stapled 
— without using clips. 

The wings of Super-Ex are formed at 
an angle of approximately 65° for a 
spring-fit on a 90° corner. They adjust 
readily to any standard, specified plaster 
grounds, whether %”, 54”, or 14”. 

Dealer price list, available upon re- 
quest, gives prices and specifications on 
the complete Milcor line of versatile cor- 
ner beads and other metal lath products, 


-INLAND> STEEL PRODUCTS COMPANY 


ad 


4029 WEST BURNHAM STREET 


BALTIMORE 5, MD., 5300 Pulaski Highway « 


+ MILWAUKEE |, WISCONSIN 


BUFFALO 11, N. Y., 64 Rapin St. « CHICAGO 9, ILL., 4301 S. Western Bivd 


CINCINNATI 25, OHIO, 3240 Spring Grove Ave. * CLEVELAND 14, OHIO, 1541 E. 38th St. « DETROIT 2, MICH., 690 Amsterdam 
Ave. * KANSAS CITY 41, MO., P. 0. Box 914 « LOS ANGELES 58, CALIF., 4807 E. 49th St. « NEW YORK 17, N. Y., 230 Park 


Ave. « ST. LOUIS 10, MO., 4215 Clayton Ave. 
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The 
screen cloth 


with the fastest 
sales growth 
today is 


CHICOPEE risercias SCREENING 


It’s promotable! Easiest to work with, best for al! kinds 
of screening needs: porches, breezeways, and patios. 


*9.,37 ‘ (per 100 sq. ft.) from your wholesaler 


CHICOPEE MILLS, INC., Lumite Division, 47 Worth Street, New York 13, New York 
Write for name of wholesaler nearest to you. settateiy babel eaae pe ol Noa 
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